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* NOW is the Time for Action on Surplus Stocks (pace 48) 












(Patented) 


The new Beaver No. 17—Range % to 2" 


easy to oil 
instant chip clearance 
no clogging 











Another Step Forward! 


lt is our ambition to make Beaver Pipe Tools so very outstanding in design and 
performance that every mechanic will prefer to use them. Sparked by this ambition, 
we are always glad to present new and better designs which will insure greater Beaver 
acceptance and prestige. 


The new features which have been added to our No. |7—a more rugged ratchet 
handle and streamlined dieheads which permit easy oiling and instant chip clearance 
without any possibility of clogging—are certain to increase the popularity of this 
tool—which has long been an important member of the Beaver Family. 
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Extra convenience is but one of the many extra values in 


in tii aie alain se calli aie Kennedy Valves that will attract favorable attention from 
n th K dy lron-Body Wed SG ° * . 
Valves, which set @ new standard of quality your trade. In quality of metal, special features of design, 
and service at standard market prices. f hi k d fj . h f il rt + 
The Kennedy line also includes bronze and accuracy © mee me work, an inisn OT all parts, TOO, 
won Bede grte, Cote, enale and heck valves Kennedy Valves give extra values at no extra cost. You are 
. | ir 
ceogued pipe Siting and cest han (enged always safe when you recommend and sell Kennedy Valves. 


fittings and flanges. 


The Kennedy Valve Mfg. Co. - Elmira, N. Y. 


KENNEDY 
CVALVES with éxtra Value 
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aT OR HEAVY SERVICE 





LINK-BELT 


BABBITTED BEARINGS 








Compaciness of design is a feature that makes selling 
easier—then there are the better proportions for mounting 
on present day supporting structures. Add to this, sim- 
plicity of design, dependability in service, and economy 
of performance and you have the answer to the wide 
industrial application and the heavy demand for Link-Belt 
Babbitted and Bronze-Bushed Bearings. 


This line is complete in types and sizes of solid and split 
bearings, grease lubricated and self-oiling so that you can 
make the sale for any light or heavy service need. 


If you haven't a copy of our Catalog and Data Book No. 
800, write for it today. It contains engineering data, di- 
mensions and list prices on Link-Belt bearings, as well as 
take-ups, chain drives, sprockets. couplings, speed re- 
ducers, speed variators, gears, pulleys, hangers, clutches, 
base plates, shafting: in fact. everything you need for 
efficient, low-cost mechanical power transmission. 


LINK-BELT COMPANY 


Chicago Indianapolis Philadelphia Atlanta Dallas 
San Francisco Toronto 


Carried in stock by mill supply houses throughout the country 


S70 


a » « ms age 


BOX—SERIES 2-1200 


crackle-finish, this new babbitted-bearing common 
erate speed and power requirements. 

oe ve Pillow block for this service. 
tameters. Send for Folder No. 1865 
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_ powerful super-weapc for your sales battlefields ...one 
- for the industrial one for the construction field. Push 
- these two NEW tools as well as the rest of the 
 SKILSAW LINE and you'll be the winner | 

...every time you attack. | 











CnnttciK- DON’T LIE! 





HERE’S no place for mavericks —_ engineering practice. Out of a vast 
in modern industry. A_ recog- accumulation in experience we can 
nized brand ts the only real assurance be of material help to any manufac- 
of quality. That’s why the U-S-S turer in their selection. 
trademark on steel sheets means so ° 
much to industrial fabricators. It Here is a partial list of the U-S-S 
gives them confidence in their source. STEEL SHEETS that figure im- 
[hey know who has taken the re- _ portantly in today’s building, manu- 
. ——— a a facturing and fabricating. 
hey Know that mark wouldnt be U-S:S HOT ROLLED - U-S-S HOT ROLLED 
there without quality to back it up. PICKLED -° U-S-S COLD ROLLED - U-S-S 
a ee ee ok a ee ELECTRICAL - U-S-S VITRENAMEL + U-S-S 
very type and grade o Nea STAINLESS - U-S-S COPPER STEEL - 
-TEET SHERFTS; > amen tn 4 U-S:S COR-TEN * U-S:-S MAN-TEN * U-S-S 
ST EEL SHEETS is the answer to an HNCOTE - U-S-S FAINTROMD UBS 
industrial need, the result of sound DULKOTE + U-S:S GALVANIZED. 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY 
San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY 


Birmingham 
Scully Steel Products Company, Chicago, Warehouse Distributors United States Steel Export Company, New York 


few kame STATES STFEEL 
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*Name on request 





*) WHY TELL ME ABOUT 10-MILE BELTS? 


... were Lucky to seH/ 1LO000-footers in these parts 





ATURALLY, in the ordinary 
N course of events, you're not 
likely to sell many 10-milers like 
the one at the Shasta Flood Con- 
trol Dam, pictured above. 


Yet this remarkable achievement 
typifies the skill, ingenuity and 
technical knowledge that go into 
the manufacture of all Goodyear 
rubber products. 


By telling the world about such 
gigantic installations we make it 
easy for Goodyear distributors to 
get first crack at the routine jobs, 
the smaller conveyors for which 
there is unending demand year 
after year. 


And now, bearing witness to that 


THE GREATEST NAME 
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Specified 


GOODYEAR CONVEYOR BELT SYSTEM 
26 belts — 36” wide, 6-ply 
Total length: 9.6 miles 
for 
COLUMBIA CONSTRUCTION COMPANY, INC. 
Oakland, California 

















a a 






fact, is a new Goodyear distribu- 
tor,” who has just written us: 


“In the last six months, since 
putting on your line, I have 
sold more conveyor belting 
than in the entire two years 
preceding.” 


It’s this reputation for superior 
quality that makes Goodyear 
Mechanical Rubber Goods one of 
the three biggest profitmakers 
among all the many industrial 
lines carried by mill supply 
houses. If you are not a Goodyear 
distributor, why not see if your 
territory is open? Write: Good- 
year, Akron, Ohio or Los Angeles, 
California, 


IN RUBBER 








KEYSTONE 


SPECIALIZED LUBRICANTS 


MORE PIECES “INSPECTED—OK.” Specialized 

oils and greases help assure 
VES true-running bearings, work 
4 machined to close tolerances, 
: : fewer rejects. 


EXTRA MAN-HOURS—FREE! Keystone 


g Lubricants stand up and stay 
put... operators spend more 
( \ time running machines, less 
time lubricating and clean- 

xs 3B 2S = 
ing them. 


SHARPLY REDUCED “DOWN TIME.” Proper 
A, lubricants prevent gumming 
and clogging of oil holes that 
burn out bearings, cripple 
production schedules. 






MACHINES KEEP FIT. Correct lubrication pre- 
vents unnecessary wear, 
keeps machines in the run- 
ning for years and years of 


YF) - ~ 
PES: accurate work. 





MORE POWER PER HORSEPOWER. Well selected 
lubricants do not drip or 
spray on belts... eliminate 
slipping that brings loss of 
power and speed. 





MORE EFFICIENT USE OF POWER. Reduced 
bearing friction lowers both 
starting and running loads, 
helps to prevent exceeding 
the demand rate. 





SAFE WORKING CONDITIONS. Oil and grease 
leaking out of bearings in- 
vites falls on slippery floors. 
Removing mental hazards 
keeps production humming. 


“LOST TIME” CUT DOWN. Keystone lubricated 


bearings reduce fuse blow- 





ing and power outages... 
help eliminate delays for re- 
placing burned out motors 
and overstrained, broken 
belting. 





Keystone Specialized Lubricants save money, too. Lasting qualities 
make them first in reducing oil and grease expense. They are guaranteed 
to save at least 10% on present lubrication costs. Get your customers 
started now on the Keystone 8-point program. 


The Keystone distributor in YOUR locality will gladly cooperate with you. 


REG. U. S. PAT. OFF. 


SPECIALIZED 
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KetstoNt KEYSTONE LUBRICATING COMPANY 


ohh 21st, Clearfield & Lippincott Streets 


LUBRICANTS Philadelphia, Pa.* Established 1884 
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Low production, rejected parts and 
broken taps, are often due to poor 
preparation of holes for tapping oper- 
ations. Here are some points which will 
help you to prevent costly losses. 


Always keep in mind that good clean 
drilling and a reasonable size main- 
tenance are keys to better, faster 
tapping and with less strain on the tap 
and less power consumption. 












i ] 
7 | “f | 
OPEN BLIND 
OR BOTTOMING 
THROUGH 
HOLE 








For open or “through” holes in steel, 
use “Gun” or Plug Taps;stick to Plug 
Taps for gray cast iron and non- 
malleables; for cast iron containing 
steel, use “Gun” Taps. For blind or 
bottoming holes, use a Bottoming Tap 
if the full length of the hole is to be 
threaded. Always be sure the drill 
chips are removed from the bottom of 
the blind hole before you start to tap. 


A 100% thread depth requires 3 times 
the power necessary to tap a 75% 
thread, but is only 5% stronger. A nut 


| 


BLIND 
BOTTOMING 
HOLE 
WITH 
RECESS 
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Hole Hints:or TAPPERS 





with 50% thread depth will break its 
bolt before the thread will strip. Good 
manufacturing practice should pro- 
vide a depth of thread not less than 
62% to 75% (depending on the size) 
and not more than 8314% of the basic 
thread depth. Remember these facts 
and you will not make your drilled 
holes too small. 


The tougher and harder the material, 
or the deeper the tapped hole, the 
smaller the thread depth you can 
safely adopt. 


Punched holes in thin sheet metal 
tend to cause taps to “load” and 
break. See that punched holes are not 
too small. Same with cored or forged 
holes in casting or forging. It pays to 
drill them. 


As a guide to the most practicable 
drill size for all threads, consult any 
standard tap drill chart. We will 
gladly send you one on request. 
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iSO APpper ‘ ‘ | 
and tool pap at yo 
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GREENFIELD TAP AND DIE CORPORATION = GREENFIELD, MASSACHUSETTS 


Detroit PLant: 2102 West Fort St. 
Wanenouses in New York, Chicago and Los Angeles 


XY GREENFIELD 


TAPS - DIES -» GAGES : TWISTDRILLS - REAMERS - SCREWPLATES : PIPE TOOLS 


In Canada: GREENFIELD Tap AND Die Corp. or Canapa, Lrp., GALT, ONT. 
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You Can SELL 





Your men need something they can get their teeth into — 
business they can go after and sell 


Champion Lamps are just what the doctor ordered 


CHAMPION LAMP WORKS 


HERE’S WHY: 


The defense program has created an enormous, constantly growing 
demand for better light and more of it. Lamps are “essentials” to 
all industry. What's more, Fluorescent lighting is giving the lamp 
market a terrific boost. What you want is more new customers and 


more new lamp profits. 


Champion Lamps, both Incandescent and Fluorescent, meet your cus- 
tomers’ needs and the needs of your men to get and hold the business 


quality — service — price — something to sell. 


The Champion sales policy is deliberately designed to fit your busi- 
ness no consignments, no contracts, the minimum in handling 


costs. Give your men a crack at those big, profitable, volume accounts. 


Champion industrial advertising is concentrating on your customers 
and prospects, month after month — creating acceptance and paving 


the way for your men. 


CHAMP} ON| 
Lavi PS 





Champion has a national reputation 
as makers of Fluorescent and Incan- 
descent Lamps licensed under General 
Electric Company's patents and meet- 
ing the highest standards of quality 
and dependability since goo. 


If you’re looking for profitable new volume, right now, get 


the story on Champion Lamps as it applies to your business. 


Lynn, Massachusetts 


DIVISION OF CONSOLIDATED ELECTRIC LAMP CO. 
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ga TWIST DRILL AND 
suresh MACHINE COMPANY 


NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. - « = - CHICAGO STORE: 570 WEST RANDOLPH ST. 
vt 
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IT'S NOT ONLY A-10 
but tho PPOO 
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HE furnaces at Imperial Brass are working 

night and day to turn out brass fittings for 
tubing connection work . . . and the orders pour 
in faster than the fittings pour out. 

But in spite of all the pressure from AA, A-l-a, 
A-1-b, etc. priorities, we are also shipping a large 
volume of brass fittings to Mill Supply Houses 
under the Defense Rating Plan. 

These houses are rendering an important serv- 
ice in their areas—a service that is based on the 
belief that no industrial organization can antici- 
They 
may need fittings for connecting up tubing on 


pate all of their needs for brass fittings. 


| wy 
Wt 


a tank or tractor or fittings for repairing the tub- 
ing on an important production machine. In 
either case, the Supply House may save days of 
delay by delivering the fittings right out of stock. 

To do this of course it is necessary for all of us 
to cooperate in establishing the necessary priori- 
ties to prevent loss of time in replenishing the 
Supply House Stock. 

The operator of a machine that is down be- 
cause of a tubing failure is not thinking about 
an A-10 rating. All that he knows is that he 
wants some brass fittings P.D.Q. and it’s up to all 
of us to see that he gets them. 


THE IMPERIAL BRASS MANUFACTURING CO., 511 S. Racine Ave., Chicago, Ill. 


IMPERIAL Yeducletal Products 
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«= « « that statement 


goes DOUBLE today! 


' It appeared first in an AMERICAN CHAIN advertisement two 
7 years ago. It deserves thought now. 
Men are working “‘under the gun.’’ Many are inexperienced. 
Chains get undue overloads and stresses. 
Ss y. E Workmen appreciate American chain’s extra margin of re- 
F sistance to emergency loads and strains. 


American chain protects life and load, job and owner, indus- 


CH, [\ / N try and government. 
In these times there can be no compromise with safety. 


Specify AMERICAN. 
AMERICAN CHAIN DIVISION + BRIDGEPORT - CONNECTICUT 





AMERICAN CHAIN & CABLE COMPANY, Inc. 


pf» ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
: WEED Tire Chains, ACCO Malleable fron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 


READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Crones, Presses... In Business for Your Safety 
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DODGE DIAMOND “D” FRICTION CLUTCHES . . 


@ Powerful — ample safety factor to handle 
momentary overlocks as high as 100 per cent 
above rating. 


@ Compact — designed for extreme compact- 
ness without sacrificing horsepower capacity. 


© Protected — fully enclosed against 
destructive dirt and dust and for 
added safety. 


fOW, TOO! 

Your choice of Dodge Diamond “D” 
Friction Clutches for speed and stamina 
equal to today’s heavy loads will stand 


you in good stead tomorrow — when 
needs return to normal. 


Built the Dodge way — Dodge Clutches 
are longer lasting because they are per- 
fectly balanced — completely enclosed 
against destructive dirt — compact and 
self-locking — with an ample safety fac- 
tor that permits momentary starting loads 
100 per cent higher than normal rating. 


For power transmission or machine 
application — Dodge Clutches deserve 
your preference. 


DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA, U.S.A. 


Preferred FOR THESE FEATURES: 


@ High Speed — proper proportioning and ac- 
curate balance for continuous high speed oper- 
ation. 


@Simple Adjustment—positive, convenient one- 
point adjustment. 


@Smooth Operation — self-locking 
feature eliminates necessity for pres- 
sure to hold clutch in engagement. 
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The Oster “PIPE MASTER” and its team 
mate, Oster “BESTOIL” make an unbeatable 
combination for quick sales to vital defense 
industries. Note these points: 


“PIPE MASTER” Portable Pipe Machine with quick-opening, ““BESTOIL” is a special compound of top quality cutting 
adjustable die-heads and dies (or solid die adapter, as required) oil containing sulphur held in perfect suspension. “BESTOIL” 
threads 4%” to 2” pipe, regular range; 4” pipe, extra range; absorbs and throws off heat more readily than most cutting 
24” to 6” pipe, range with drive shaft; and threads bolts from oils, yet costs no more! Sold in cans: 1 pint; 1 quart; 1 
%”to 14%” N.C. or Whitworth; 4” to 24%” N. F. or B.S. F. gallon; and 2 gallons; and in 5, 30 and 55 gallon drums. 


THE OSTER MANUFACTURING CO., 2041 EAST 61st ST., CLEVELAND, OHIO 


woes || 0m 





PIPE THREADING EQUIPMENT FOR EVERY REQUIREMENT 
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INDUSTRY IS BEING SHOWN how Black & CUSTOMERS ARE LEARNING how Black & DEFENSE NEEDS for shect-meta] cutting can 
Decker Bench Grinders spotted athandy points Decker Portable Electric Grinders enable men be met by Black & Decker’s Lectro-Shears— 


save time and steps. Your4 powerful B & D_ to do faster and better work. It’s easy to 


Bench Grinder models meet every need. demonstrate your 6 B & D models. 


a fast unit for accurately cutting straight, 
curved or irregular lines in aluminum, steel, etc. 


How BLACK & DECKER is Helping You 


SOLVE SUPPLY PROBLEMS 





YOUR CUSTOMERS are being told how Black & Decker Die Grinders perform accurate 
production die grinding. 3 B & D models of Die Grinders can be quickly demonstrated. 


LEADING DISTRIBUTORS EVERYWHERE SELL 





Defense needs have placed an unprece- 
dented demand upon distributors’ time and 
specialized knowledge. To aid Black & 
Decker Distributors provide for their custo- 
mers’ requirements, and to acquaint indus- 
try with the hundreds of applications of 
Black & Decker Tools, here’s how “‘Electric 
Tool Headquarters”’ is taking some of the 
burden from your shoulders 
1. A comprehensive and informative electric tool 
campaign aimed at your Defense customers in 
The Saturday Evening Post and 22 leading 


industrial trade papers every month, reaching 
a total of 4,300,000 readers; 


2. Six valuable Handbooks, demonstrating faster 


and more efficient electric tool applications; 


3. Dependable, experienced help for you on De- 
fense applications through the largest field 
force in the electric tool industry; 

4. The engineering ‘‘know-how”’ to produce tools 
specifically designed to solve definite problems; 
tools that last longer, give more satisfactory 
service; 


5. Stressing of the fact that industry has a con- 
venient and informed source of supply, through 
leading distributors in all principal cities; 


6. Prompt repair and parts service from 26 fac- 
tory-owned service branches. 

By thus working hand-in-hand with our 

distributors, Black & Decker is helping you 

fit the right tool to the job, with less time 

and effort on your part. The Black& Decker 

Mfg. Co., 717 Penna. Ave., Towson, Md. 





THIS HANDBOOK HELPS YOU! 
B & D “Assembly Tool Handbook” con- 
tains photographs, charts, graphs, screw 
and bolt specifications. Solves problems 
for your customers. Helps you sell! 
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Courtesy Leonord Peterson 


FOR GREATEST SANDING CUT 


Removing stock from oak lab- 
oratory table top with 12” 
ELECTROCOATED Garalun 
Cloth Belt. 


recommend Armour’s ELECTROCOATED Abrasives 





ELECTROCOATING stands grains on 
END for deep cutting 


If one of your customers’ problems is removing stock 
with coated abrasives, then solve it by recommending 
Armour's ELECTROCOATED abrasives: Alundum for 
metal working; Garalun for wood working. 


Your customers’ production will increase with these 
Armour ELECTROCOATED products because: 


1. Electrocoating stands aluminum oxide grains 
on end, deep in the tough glue backing, with 
sharp points UP. These points do the cutting. 


2. Electrocoating spaces grains apart—enables 


grains to dig deeper—retards filling. 


3. Electrocoating spaces grains evenly, guaran- 
tees equal cutting power from every square 
inch of abrasive. 


The popularity of Armour’s ELECTROCOATED products 
means more sales and profit for you. Write us for further 
information. We can deliver as much as you want 
anywhere — now. 








ELECTROCOATING ... WHAT IT DOES 





BEFORE ELECTROCOATING was discovered, 
abrasive grains laid irregularly on their sides. 
Photomicrograph. 665 times enlarged. 


Sharp points up Evenly spaced 





AFTER Armour's ELECTROCOATED Abrasive Prod- 
uct. Grains stand on end—evenly spaced—sharp! 
Photomicrograph. 665 times enlarged. 








Beveling lo-carbon steel bar 
on 8” ELECTROCOATED Alun- 
dum Cloth Belt. 


Present day speed-up did 
not catch Armour Sand- 
paper Works napping. 
Armour adopted ELEC- 
TROCOATING, a pat- 
ented process, in 1933, 
has made dollar-saving 
ELECTROCOATED abro- 
sives for 7 years—has 
improved other abrasive 
products for over 40 


years. 


ABRASIVES 


Only ELECTROCOATED 
products bear this sym- 
bol. Look for it over 
the ARMOUR name. 





ARMOUR SANDPAPER WORKS 


Division of ARMOUR AXxD COMPANY 


GENERAL OFFICES: CHICAGO 


W ir 
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WHAT EVERY GAUGE GLASS 
SALESMAN SHOULD KNOW ABOUT 


CHEMICAL 
STABILITY 





Fe 


> eee —— 





Because the alkalinity as well as the temperature 
of boiler water has a direct bearing on the life 
of a gauge glass, it is of utmost importance that 


gauge glasses having a high degree of resistance 


> 


to chemical attack be used. 

The experience of Corning Glass Works in pro- 
ducing Pyrex brand Industrial Glass which has 
remarkable resistance to all acids and alkalis in 
solution (except HF) is evidence of their ability 
to manufacture Gauge Glasses that will resist the 
corrosive action of steam and hot water. 

Salesmen who can offer advice on this vital 
subject will earn customer good will and Corning 


engineers will gladly furnish detailed information. 


OTHER SALES FEATURES 


1. Resistance to heat and cold . . . Because of its low expansion coefficient, Pyrex brand 


Industrial Glass resists temperature changes that would instantly shatter ordinary glass. 


te 


. Hardness... The hard, smooth surface resists abrasion and scratching and contributes to 
permanent visibility. 


3. Working Pressures... Pyrex Gauge Glasses are available for all pressures up to 650 Ibs. 


per square inch, 


—s 


. Odd Lengths... Orders for odd lengths can be easily cut from standard stock glasses carried 
by your supply house. 


5. Accuracy... All tubing from which Pyrex and Corning Gauge Glasses are made is 
machine drawn to uniform accuracy. 


~ 


» Complete Line... These Gauge Glasses include: Pyrex Broad Red Line, Pyrex Red Line, 
Pyrex High Pressure, Pyrex Heavy Wall and Cornine Standard Gauge Glasses. 


“Pyrex” is a registered trade-mark and indicales manufacture by Corning Glass Works. 


~ 
_ 


BINNG D654, 
Glass Works 14 C, 
i Corning, New York 
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» = use an A-1 sales point when you tell your cus- 
tomers about Bethlehem Hot-Forged Nuts. That’s 
because these ‘‘common”’ nuts are really outstanding. 
They have far greater resistance to splitting and strip- 
ping; a far greater margin of safety than regular 
“common’”’ nuts. 

When prospects ask ‘‘How is this possible?”’, you can 
tell them these features are the result of a special Beth- 
lehem process for forming the hole of the nut. Explain 


that in ordinary nuts the hole is formed by a punching 


action which tends to crack the grain structure. In 
Bethlehem Hot-Forged Nuts, the hole is formed by 
working the still-plastic steel away from the center 
towards the side walls of the die. This makes the grain 
structure of the nut denser, more sinewy, giving the nut 
greater strength to resist splitting and stripping. 

All these talking points are authentic sales-clinchers. 
They’re not exaggerated claims, simply logical explana- 
tions of genuine superiority. Use them to build sales; let 


Bethlehem Hot-Forged Nuts build customer satisfaction. 


BETHLEHEM STEEL COMPANY 
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V-BELT ON 


N EWES ni MARKET 


TEXROPE SUPER-7 | 


50% STRONGER CORDS! Sensational new 
Flexon process makes cords 50% stronger than 
even those in former great Texrope belts. 








? 20% MORE CORDS! Count them! You get 


20% more of these tough, extra pulling power 


-cords in every Texrope Super-7. 


INCREASED LIFE! Cords float on amazing 
cool-running cushion rubber that absorbs shock 
. . actually increases belt life phenomenally. 


EXTRA PROTECTION! 


sealed cover protects pulling cords against dirt, 
grit, moisture, and other adverse elements. 


SINCE Allis-Chalmers invented and 
introduced multiple V-belts sixteen 
years ago, developments and im- 
provements have been steady...each 
new type better than the one before... 


Exclusive duplex- 





Now, comes the latest and best of 
them all — the new Allis-Chalmers 
Texrope* Super-7 V-belt! Without 
costing any more, it gives you longer 


life . . . more pulling power . . 


S32a> 
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LOOK OUT FOR DANGER 
in belts with stiff, unpliable 
cords! Such belts Joo& strong 
... but actually they buckle 
over sheaves, build up exces- 
sive heat that attacks pulling 
cords. Result: Belt failure far 
sooner than you expect it. 


WARNING SIGN! 
Sagging, slipping belts mean 
too much stretch not backed 
up by balanced cord strength. 
Motor must be pulled back 
often to take up slack. Re- 
sult: When stretch limit is 
reached belt breaks under ten- 
sion. 


SUPER-7 TEXROPE BELTS 
are made by amazing Flexon 
process that combines flexibil- 
ity with low stretch . . . great 
strength. Cords float on cool- 
running, shock absorbing cush- 
ion rubber. Result: true 
strength . . . true pulling 
power .. . ¢rue endurance. 
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greater resistance to stretch. Here’s 
why — 

It has 50% stronger cords...20% 
more cords . . . and a special new 
cool-running rubber compound that 
resists heat . . . absorbs shocks. . . 
gives years more service. What’s 
more — we wrap the belt in a new 
“duplex-sealed” two-ply cover that 
gives extra protection against dirt, 
moisture, and other adverse elements. 

When you order V-belts, get the 
best . . . and the best is Texrope 


For complete details, call your 
Texrope dealer or the Allis-Chalmers 
district office near you. Or write Allis- 
Chalmers, Milwaukee, Wisconsin. 


il i PRE 
Bistere 
ce Texrope d U. S. 




















, TO YOUR CUSTOMERS, the above sets forth the sentiments of the Allen 


Company to all who may buy from Distributors. It is published as our sincere admonition, 


- and we give it force with the following text as appears in our December publication 


advertisements: 


YOUR DISTRIBUTOR stands in with the biggest He goes further afield than his factory suppliers 


supply-sources. He’s the first and foremost taker of in getting the goods for “MUST” orders. He picks up 
mill supplies. The value of his buying connections — badly needed items from idle reserves far and near. 


made solid by essential services to the producer — he He rations small but precious surpluses to avert the 


passes on to you in this emergency. shortages that mean shut-downs. 


Never was it so urgent for you to make the Distributor your Procurement Agent. He gets ALL 


the hollow screws we make and your own Allen Distributor gets a// we can put through for you! 
* * * 


Allen works — and advertises —- to make the Distributor the recognized Key Man in industrial 


marketing NOW. The man who keeps the vital supply lines as nearly intact as is humanly poss- 


ible in emergency. 


THE ALLEN MEG. COMPANY 


HARrrTrorn, Conn. UW. §.A. 
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How many of your customers 

would refuse to buy files and 

hack saw blades which will 

speed up their production? Not 
many. That’s why you'll find that it pays to push 
Disston Bite-Rite Files and Disston Hack Saw 
Blades .. . they are proved pacemakers in many a 
production line. 


\ 
m VW, 


Tell them and you'll sell them. 


Tell your customers how they can be sure of faster filing with 

Disston Bite-Rite Files, because their sharp teeth take off 

more metal with each stroke. Point out how Bite-Rites 

produce better finished work, too, because they smooth and 

finish and are self-cleaning. Tell them that it’s real economy 
to buy Bite-Rite Files, because they're made from specially heat treated and inspected steel, and they 
last longer. Explain that there's a special Disston file for each special job . . . filing aluminum, castings, 
brass, soft metals and for lathe work. 


. . 
Speedier sawing proved in competitive tests... . that’s the record of Disston 
Hack Saw Blades. In a recent test, cutting work-hardened steel, a Disston High Speed Steel Blade cut 
25% faster and lasted 12 times as long as an ordinary hack saw blade! 
A Disston Di-Mol Hack Saw Blade also was faster-cutting and lasted 
7 times as long as an ordinary blade! Recommend Disston Hack 
Saw Blades for both hand and machine sawing...Di-Mol 
for general machine shop production, High 
Speed Steel Machine Hack Saw Blades 
to cut stainless steels and other 


; tough alloys. 
™. 
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Two important sales helps: 


Disston advertising and merchandising campaigns throughout the nation's 
industries are reaching many of your customers and prospects. Use Disston 
counter displays and advertisements to make your sales job easier. Also, 
you can rely on Disston Engineering Service to help you in clinching big 
contracts . . . because Disston Engineers know how to get more production 


from saws, files and other tools. Write us for more information today! 
ESTABLISHED 1840 ‘ 
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THE 
DOMINANT DRIVE 
OF INDUSTRY 


TRADE MARK 


The use of this emblem by 
an association member in connection 
with Multiple V- Belt Drives is your 
assurance of mechanical excellence 
—the result of cooperative engi- 
neering, research and experience. 


| L— 
VBR 








light on the “right” angle 


The tremendous importance of apparently trifling details has 
been demonstrated by engineering practice times without num- 
ber. And, in the matter of correct angles of the Sheaves and 
V-Belts used in Multiple-V-Belt Drives, this truth is most forcibly 
emphasized. . . . Countless laboratory experiments and field tests 
by Association Members were necessary to determine the precisely 
“right” angle to provide maximum wedging-gripping action with 
the least allowable tension to insure highest efficiency, plus long, 
uninterrupted service life of both sheaves and belts. . . . Today, 
the smooth, quiet functioning of thousands of Multiple-V-Belt 
Drives in practically every industry is accepted as a matter of 
fact. The arrival of the “right” angle is another example of 
coordinated effort by Association Members that made the Mul- 


tiple-V-Belt Drive ““The Dominant Drive of Industry”. 


MULTIPLE-V-BELT DRIVE ASSOCIATION 


140 SOUTH DEARBORN STREET © CHICAGO 
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YALE HOISTS INCREASE HOISTING EFFICIENCY 
HELP SPEED PRODUCTION FOR DEFENSE 


With your customers all trying to increase the efficiency of their plants, this 
is the time for you to find out how they are handling the hoisting jobs 
inherent to their operations. 

For, in that knowledge lies the opportunity for increased sales. If they are 
taking up too much time at unproductive lifting jobs, tell them about Yale 
Hoists—the hoists that will enable their workmen to conserve valuable time 
and concentrate on the producing part of their jobs. 

Yale "Cable King” Wire Rope Electric Hoists (above), incorporate into their 
design, all the latest engineering advances known to electric hoist con- 
struction. They are even air-cooled to eliminate excessive brake heat and 
to permit them to work on a heavier duty cycle. As a result, they can get 
more done in any given work period. 

Yale Spur-Geared Hand Chain Hoists (at right) have the highest lifting 
efficiency ever achieved in this type of equipment. In addition, they feature 
self-actuating load brakes, special Yale safety hooks and friction-minimizing 
steel load chain to make them safer, more efficient and economical in 
operation. 

Start telling the Yale Hoist story today! It will pay you dividends in 
increased sales, better satisfied customers. 

Electric Hoist Capacities: % to 10 tons. 

Hand Hoist Capacities: 300 lbs. to 40 tons. 


THE YALE & TOWNE MANUFACTURING CO. 


PHILADELPHIA DIVISION—PHILADELPHIA, PA., U.S. A. IN CANADA: ST. CATHARINES, ONT. 


orld’s oldest and largest makers of Materials Handling Equipment, including Hand and Electric 
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PLANES A PUSH... NERVOUS BREAKDOWN... 


also the purchasing agent's dut 
responsibility ’ 


nt couldn't get from any man 


G) 8 A. M. HE GIVES SOME @) 11 A. M. HE PREVENTS 
The TP CRASING ac Production tripled 


Then he thought of 


4 rehen ng agent got yme more often in time for Suppa the mn vchi 
Part of your job your distributor could handle. A your dist 
him on it! may get } 
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THE DISTRIBUTO} 


DOES HIS DAILY GOOD TUR 


The Bristol Company markets its line of SOCKET SCREWS and BELT FASTEN. 
ERS through distributors. See THOMAS’ REGISTER for the complete line 


Two-page ads in PURCHASING reiterate Bristol's faith in the 
mill supply distributor as a vital cog in defense manufacturing. 


All Bristol advertising directed to buyers of socket screws 
and belt fasteners says: ‘Order from your distributor!” 


Bristol’s Program To Help Solve 
Distributor Problems 


Regular advertising in PURCHASING shows distributor's part 
in defense program. 


Regular advertising on Bristo Multiple Spline Screw in MA- 
CHINE DESIGN and PRODUCT ENGINEERING is building future 
markets for the distributor. 


Insert in THOMAS’ REGISTER tells socket screw and belt fasten- 
er buyers to buy from distributor. 


THE BRISTOL COMPANY 





Nous MENTS FROM A GHOST PLANT... TO BY-PASS A SHORTAGE... 


NTS (") 2 P. M. HE GETS REENFORCE- (Q 4 P. M. WE SUGGESTS HOW 
ble u 


's dut@l The plant was humming then a machine went ha tool 

CTiCNG wre. They couldn't repair it. and couldn't get a nly the supply stopped, so production stopped, too. 
1 te fe months. The dehvery deadline was five purchasing agent called in the distributor. He stud- 
and t@] gut the distributor discovered an idle plant with just ied the 
1 SUPPER the machine they needed and they made the deadline 


To assemb machine a certain tool was necessary. 
Sudde j 
The 

iation = then thought of a substitute product 
t would do the trick. Production resumed — full blast! 
dle. Pl your distributor has many contacts. His sleuthing 


The distributor handles many products. His sug- 
may get you out of a jam. 


gestions may cure your headache. 
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Ready for the Next Advance. 





IN JANUARY, IT’S 


Jenkins Renewable Composition Disc Valve! 





Next month, another sales barrage starts. The tomers —when the full force of Jenkins Pro- 
objective again will be Jenkins Fig. 106A. motion Program makes itself felt. of 
Think what the convenience of an interchange- Valve Q the 


Jenkins men will be out on the firing line — 
showing valve buyers how this versatile group Month 
of valves means faster maintenance, fewer spare 
parts and standardized buying for 90% of in- 
dustrial piping. Jenkins Advertising will be tell- 
ing with pictures, the same facts that Jenkins 
Service Representatives will be demonstrating 
with actual valves from the sales kit shown 
at left. 


able valve family means. Think how a steady 
flow of orders for these valves will be coming 
in from your standardization-conscious cus- 


This is evidence that all your customers car 
understand and act upon. Each month, Jenkins 
Service Representatives add a new sales tool 
to their bag of tricks. Each month, the advan- 
tages of a different Jenkins Valve is brought 
to the attention of valve buyers in your terri- 
tory. But the closing suggestion of any Jenkins 
Sales Presentation is always the same—“Avail- 
able from your local Supply House”. 





JENKINS BROS., 80 WHITE ST., NEW YORK, N.Y. 
Bridgeport, Conn. ; Atlanta, Ga. ; Boston, Mass. ; Philadel- 


phia, Pa.; Chicago, Ill.; Houston, Texas. Jenkins Bros., JENKINS FIG. 106A 


Limited, Montreal; London, England 
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TALK OF THE TRADE 


SOCIETY NOTES: Social event of the month in New York was 
the marriage of John Kimbrough, ace footballer, and Barbara 
Golding, daughter of Fred (Peden Iron & Steel, Houston) .. . And 
wasn’t that the Bob Hamilton’s (of the Dumore Hamiltons) 
who graced a front row at the Horse Show on opening night? 


REAL ESTATE: What with the outlook and everything, Erie 
Federschmidt (Black & Decker) has acquired a 74-acre farm just 
outside Philadelphia. 


HOSPITAL NEWS: October cut a wide swath among and left 
numerous incisions on mill supply people . . . Jerry Tone (Car- 
borundum) contributed an appendix ... Bill French (Dodge) 
submitted to another surgeon’s knifing . . . Most serious case of all 
was Harry Burdorf (Lunkenheimer) who had a close call, rallied 
and is now the subject of more favorable reports. 


NEW TALENT: One of the contestants on a recent “Take It Or 
Leave It” radio program was Beverly Broadbelt (H. Channon) 
.. . She answered questions well enough to draw fan mail from all 
parts of the country, including a reminder from a local dentist that 
her $8 question would just make things right with him. 


ODDITORIUM: Thus far Ripley and all the other collectors of 
odd bits have passed up our October announcement that Wm. 
Shakespeare has been elected president of Bard Steel & Mill 
Supply in Kalamazoo, Mich. 


TRAVEL NOTES: The West Coast got a thorough going-over last 
month by Harry Pulver (Pulver Machinists’ Supply) who hit every 
major city from British Vancouver down to Los Angeles . . . The 
Frank Harpers (H. M. Harper Co.) and the Sam Clarks (Samuel 
Harris) enjoyed a ten day jaunt down the East Coast on the Harper 
52-ft. cruiser . . . A northbound hurricane headed inland just in 
time to avoid spoiling everything. 


SERVICE NEWS: Frank Moran (English Bros., Kansas City) 
has absorbed most of his military education except that the technique 
of taking a bath in a wash basin is still difficult for him .. . When 
visited on maneuvers in Louisiana by his father (J. J.) and mother, 
Frank figured he'd be back in the supply business by Thanksgiving 

. Very popular with the young males around Indianapolis is 
C. H. Bradley (W. J. Holliday) probably because he’s a member 
of the local Selective Service Board of Appeals. 


ADD HOSPITALS: Because of the time spent there by himself 
and several others of the staff during the past year, Jim Meck 
(Northern Indiana Supply, Kokomo) figures the local hospital 
should name a wing in honor of the company. 


GRANDPA, how many man hours did you strike during the Second 
World War? we 
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Let'er blow! 


Now the arguments start 
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A sailor's wife 


Just like Valley Forge 
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A price basis 
inducing and making possible 
aggressive competition with 


2 \ reasonable profit return. 


A quality of 
product uniformly good and 
capable of delivering service 
results that should reasonably 
he expected. 


Freedom from 
competition from his source 
of supply, either direct or in- 
direct, among the trade cover- 
ed by his day to day solicita- 
tions. 


: ; Selling helps of 
A line of rub- reasonable amounts so that his 
sales force may be given the 
advantage of specialized train- 
ing and a knowledge of the 
product sold. 


ber items sufficiently complete 
to permit effectively supplying 
the requirements of the trade 
solicited. 


Links ‘de savor and comp lete ¢ ooperation. Years of use, 
Hu LA , L through both prosperous and trying times, have 


@ Literally as well as figuratively, each point — proved each link sound and practical. Future 
of the Republic 5-Point Policy is a firm link — circumstances will find the Policy as active and 
between the Republic Distributor and his source important a business advantage as ever 


of supply ... to the end that both are joined REPUBLIC RUBBER DIVISION OF LEE 
in an unparalleled relationship of common en- RUBBER & TIRE CORP... YOUNGSTOWN. O. 


REPUBLIC. RUBBER 
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“Offensive in Libya” 
Produced By— 


Not the smallest factor in the British Libyan offen- 


sive, launched with planes and tanks made in the U.S.A.. 


is the boost given to Allied morale. And among those 
whose spirits should be stimulated most are the men of 
American industry who for 18 months have labored tire- 
lessly at the defense job and may now exult in their 
achievement of having produced a better product than 
the competitor's. 

The incident may be badly outranked when subjected 
to strict comparison with Hitler's countless triumphs. But 
perhaps it is the forerunner of other scores for our side, 
and certainly its importance is considerable in that it 
affords the first glimpse of tangible results from our arms 
building program. Time means everything, but there is 
value in a brief pause for taking pride in the accomplish- 
ment to date if that pause generates an enthusiasm which 
pays off in even bigger results in the job that lies ahead. 
By now the one thing most evident and getting the 
least attention is the fact that American industry has dis- 
tinguished itself in this war effort. And in recording the 
achievement. a major credit line must be reserved for the 
distributors and manufacturers who have kept defense 
plants supplied and running. despite the serious handicaps 
of shortages, regulations and red tape. 

Distributors. by knowing their products, their customers 
and their jobs better have managed to keep step with the 
multiplying needs of defense industries. Their sales volume 
has doubled and their detail work tripled, but their service. 
instead of faltering. has improved steadily. Manufacturers. 
by providing better products, more capable field men and 


improved services, have made it possible for builders of 


war machines to improve on Hitler's models. Time has 
heen saved, troubles averted and production speeded 
hecause these two—the manufacturer and the distributor 

prepared themselves back in slack times to serve indus- 
try in boom times. 
to meet the emergency, their team- 
work is an achievement in itself, the realization of an ideal 
for which their leaders have worked throughout the two 
pre-war decades. 

Without that teamwork the all-important Defense Sup- 
plies Rating Plan, which has protected the flow of tools 
and supplies from the manufacturer through the dis- 
tributor and to the defense plant, never would have 
worked. In fact. it probably would not have been created 
at all if this cooperative partnership hadn't already been 
in existence. True, developments sooner or later may pro- 
duce circumstances under which the usefulness of DSRP 
will be ended. Even so, that plan has been an indispensable 
aid for eight trying months, and whatever plan may be 
drafted eventually to replace it is almost certain to be 
hased on that same cooperative relationship between 
manufacturer and distributor, 

We suppose such voluntary pulling together might be 
termed “the American way.” At least its parallel is un- 
known in Axis countries and the effect of such united 
effort may be felt in many more places than Libya before 
1942 is ended. The months ahead are bound to place an 
even greater load on industry than have the months past. 
but the strength of industrial distribution has been tested 
under fire and it may be relied upon to do its important 


work no matter what the requirements, 

















The Defense Month 


NOVEMBER—Priority status of supply manufacturers was boosted by new 


“Production Requirements Plan”. . . . SPAB and OPM mapped gigantic 


plans to control all industry through study of production schedules and 


allocation of critical materials. . . . Strikes continued as a retarding fac- 


tor and major trouble spot. . . . Priority meetings helped explain new rules 


of business to groups in many cities. . . . Severe curtailments hit many 


industries and Nelson promised more bad news for 1942. 





Allocations Now Taking Shape 


SPAB and OPM set up machinery for regulating production flow 


in various industries using critical materials. 


A GLIMPSE OF THINGS to come was af- 
forded by the moves last month of the 
Supply Priorities and Allocations 
Board, and the Office of Production 
Management. In four revealing steps 
these two agencies made known the 
true outline of the bugaboo, “alloca- 
tions”, which has been a subject of 
conjecture since August. 

1. November 1, SPAB asked OPM to 
develop an allocation system for steel. 
It was said that extension of this policy 
throughout the industry meant that the 
distribution of steel through priority 
ratings would gradually be replaced by 
direct allocations. 

2. November 7, SPAB authorized its 
executive director, Donald M. Nelson, 
to request OPM to obtain detailed pro- 
duction programs, industry-by-industry, 
for 1942. These programs will contain 
sufficient information to indicate month- 
by-month requirements for critical ma- 
terials for the production of military, 
industrial and civilian items, and essen- 
tial public services. 

3. November 7, OPM issued an ad- 
ministrative order setting up the ma- 
chinery by which the entire program 
of requirements is to be developed. 

1. In December the first order em- 
bracing the allocation principle was 
ready. The principal recipients were 
manufacturers of industrial tools, sup- 
plies and equipment, who have been 
operating under the Defense Supplies 
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Rating Plan. The new program for 
these manufacturers (as well as others 
eligible to use it) is called the Produc- 
tion Requirements Plan and is described 
on the opposite page. 


Program for Allocations 
An industrial branch in OPM takes 


the first step, calling on its several sec- 
tions to develop requirements programs 
for each industry which manufactures 
the products for which that branch is 
responsible, 

Each program is built up by the 
branch or by its section, through con- 
sultation with the industry’s advisory 
committee and also through discussion 
with either or both of the armed serv- 
ices (depending on the nature of the 
product and the materials involved.) 

Officers of the industrial branch who 
have the program in charge then dis- 
cuss the matter with the industrial 
branches which have jurisdiction over 
the materials or products out of which 
the article in question is made. Agree- 
ment is reached as to the amount of 
material which can be allocated. 

Example: A program for the manu- 
facturers of plumbing equipment would 
be initiated in the Plumbing and Heat- 
ing Branch, Division of Civilian Supply. 
It would be worked up in consultation 
with the industry and cross-checked to 
see how it might be affected by mili- 
tary requirements. After being put in 
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shape, it would be referred to the vari- 
ous raw materials groups (Iron & Steel, 
Copper, etc.) for final checking. Each 
program would be framed so that it 
can be modified upward or downward. 

After such a program is drawn up 
and agreed upon by those involved, it 
goes to Nelson for synchronization with 
other programs. After SPAB has passed 
on it, the program is referred to the 
Priorities Division, which undertakes 
to make it effective and to make sure 
that the needed quantities of materials 
will be available, through issuance of 
the required priorities ratings or 
through allocation. 

In order that current operations may 
dovetail properly with the broad proj- 
ect, OPM has declared that, effective 
December 1, applications for preference 
rating (PD-1) must first go to the in- 
dustrial branch handling the product 
manufactured or the service rendered 
by the applicant. That branch will re- 
view the importance and general desir- 
ability of obtaining the applicant’s 
product or service. It will indicate the 
approximate dates on which the re- 
quired materials shall be delivered and 
indicate the preference rating to be as- 
signed. Next the application will go to 
the branch handling the product or 
service for which the applicant’s prod- 
uct will be used, and to those branches 
handling the required materials. If the 
branch responsible for the material is 
satisfied with the recommendation of 
the first branch involved in this chain, 
it will transmit the application to the 
Priorities Division for final review. If 
agreement cannot be reached, the Pri- 
orities Division will make final deter- 
mination of the rating to be assigned. 








New Plan For Manufacturers 


More producers eligible under Production Requirements Plan, 
but OPM holds tighter controls over those who use it. 


A NEW PLAN, called the Production Re- 
quirements Plan, is now in readiness for 
manufacturers of defense and essential 
civilian items. It is intended to gear up 
preference ratings on critical materials 
and give to these manufacturers definite 
assurance of obtaining needed supplies. 
Particularly will those manufacturers 
be aided who must produce their goods 
in advance of actual 
orders. 

It has been said that the Production 
Requirements Plan will replace the 
Defense Supplies Rating Plan, but anal- 
ysis shows it to be a refinement rather 
than a substitute for DSRP. Certainly 
no description of the new plan could 
avoid frequent reference to DSRP. 

Under this program, a manufacturer 
will be required to file with OPM con- 
siderably more data concerning the 
operation of his business than he did 
under DSRP. On the other hand, he will 
have the opportunity of securing a 
higher preference rating than the A-10 
which DSRP granted. The manufac- 
turer will depend more than ever on 
his distributors and sales force for data 
concerning the 


receiving the 


eventual use of his 
products and the nature of the user's 
business in relation to defense. 

Those who apply for priority help 
under the Production Preference Plan 
must show the type and volume of 
products they have been making, their 
use in civilian 
needs, the amount of scarce materials 
on hand and additional amounts needed 
to fill production schedules for the next 
calendar quarter. 

The priority to be granted will be 
determined by taking into account (1) 
the amount of essential 
civilian production involved; (2) the 
eventual use of the products; (3) the 
materials required for production; (4) 
the overall policies of SPAB and the 
recommendations of the appropriate 
industrial branches of OPM. 

By submitting a breakdown analvsis 
of his sales, showing the percentages 
being sold in the various preference rat- 
ings brackets (A-l-a, A-l-b, etc.) the 
Priorities Division will be able to grant 
the manufacturer a preference rating 
in keeping with his needs and the im- 
portance of his products. This prefer- 
ence rating can be used continuously 
calendar quarter to 
critical materials. 

A new form, PD-25-A, has been 
drawn up and will be supplied to pro- 


defense or essential 


defense or 


over a obtain 


ducers who desire to apply for the new 
ratings. The new system is expected to 
be put in force January 1. It will be 
applied first on a company basis, but 


DEFENSE 


the tabulating and detail load would 
be decreased, both for applicants and 
for the OPM. 


It should be borne in mind by those 
working under the Defense Supplies Rat- 
ing Plan that this new program will be 
placed in effect gradually, as applications 
submitted by individual manufacturers 
are passed on and approved. It is there- 
fore important that the requirements of 
DSRP continue to be observed by all dis- 


it is hoped that it can be expanded later 
to an industry-wide basis, in which case 


tributors as rigidly as ever during this 
period of transition. 


Production Requirements Plan 


In filling out Form PD-25A, the application for preference rating under the 
Production Requirements Plan, the manufacturer must supply the following 
information: 

1. Class of products he makes. 

a. Sales in dollars and units for July-September, 1941. 

b. Estimated sales for October-December, 1941. 

c. Estimated sales for January-March, 1942. 

d. Sales for quarter ending with date of most recent physical inventory. 


2. Inventory report (raw materials. work in process. finished goods, supplies, 
etc.) 
a. As of June 30, 1941. 
b. As of Sept. 30, 1941. 
c. Most recent physical inventory. 
3. Analysis of shipments. 
a. Dollar volume shipped under various preference ratings (A-l-a. 
A-1-b, A-2. A-3. ete.). 
b. Percentage (to total) of shipments made under these classifications. 
c. Classification of shipments by industry or “end use” (to show where 
products are going and what types of industries are using them). 
1. Materials incorporated in the product which are included on “List No, 1” 
of supposedly critical items, 
a. Total inventory of these items on hand June 30, 1941. 
b. Total quantity of material put into production, July-September, 
1941. 
c. Total inventory on hand Sept. 30, 1941, 
d. Total material to be used for defense and non-defense, January— 
March, 1942. 
5. Other materials for which preference rating is requested. 
6. Report of supplies, showing total dollar values of maintenance, repa‘r and 
operating supplies used. (Not including materials incorporated in the product. ) 


7. Total materials and supplies to be purchased. 
Note: Records supporting all of the above data must be available for inspection. 


Five copies of Form PD-25A must be submitted and the original copy certified 
by an authorized official of the company making the application. 


Operation of the Plan 


When application is approved, a preference rating order is issued, stating the 
terms on which ratings may be applied by the applicant and by his suppliers to 
their suppliers, 

One copy of PD-25A will be returned to the applicant, showing the quantities of 
material he may buy, and indicating the preference rating. 

In order to apply the assigned rating, the applicant places the following state- 
ment on purchase orders: 


“Preference Rating A- s applied hereto under Preference Rating 
Order No. P- . Serial No. (s) with the terms of which order the 
undersigned is familiar. This rating may be extended only upon the 
terms of said order, copies of which may be obtained from the under- 
signed or from any office of the Office of Production Management.” 


This statement must be manually signed by an authorized official of the company. 
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C. B. Cecil, sales manager of the W. O. 
Barnes Co., Detroit, has taken a post in the 
Priorities Division, OPM. 





J. S. Knowlson, president, Stewart-Warner, 
is now signing the new priority orders with 
the title of Acting Director of Priorities, an 
advancement for him made in order to re- 
lieve Donald M. Nelson, who had been both 
executive director of SPAB and Director of 
Priorities. 


MOVING DAY was again in the 
offing for those sections of the Priori- 
ties Division dealing with the Mainte- 
nance-Repair order and the Defense 
Supplies Rating Plan. These groups. 
already badly crowded in the old Police 
Station at 462 Indiana Ave., where they 
moved last July, will be shifted to 
Temporary Building FE, adjacent to the 
New Social Security Building, where 
the major part of OPM and the Priori- 
ties Division are located. 
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A New P-22 


Revisions of Maintenance and 


Repair may help distributors 


PROBABLE ELIMINATION of the various 
features of Order P-22 Amended (see 
Mitt Suppiits, November) which have 
proved a handicap to industrial dis- 
tributors is indicated in the report that 
the Priorities Division is preparing a 
complete new P-22 on the sale of main- 
tenance, repair and operating supplies. 

Since issuing the P-22 Amended order 
last month, Priorities reversed itself in 
its declaration that distributors might 
group incoming orders stamped with 
the required endorsement. later passing 
them along to their supply sources to 
replenish stock. In a later ruling the 
division gave the opinion that this 
could not be done. It is understood that 
the forthcoming revision will allow this 
privilege to distributors, or at least will 
provide them some means of replacing 
stock sold under this preference rating. 

Clarifications of other points that 
have given rise to confusion are also 
looked for in the revision. One such 
point, that the rating shall not be ap- 
plied unless the material to be de- 
livered cannot be secured without it, 
is expected to be eliminated entirely. 

In the past month OPM has declared 
several amendments to P-22 Amended. 
Among the most important of these 
were; 

1. The definition of operating sup- 
plies was reworded to state that such 
supplies shall not include “any ma- 
terial which the producer acquires 
solely to distribute, store or transport.” 

2. The provision which refused as- 
sistance in replacement of equipment 
by improved equipment. and prohibited 
replacements “unless such existing in- 
stallation is beyond repair” was de- 
leted. 

3. Several industries previously not 
covered by the order were granted in- 
clusion. These were: natural gas, and 
hydrocarbons associated with —petro- 
leum, including the transportation as 
well as the production of these items; 
privately owned irrigation systems; toll 
bridges; toll canals; also those using 
tools or equipment to repair or main- 
tain the property of other producers. 
(This would include independent con- 
tractors, machine and repair shops, and 
blacksmiths, ) 








OTHER DEFENSE NEWS 
On Page 136 
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Henderson Calls Meeting 
On Machine Tool Prices 


Further discussion of a schedule of 
maximum prices for new machine tools 
will take place at a third meeting. 
early in December, between represent- 
atives of the industry and the Office of 
Price Administration, Leon Henderson, 
\dministrator, announces. 

The initial meeting with machine 
tool makers was held Oct. 22 after Mr. 
Henderson had announced that consid- 
eration was being given to the issuance 
of a formal ceiling price schedule. A 
second meeting took place Nov. 19 at 
which technical information as to trade 
methods and practices was obtained. 


Passenger Car Production 
Cut 56% for February 


Passenger automobile production in 
February, 1942. will be restricted to 
13.9 per cent of the output in the same 
month of 1941, Leon Henderson, Direc- 
tor of the Division of Civilian Supply. 
announced last month. 

This 56.1 per cent reduction may be 
made greater as the result of increas- 
ing demands for steel and other critical 
materials for national defense, Mr. 
Henderson emphasized. There is no 
guarantee that sufficient materials will 
be available to meet maximum produc- 
tion allowances in any consumers’ dur- 
able goods field. 

Announcement of February produc- 
tion plans was made after a meeting of 
government officials with the passenger 
car sub-committee of the Automotive 
Defense Industry Advisory Committee. 

Production in February, this year. 
was 396.521 cars. Maximum output 
next February will be 174.122 cars. 


Copper Restrictions Eased 
For Building Industry 


The restriction against the use of 
copper sheet, strip and screen in build- 
ing construction has been eased by 
the Division of Priorities. 

Due to go into effect November 1, the 
restriction would have “frozen” stocks 
of already fabricated materials in the 
hands of manufacturers, distributors 
and consumers. Because of this, the re- 
striction is revoked and copper sheet. 
strip and screening may be manufac- 
tured at a reduced rate and used until 
January 1, 1942, after which their man- 
ufacture is prohibited under the terms 
of Copper Conservation Order M-9-c. 





UMI 





More Priorities Clinics 


OPM officials address regional priorities meetings in East and Middle 


West. Distributors assist in building attendance of their customers. 


OPM orFiciALs took to the road last 
month to explain the workings and ap- 
plication of the priorities system to 
business men in a series of educational 
forums in the Middle West and East. 
Purpose of the meetings, to which all 
local business men were invited, was to 
answer priorities questions en masse. 
thus obviating the necessity for indus- 
trialists to make trips to Washington. 
If this purpose is accomplished, the 
meetings schedule will be extended to 
other parts of the country. 

Last month’s forums were held in 
Minneapolis (Nov. 3), Cincinnati 
(Nov. 5). Indianapolis (Nov. 6), 
Rochester (Nov. 11), East Orange, 
N. J. (Nov. 14). Pittsburgh (Nov. 25), 
Cleveland (Nov. 26), Detroit (Nov. 
27) and Buffalo (Nov. 28). Local dis- 
trict managers of the Priorities Divi- 
sion’s field service were in charge of 
the meetings. working with a committee 
of local business men, 

In some regions industrial distribu- 
tors were represented on the local com- 
mittee, assisting in the arrangements 
and in securing full attendance of local 
industrialists, 





On the committee for the East Orange 
meeting. for example, was a member of 
the Industrial Supply Industry’s De- 
fense Committee, J. Robert Kelley of 
Manning. Maxwell & Moore. 

The East Orange meeting, typical of 
the series. was addressed by the follow- 
ing men from the Priorities Division in 
Washington: John H. Martin. director 
of training; Col. John S. Coneybear. as- 
sistant administrator; John A. Church, 
chief consultant of the copper and zine 
branch; Adams. chief con- 
sultant of the iron and steel branch: 
\. L. Williams. administrator of the 
Defense Supplies 


Stanley 


Rating Plan. and 
Mason Manghum, chief of the indus- 
trial Martin. 
presided at 


contact unit. Laurence 

chief compliance officer, 

the affair. 
Starting at | 


briefly discussed his own special phase 


p.m... each speaker 
of the priorities system, and answered 
questions from the floor, which were 
amplified for all to hear from a portable 
microphone. By 6 p.m. most of the 600 
in attendance felt that they had ab- 
sorbed a substantial measure of prac- 
tical information on priorities, 
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A. L. Williams explained the Defense Sup- 
plies Rating Plan, urged manufacturers and 
distributors to take advantage of its bene- 
fits. 


Distributors aided in arrangements for the 
East Orange meeting, asked pertinent 
questions from the floor. Standing, Don Jones 
of Dodge-Newark Supply asks one. At his 
right, Larry Seggel and Austin Boice (lean- 
ing over chair), both of Dodge-Newark. 





John H. Martin discussed the broad out- 
lines of the priorities system and the poli- 
cies on which it is based. 











tor. 
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Central States 


Solemn mood of nearly 600 who attended ninth annual conference 


in Chicago November 17 registers war's impact and the determina- 


tion of both distributors and manufacturers to render utmost 


service in combatting elements that threaten the nation 


IN CHICAGO LAST MONTH nearly 600 
manufacturers and distributors rose 
solemnly in a darkened room, faced a 
brilliantly illuminated American flag 
and blended their varied voices in 
singing the national anthem, an im- 
pressive ceremony that characterized 
the mood of the ninth annual confer- 
ence of the Central States Mill Supply 
Association. It was the mood of patri- 
ots who recognized their country’s 
peril and had gathered grimly to learn 
how they might better serve in her 
defense. 

In a spirit of earnest desire to 
“know the worst.” participants in the 
conference dispensed with the social 
features that had typified their meet- 
ings of other years. They concen- 
trated on the serious, urgent prob- 
lems facing their country and their 
businesses today. From the lips of 
four exceptionally qualified men they 
heard messages of practical help and 
learned the hard 
facts about priorities, the state of the 


inspiration, they 


nation, the tax crisis and the efforts 
of their own industry to coordinate 
its efforts with those who are guiding 
the nation’s defense program. 

The four featured speakers were: 
H. K. Clark, deputy administrator in 
the Division of Priorities. OPM: W. 


Gibson 


Yale & 


Towne Mfg. Co.: Dr. George S. Ben- 


Carey. president. 


son, president. Harding 
Ark.; and W. C. Stauble. 
National Defense Com- 
mittee of the Industrial Supply In- 
dustry. 


College. 
Searcy, 


chairman. 


Through the capable handling of 
Edward K. Welles, retiring president 
of the Central States group, the first 
session was under way promptly at 
ten o'clock and the program moved 
Mr. Clark was on 


the rostrum throughout the morning 


without a hitch. 


session, outlining priorities develop- 
ments and answering questions from 
the floor. In this he was helped by 
Mr. Stauble, who has cooperated with 
him closely in Washington. In the 
afternoon, Mr. Stauble reported on 
the work being done by his committee 
and the problems it is attempting to 
solve. Mr. Carey was the luncheon 
speaker and Dr. Benson was heard 
in the afternoon. After the program. 
members of the Chicago. Indiana. 
lowa-Nebraska and Wisconsin mill 
supply clubs held open house infor- 
mally. The usual banquet, which an- 
nually has been a major attraction at 
the conference was dispensed with so 
that visitors could get back to their 


jobs. 


Clark Talks Priorities 


Although Washington has sobered 
Tony Clark, who as general manager 
of the Norton Co. was the familiar 
friend of hundreds in the industrial 
supply industry, he was at ease among 
his old associates and, because of his 
high position in priorities councils. 
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he was able to give a useful analysis 
of the new business rules in terms of 
the particular interests represented at 
this meeting. 

The new talk of allocations had 
placed questions in the minds of 
everyone and the simple facts about 








this latest trend were easily under- 
stood as Tony discussed them. “We 
must remember,” he said, “that there 
is no more material to divide by allo- 
cation than there was under the previ- 
ous instruments. Someone is bound 
to be cut short. and material is likely 


to be taken away completely from 


some.” 
Allocations, he said, are _ still 
months away, except in materials 


which are already too scarce even for 
defense needs. The implication is, of 
course, that business men of all types 
must continue to work earnestly with 
the existing instruments until definite 
changes are put into effect. 

The present “L” orders (limitation 
orders) give the basis for the ap- 
proach to allocations. About 40 of 
them are in operation now, and many 
more are on the way. Through the 
forms required of business operating 
under the “L” orders, the govern- 
ment is given a picture of the re- 
quirements for operating certain in- 
dustries at certain levels. These figures 
then can be used as a base on which 
calculations for the allocation of 
critical materials can be made. Of 
course, if an industry is able to sub- 
stitute for the critical materials, its 
production need not be limited. 

According to Mr. Clark, the Priori- 
ties Division admits there are imper- 
fections in many of its priority 
forms, and as quickly as these flaws 
become evident, an attempt is made 
to correct the difficulty. The recently 
announced Maintenance and Repair 
order (P-22 Amended) has given rise 


to countless problems, many directly 





Dr. Benson on Economy 


interest ex- 
pressed by visitors to the Central 
States Conference in the taxation- 
economy address delivered by Dr. 
George S. 


So great was the 


Benson that space is 
given elsewhere in this issue to a 
fuller r&port of his riféssage. 
Please turn to the article “Detour 
from Inflation,” on page 40. 











Maps Defense 











New officers of the Central States Mill Supply Association: In center, Oscar Iber (O. Iber 
Co., Chicago) president; left, Walter Ethier (Western Iron Stores, Milwaukee) vice presi- 
dent, and right, J. Day, Jr. (John Day Rubber & Supply Co., Omaha) secretary. The 
cameraman missed George Stalker (W. J. Holliday & Co., Indianapolis), treasurer. 


affecting industrial distributors. The 
conference was given Mr. Clark’s as- 
surance that corrections and clarifica- 
tions are on the way, as are other 
assistances to enable both manufac- 
turers and distributors of industrial 
supplies to serve their customers bet- 


ter, particularly those involved in de- 


Stauble 


Already the industrial supply in- 
dustry has come to the assistance of 
its National Defense Committee with 
contributions that total more than 
$12.500, according to W. C. Stauble, 
Holo-Krome 


Screw Corp. and chairman of the 


V ice-president of the 


committee. 

“The response has been grand”, 
said Mr. Stauble, “and those who have 
contributed so generously are entitled 
to know how their money will be 
spent. We are using it to furnish OPM 
with exact information concerning the 
industrial distribution industry, to 
present the position of the distributor 
in defense, and, of course, to meet the 
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fense production. 

The Defense Supplies Rating Plan. 
faults, he said. 
“But,” he pleaded, “it is the only tool 


you have with which to do your job, 


too. has obvious 


so for God’s sake don’t throw it away 
or stop working with it until a better 


one is given you. 


Reports 


myriad expenses of travel, bulletin 
publication, ete., which are becoming 
ever heavier as the committee en- 
deavors to do more and more in be- 
half of all those it represents.” 

Bulletins have been less frequent in 
recent weeks, Mr. Stauble explained, 
because defense officials have found 
it necessary to alter certain interpreta- 
tions just as they were about to be 
published. Frequent reports, of the 
committee’s activities will be given 
from time to time, and it is the com- 
mittee’s intention to publish bulletins 
as frequently as the information can 
be cleared by OPM. 


(Continued on next page) 
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Central States Maps Defense Job (continue) 





Keep your companies strong financially and 
aggressive in their viewpoint, urged the 
luncheon speaker, W. Gibson Carey, presi- 
dent of Yale & Towne Mfg. Cu. 


Up to You, Says Carey 


“Government can be either the 
good or bad genius of a people.” said 
W. Gibson Carey in an inspirational 
message delivered at the luncheon 
meeting. “The bald fact is that we 
here in the United States have certain 
dangers to which we should all pay 
close attention, lest we socialize our- 
selves to death, as did France. The 
question is, what can we as individual 
citizens do to be helpful? 

“Business managers should bend 
every effort toward production and 
distribution of what our government 
experts consider necessary. Costs and 
prices constitute a vast field of action 
and danger. There can be no “busi- 


ness as usual’ and no easy-going 


attitude. This is true for manage- 
ment, but it also applies to labor and 
government. 

“You in your own firms should be 
looking ahead. Your function is pri- 
marily service, but you will in the 
future have to take advantage of new 
products, if they are really good. 
Keep your companies strong finan- 
cially and keep aggressive in your 
viewpoint. Protect your sales forces. 
even though now they may not seem 
so important as normally. You will 
need salesmen again and they will 
have to be trained, competent, hard- 
hitting, loyal ones. The day of active 
merchandising is certainly not over 
in America.” 


Priorities Dominated Informal Discussion 





Registering: M. E. Meagher (Mid-States Industrial Corp., Rockford), N. J. Workman 
(Muskegon Hardware) and D. K. Towner (Towner Hardware, Muskegon). 





A. J. Eggleston (Richards-Wilcox) and E. 
D. Baskin (Upson-Walton). 
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Oscar Iber, president, and Betty Williams, 
secretary of the Central States. 
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Frank Arnham (Sterling Products), H. A. 
Busby (Keystone Lubricating) and Ross Mc- 
Kinstry (Sterling Products). 








H. Learn and A. Olson (both of Charles H. 
Besly Co.) and C. W. Blakeslee (N. A. 
Strand). 











Pann 


Oscar Iber, as host, greets J. A. Camm 
At the speakers’ table: Joseph L. Overlock, recently of OPM, Tony Clark, W. G. Carey (Camm-Blades Machinery) and Miss Agnes 
and Ed Welles (Charles H. Besly Co.). Pickhardt (K. J. Papke Co.). 


Fred Ellfeldt (Ellfeldt Hardware & Machinists Supply), H. Puck- 
A. A. Murphy (Cleveland File), Dr. George S. Benson, Ed Welles haber (Cleveland Twist Drill), and Jack Dale (Briggs-Weaver 
(Charles H. Besly) and W. C. Teare (Sterling Products). Machinery) chat during intermission. 


Jack Lanahan (New York Belting & Packing), J. H. Schroeder (Ft. Sam Clark (Samuel Harris & Co.), R. G. Babcock, E. Bacon and 
Wayne Pipe & Supply), and H. Hicks (New York Belting). C. W. Litsey (all of Mid-States Industrial Corp.). 


D. M. Edgerly (Interstate Machinery & 

Supply), F. M. Willis (R. R. Donnelley Co.) 

and George Stalker (W. J. Holliday & Reflected in the faces of delegates to the Central States meeting this year was recognition 
Co.), the association's new treasurer. of the serious nature of the industry's obligations to Defense. 
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Detour from Inflation 


Non-defense spending can and should be reduced immediately, asserts this clear- 


thinking economist. Because Dr. Benson's opinions evoked overwhelming approval at 


the Central States meeting last month, his talk is printed below in considerable detail. 


By Dr. Georce S. Benson, President, Harding College, Searcy, Ark. 


Topay AMERICA stands at the cross- 
roads, She faces a crisis which may 
well prove more serious than that 
which ushered in the dark ages of 
Kurope. For a decade our federal 
government has been spending more 
than three billions a year above its 
total income. This increased our na- 
tional debt to about 50 billions as of 
last June. This is a larger debt than 
any nation ever paid. 

Now a great war has suddenly 
loomed upon the horizon, compelling 
us to undertake the greatest defense 
program ever undertaken by any 
nation. We have also undertaken to 
finance the nations now opposing the 
axis powers. In fact their only hope 
depends upon our production. In the 
face of all this economic load, we are 
still carrying on a most wasteful, ex- 
travagant program of non-defense ex- 
penditures. Huge relief measures, no 
longer necessary, still remain in the 
budget. 


Financial Strain 

This means that our financial strue- 
ture will soon be under a tremendous 
strain. Should this strain be so great 
as to cause the collapse of our finan- 
cial structure, even after the war had 
been won, we could still lose our free- 
In fact I 


fear this far more than | fear the 


dom and our democracy. 


entire axis combination. The history 
of nations throughout the ages, and 
especially the economic history of the 
present century, indicates that Amer- 
ica is now headed straight toward 
catastrophic inflation, socialism, revo- 
lution, and dictatorship. 

We must not fail in our under- 
taking to finance this war. Yet if we 
want some idea of the strain it will 
entail, we have only to observe that 
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Dr. Benson: "Can we collect more taxes 


now? Yes. Can we economize on non- 
defense expenditures? Yes." 


the last Congress appropriated and 
authorized $50 billion in defense ex- 
penditures, which is more than two 
times the total cost of our participa- 
tion in World War I. It is more than 
our total national debt at the close of 
the past fiscal year. Yet we have only 
begun. If the present trend continues, 
our financial structure is bound to 
collapse. If our financial structure 
fails, American Democracy, will too. 

There is only one way to avoid 
this inflation: Pay for the war as we 
go, just as far as possible, and thus 
avoid heavy indebtedness and heavy 
taxation over a long period following 
the war. 

There are just two ways to accom- 
plish that end: 

1. Collect more taxes now, specific- 
ally for the War. 

2. Economize now in non-defense 
expenditures and apply every possible 
dollar of revenue to the cost of the 
war. 

Can we collect more taxes now? 
Yes. Nationalism is high, industries 
are active, incomes are high, and un- 
employment is at a minimum. People 
will pay high taxes much easier than 
at any other time. 
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Can we economize on non-defense 
expenditures? Yes, indeed. Nation- 
wide economy is possible, and is im- 
perative. We can all practice econ- 
omy when we have to. 

Do you realize, gentlemen, that 
the interest on a $150,000,000,000 
debt,* which many people predict 
three years from now, will probably 
be $4,000,000,000 per year? During 
the 10 years ending in 1932 the total 
United States Government expenses 
averaged less than $4,000,000,000. 
In other words, our interest alone 
would be more than the total govern- 
mental expenditures back in 1932, 
and the ten years preceding. No 
doubt, great pressure will be applied 
to wipe out this $4,000,000,000 in- 
terest charge, and the indebtedness, 
through dollar devaluation. 

Danger of Inflation 
But what 


mean? It would mean bankruptcy and 
ruin to all thrifty Americans. It would 


would such inflation 


wipe out entirely or reduce to a mere 
fraction of their present value, all life 
insurance policies, all annuities, all 
holdings having a dollar value. This 
happened in France, Germany, Italy. 
Austria, and Russia at the close of 
the World War. We can avoid the 
same only by immediate economy. 

Can we economize at once? Yes, 
it requires only courage. 

The stage is already perfectly set. 

The great defense industries are 
expected to become a 40 billion dol- 
lar per year business by next May. 
Twenty-three million men have al- 
ready been employed. The Army and 
Navy are also absorbing many men. 
Accordingly, many parts of the coun- 
try are already facing a shortage of 

(Continued on page 80) 















riorities Service 


With a special "Information Service" for customers, 


this distributor endeavors to anticipate priorities 


questions, and answer them before they are asked. 


By H.C. 


WHETHER THE industrial distributor 
recognizes it or not, he is fast becom- 
ing a prime source of priorities in- 
formation. This type of responsibil- 


-and fulfilled 


—for years by encouraging custom- 


ity has been solicited— 
ers to telephone, telegraph or write 
Now 
even greater responsibility to shoul- 
der: 


correctly and quickly priority rulings. 


when in trouble. there is an 


aiding customers to interpret 


1 earnestly believe this information 
is such a vital part of the industry’s 
“sacrifice” for the speedier arming 
of our nation that I strongly urge 
all distributors to organize such a 
service immediately. 

It’s true most distributors are al- 
ready doing something constructive 
about this situation. The big question 
is how much and how far can the sup- 
ply house go. We, at Coleord-Wright, 
believe that next to the actual delivery 
of equipment and supplies, the most 
important contribution we can make 
is providing this extra service. 

Early in June we recognized the 
importance of the job that lay ahead 
and attempted to formulate a plan of 
operation. Our first attempts at edu- 
cating customers consisted of mailing 
out copies of each new ruling together 

brief letter 
Frankly, this was a flop. 


with a calling attention 
to it. 


tomers usually had received a similar 


Cus- 


copy and put it aside awaiting an 
opportune time to digest it. Ours was 
thus dumped into the waste basket. 


called 


and asked for a brief analysis of what 


Or, too frequently. we were 


the ruling meant and how it would 
affect our business relations. 

This answering of questions from 
the beginning fell upon my shoulders 


and soon became such a full time job 


FITZROY, Secretary, 
Colcord-Wright Machinery & Supply Co.., 


Louis 


that I found other duties being 
lected. To 
decided to try another approach—to 


neg- 
remedy this situation | 
anticipate questions and prepare the 
answers in advance. 

Now, 


piece of literature pertaining to pri- 


before sending out a single 


orities or the Defense Supplies Rating 
Plan, I study the ruling thoroughly, 
check my interpretation with that re- 
ported in our trade publication ( MILL 
SUPPLIES), call the local OPM 
office for a clarification of 


and 
minor 
points at issue. 

With these facts clearly in mind, I 


prepare a brief interpretation of the 


ruling explaining point by point 
exactly what must be done by both 


the customer and the distributor in 
When this is com- 
pleted, a copy of the order, the inter- 
letter 


order to comply: 


pretation, and a brief covering 

are mailed to each customer. 
To date the response to this extra 

The 


hours put into its preparation are 


service is gratifying. extra 


counter-balanced by a pronounced 
reduction in the amount of telephon- 
ing and letter writing formerly neces- 
sary. Further, I believe it has won 
for us a new appreciation, among our 
customers, of our efforts to serve Na- 
tional Defense. 

In addition, because we_ believe 
something still more can be done to 
round out a complete information 
service, we are now preparing loose- 
leaf binders for the use of our sales- 
men in the field. Into this binder will 
go copies of each new ruling along 
brief Colcord-Wright 
pretation of the main do’s and don'ts. 
Armed this information, 
will be better 


questions on their own. 


with a inter- 


with our 


men able to answer 
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H. C. Fitzroy, Colcord-Wriglit's priorities 
expert, is frequently visited by the trade in 
order to get a personal explanation. Above, 
Mr. Fitzroy (in shirtsleeves) explains the 
cutting tool 


order to a puzzled customer. 






IWTORPRETATION OF “CUTTING TOOL* ORDER 
COOWTES | 


COLCORD-@RIONT MACHIWERT @ oomee co 
1829 Berth Broadva; Lev 


Supplowentary order B-°-A 
@13 orders for “Cutting Tools. "Cu 


1, “Cutting Toole” weans a!) eetal 
be regulere or speciale: 





(faeerpt from June ieeue of Mill Supplies) 
DEFEAGE SUPPLIES RATING PLAN 


BACKGROUND: 
For some time it has been felt that some degree of priority 


toole, supplies ané ipeen 
4 ie Known what part of production will go into defense an 
what vart into non- defense 


The Defense Supplies Mating vlan was Ceveloped by the 
Pricritios Division with #14 of the Industrial Supply section of 
In ite Perecene. . yo oy? the — evetes 
tadusirial Gietribution, oture: o er 

m advance of coaere tna aigtributore! ebili 
ts ver immediatel from etooke are 
before “y te beowe chat i part of Protvetian Maa Re defense 
part into non-defenee. The wisdos of it ie apparent 
that it Nail aesiet sanufecturere of supplies vital to defense. 





As each important priorities regulation is 
announced by the OPM, Colcord-Wright 
tells customers about it with a copy of the 
order and a careful explanation of its pur- 
pose and operation. 
issuing 


By being prompt in 
interpretations, the company has 
forestalled many questions that formerly 
arose with each new order. 


V. H. Carter (left), sales manager, and F. 
G. Fisher of Colcord-Wright discuss plans 
for the forthcoming loose-leaf binder for 
priorities data. It will keep all salesmen up- 
to-date on the subject. 








Got a Holding Problem? 
Just Chuck It! 


Facts you should know about drill and tap chucks to help 


your customers solve their problems of greater production. 


By 


ON MANY A DRILLING Jos, the chuck 
is next in importance only to the ma- 
chine itself. It must hold and drive 
drill, tap or reamer accurately cen- 
tered, yet not be bulky or cumber- 
some. It must have no projecting 
parts. It must, in production use, also 
be capable of quick release and tight- 
ening. and provide positive drive 
without slippage (unless it’s a tap 


chuck. 


tap breaks). So, regardless of type, a 


which must slip before the 


E. J. TANGERMAN. Technical Editor 


good chuck is worth your respect and 
best sales attention. 

Common drill chucks are either 
2- or 3-jaw types, designed to grip 
cylindrical shanks. The 2-jaw units 
have the double jaws driven by a 
right- and left-hand screw at one side. 
jaw portions being V-shaped and 
“laminated” to give the desired range 
of openings with positive clamping of 
any diameter. Jaw blocks are guided 
through the chuck body 


on gibs. 





Ten quick-change chucks hold tap collets for tapping rear-axle “banjos,” permitting quick 
changes without loss of production time. 
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usually two on the side opposite the 
screw and one above or below it. To 
increase the gripping action, some 
models have auxiliary screws, either 


in back to increase clamping action 
or at the sides to lock the jaws in 
position—or both. 

Three-jaw chucks are fairly uni- 
form in having a body incorporating 
three semi-circular ways within the 
nose, sloping to a focus just outside 
the jaw opening. In these ways, the 
circular jaws slide up and down—and 
at the same time in and out, their 
ends being shaped into wedge-shaped 
points so they will meet to grip the 
smallest shank, or open to hold the 
largest which the nose hole will 
admit. Jaw motion is coordinated 
and controlled by a variety of meth- 
ods, including a ring nut contacting 
gear racks on the outer or inner sur- 
faces of the jaws, the chuck sleeve or 
ferrule either driving the ring nut or 
rotating the chuck body and jaws 
about it. 

One type has jaw opened by springs 
and closed by spindle pressure. 

Most 3-jaw chucks are tightened 
with a key which is just a small tool 

steel pinion gear with a T handle 
and a stub shaft fitting into holes 
(sometimes bushed to avoid elonga- 
tion from wear) in the chuck body 
and engaging rack teeth on the lower 
edge of the sleeve or the nut. Some 
types. however, can be tightened 
purely by hand, the design usually 
incorporating some positive gripping 
or locking element. One model, for 
example, has the faces of the jaws 
ground just a little eccentric, so that 
if a drill attempts to slip, each jaw 


will rotate slightly and cause its edge 





to grip the shank more tightly. 
There are also special drill chucks 
capable of gripping Morse taper 
shanks or other special shapes, as well 
as a legion of tapping chucks and 
tapping attachments, ranging all the 
way from simple units which grip the 
squared shank end of a tap through 
friction-drive units to the attachment 
which includes a speed reducer and 
high-speed reversing gear. As our 
purpose here is to discuss drill chucks 
particularly, we will skip the more 
elaborate tapping attachments. 


Tapping Chucks 


Tapping chucks in their simplest 
form are simply 2-jaw chucks with V 
jaws which grip tap squared end. 
More accurate units incorporate two 
sets of jaws, a 3-jaw centering set 
gripping the tap shank for centering, 
while a separate pair or group of jaws 
clamp on the squared shank end. 
Chucks designed for use on automatic 
machines or for tapping a blind hole 
often include friction drives, which 
are really clutches which can be pre- 
set to needed tapping pressure. Then 
if the tap sticks or strikes the bottom 


of the hole, the drive slips and pre- 


vents breakage. +. 

Mass production has crealéd a de- 
mand for the quick-change chuck, 
which permits the tool to be changed 
without stopping the machine. The 
drill, tap, reamer, boring bar, man- 
drel, arbor. or even a conventional 
3-jaw chuck (for handling small 
drills, center drills, etc.) is held in a 
collet. The latter is simply a steel 
cylinder with a socket or locking 
screw of required shape and equipped 
with slots or lugs to fit the driving 
element of the chuck. The chuck itself 
is thus primarily a shank to fit the 
machine. with a head socket that will 
hold and drive the collets. Release 
and locking are effectuated by a 
sliding ring or sleeve. When lifted, it 
retracts the driving bars, balls or 
sockets. When dropped, it forces 
these same elements into slots or 
about lugs on the collet. As there are 
no projecting parts on the chuck, it 
can be left running while collets are 
changed. Thus a workpiece can be 


(Continued on page 80) 





~ 


Here's a lineup of standard chucks on sensitive drills. Four are in the foreground, dozens 
more on the gang drills in the background, in this typical small-part-machining plant. 


Multi-way drills have small clearances, hence require special wrench-operated chucks, with 
adjustment for positioning each drill. This one drills oil holes in piston-ring grooves. 
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Blueprint of Efficiency 


New headquarters of Globe Machinery & Supply Co. in Des Moines, acquired last spring, are 
of functional design in which orders are handled with conveyor-belt efficiency. At every point 
of customer contact there is courteous, prompt action. And from the bookkeeping depart- 


ment flow the reports necessary for executives to exercise intelligent administrative control. 


Op 






COUNTER ORDERS are handled at the long call counter, in 
charge of Frank Piepho, store manager (above), and his three 
counter salesmen. Fast-moving items are located close at hand. 
Customers have plenty of parking space and a 110-ft. loading 
platform equipped with a hoist for heavy items. 


MAIL ORDERS ore opened by Mary Ball, secretary to F. W. Swan- 
son, Jr., vice president. First down in the morning, Miss Ball sorts all 
the mail and distributes it via the pneumatic tube system which 
laces the whole organization together. 


Op 


D 
Eo. | — 





F 
TELEPHONE ORDERS poss through the central switchboard, ite MANAGER of the firm's mill supply department is E. W. Parker, 
charge of Bobby Schiller, to telephone salesman Glenn Schaff of @& | with the company for 37 years. From this vantage point he super- 
to the order desk. Bobby also operates the inter-office communi- S vises all industrial supply sales. 
cations system which relieves the switchboard for outside calls. : 
2 
Fe 











we 


ALL ORDERS, including those brought in by outside salesmen, are A CUSTOMER'S CREDIT is checked here by F. G. Phillips, shown 

written up here by Ben Ortlund at the order desk. Copies go to in center above, with his two assistants, Katherine Donnelly and 

credit, pricing, billing and shipping departments. Chas. Putnam. This department also checks credit on pipe fabrico- 
tion, plumbing and heating, and machine shop sales. 
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. Snapped in his office on 


opening day. A ees Tons loter he Siepared a detailed report on 
the advantages of the firm's new facilities for salesmen to use in 


stressing the improved services to customers. 





“RR BE “DA 


IN THE BOOKKEEPING DEPARTMENT, A. Schiller compiles the 


operating statistics which enable top executives to see developing 


trends in the business and act on them quickly. 





TRUCKS BACK IN to the loading platform, which is truck-high 
from the street and accommodates !0 at one time. Above, Rich- 
mond Smith loads a customer's truck. All stock is under one roof 
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STOCK CONTROL centers at this perpetual inventory system, under 
Harry Weichman, assistant buyer, who records each order. The 
system cuts back-ordering of standard items to the bare minimum 


% 
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F. W. SWANSON, rewhO supervises all operations 
herd studies monthly operating figures. The globe in the background 


was given to him by employees when he completed 32 years of 
service with the company. 


ae 


BILLING OF ALL OR 


Speration, don 


promptly and accurately by Zula eek She as been with the firm 
nine years. 





PRICING of all orders is done here before they move on to the 
billing department. Above, Glenn Schaff, telephone salesman, pinch 
hits for the regular price clerk, Clyde Voegftlin. 





SHIPPING DEPARTMENT, near the loading dock, is also handy to 
the order desk. A 28-year-man with Globe, Les Salyers, shipping 


clerk, removes an order from the pneumatic tube. Note the inter 
office commdnications station on his desk. 





Heat Leaks—Waste Floods 


Basic facts about heat insulation and its applications. 


You sell big savings with every piece, section or pound. 


As GREAT OR GREATER than any pro- 
duction losses are “invisible” losses 
through improper insulation. With 
present emphasis on saving every- 
thing. it is advisable for every plant 
and institution to check piping. fit- 
tings, boilers and every other heat- 
emitting object—with the exception, 
of course, of radiators. One pair of 
bare 10-in. flanges, at 350 deg. F. 
wastes a ton of coal a year. In any 
plant except a coal mine, insulation 
will save its cost the first year! 
Again, a 10-in. pipe, at 700 deg. 
F., with insulation 34 in. thick, at a 
cost of about $5 per foot installed, 
and with steam at 30 cents per million 
B.t.u.. will show an annual saving of 
$25.50 per ft. In still another case, a 
company used 3,300 tons of coal a 
year to maintain storage tanks at 240 
deg. F. $8,500 worth of insulation 
saved 2,600 tons of the coal or $13.- 
000 a year from then on! 
Generally speaking, from 70 to 
90° of the heat loss from bare sur- 
faces can justifiably be saved with 
adequate heat insulation. We say 
“justifiably” advisedly, because there 


is an economic thickness of insulation 


Supplementa 
asbestos cloth 





Special shapes, blocks, and cements, often 
in layers to suit heat conditions, are used 
on any extensive heat-insulating job. They 
can be removed and replaced as needed. 
This is a typical power-plant job. 


for each temperature. Beyond that 
point, insulation doesn’t pay its cost 
in savings. The economical thickness 
for each type of material (or com- 
bination of materials) and each tem- 
perature is usually listed in makers’ 
catalogs, but general conclusions can 
be drawn by comparison of insulat- 





Glass wool and asbestos combination tape, designed for use on bent pipe, vibrating pipe 
and in locations where stiff sectional covering cannot be applied. It has a woven or braided 
asbestos jacket enclosing a glass fiber filler, with an overlapping waterproof strip of asbes- 
tos cloth for outside weather-proofing, the assembly being applied in a single operation. 
K factor is about 0.035 on the basis given in the article. 
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ing qualities, price, service conditions, 
ease of installation and salvageability. 
For example, no vegetable product 
can be used at temperatures over a 
couple hundred degrees. because they 
begin to char. 

A number of years ago, the makers 
of insulating materials and heating 
engineers began using a factor called 
K, which is the, heat-transmission co- 
efficient for any material. It is usually 
given in B.t.u. per hr., per sq.ft. of 
area, per ft. of thickness, per deg. F. 
temperature difference between the 
faces. The Bureau of Standards pub- 
lished a number of these in 1920. 
Here they are: 


).02—mineral pgwder, kapok (un- 
squeezed } 

0.02 to 0.025—wool, hair felt, slags 
wool, mineral wool, corkboard, cotton 
wool, pressed wood pulp, vegetable 
fiber ( unsqueezed ) 

0.025 to 0.03—ground cork, cork- 
board (with binder), balsa wood, 
hulls, eel grass, felted 
vegetable fibers, rock cork 

0.03 to 0.035—wood felt, sawdust, 
shavings 

0.035 to 0.045 — wall board, as- 
bestos paper, infusorial earth, mag- 
nesia, aircell block 


cottonseed 


The lowest K factor of course in- 
dicates the best insulating material, 
but any selection on this basis alone 
would be foolhardy. The low factors 
here quoted are often based on loose 
piling of the material—for insulation 
essentially is simply a process of 
building up the greatest possible num- 
ber of dead air spaces within a given 
mass. Imagine trying to keep mineral 
powder or loose wool from packing! 
Again, imagine the problems in keep- 
ing cotton wool, wool pulp and simi- 
lar materials dry (for if they become 
wet. their K factor skyrockets)! Cou- 

(Continued on page 68) 





New 


to Sell 


In Jersey Crry, N. J., last month. 
Manning, Maxwell & Moore salesmen 
were making the rounds of their 
customers with something new to sell: 
an orderly procedure for writing up 
a defense plant’s future requirements 
definite 
backed by the firm’s assurance to 
that the 


on a delivery schedule. 


their custoiners schedule 
would be met. 

Briefly. the plan permits a sales- 
order for several 


man to write an 


months’ requirements of standard 
items, particularly perishable tools, 
which a customer can forecast in ad- 
vance. Conceived by J. Robert Kelley, 
vice president and general manager 
of the company, the plan is embodied 
into a pad of orders (or delivery 
schedules) known as the “Automatic 
Expeditor.” Pads are available to all 
customers. and each salesman carries 
one with him on his calls, offering to 
book an order for delivery over a 
period as long as six months. The 
distributor will honor it as an actual 
order or. if the customer prefers to 
Auto- 
matic Expeditor is attached simply 


use his own order form, the 


as a delivery schedule. 


Priorities and contract numbers 
are to be filled in at specified places. 
and instructions specifically call the 
user's attention to the necessity for 
conforming to all regulations of 
OPM. Deliveries are billed at prices 


prevailing at the time of shipment 


(there is no protection against price 








Something 


Scheduled deliveries of future require- 
ments, to be made in accordance with 
an “Automatic Expeditor,” is the new 


sales tool at Manning, Maxwell & Moore 
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MANNING, MAXWELL & MOORE, INC. 


453 COMMUNDPAW AVENUE 
JERSEY CITY. WN. }. 


HOW IT WORKS: 


my 


The use of this torm will enable you to amticipute your requirements ll 
will enable us to buy in advance s the motertal will be ovattabie when 
vou wom 1 ‘wll enable car manutacturer to anticipate yous require 
ments and curs. and schedule thet: production avcordiagly so deliveries 
should come through to you whee required and as needed 


Hes, Due to the requirements of the Nationn! Defense Program. it is becom o%, 
sis. = incremibghy more diticult to obtain email tools secemory ber profuction = 
and matasenaace To emable you ourssives und the mcnufoctwers Aa 
represent © herve thy mcmera! available when you seed «we . ed Os 
developed this ardarty program to schedule deliveries so there will be i. 

ne deteye when you won! the material <5 


Tide order pad te « work mcbedule to otiach to your requir coder forms 
for your quidamee omc our = pencing anders for laters ‘ecurememty to 
be delivered to you on 0 timetebie schedule 


18 MURRAY STREET 
MEW YORK, N.Y. 






. eae aes 





The Automatic Expeditor is arranged as a pad of forms—one copy for the distributor, two 
for the customer. At the top of page: the total quantity of tools required is inserted in 
the "Total Quan." column, then partial quantities are entered in columns for months in 
which they are to be delivered. Immediately above: the front cover of the Automatic Ex- 
peditor (red paper stock) explains the purpose of the plan and how it works. 


increases. and hence no incentive to 
over-buy }. 

In announcing the plan to sales- 
men, Mr. Kelley pointed out that the 
Government has placed billions of 
dollars of defense contracts. “When 
all of these plants are turning out war 
material, the quantities of consump- 
tre- 


tion goods they use will be 
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mendous. The machine tool industry 
will furnish this type of plant the 
unheard of volume of $600,000,000 
worth of machine tools in 1941. Each 
machine will require some of the 
products we sell in order to operate. 
The drill presses will need drills. The 
lathes will need lathe tools, tool bits, 


(Continued on page 77) 





















December is the Month for 


Because industrial plants everywhere will take inventory this month, distributors 


are hastening to give them full information on the Surplus Stocks campaign 


in time to win 


THE APPROACH of year-end inventory 
time is spurring distributors to action 
on the Surplus Stocks recovery plan 
which gained status as a nation-wide 
movement of the industrial supply in- 
dustry two months ago when W. C. 
Stauble, chairman of the industry’s 
National Defense Committee, issued a 
general call for all distributors to 
participate. 

Clearly, the opportune time to se- 
cure effective cooperation of indus- 
trial plants is during inventory time, 
when plant men must make a com- 
plete check of their stocks. But before 
plants can be expected to complicate 
difficult 


taking inventory by standing watch 


their already process of 
for unneeded stocks, obviously they 
must first be sold on the benefits of 
the plan to defense and to themselves. 


customer 


Explaining the campaign to custom- 
ers depends upon the development of 
a workable plan of operation suited to 
the characteristics of local industry. 
The enthusiastic understanding of 
that plan by distributor salesmen is 
important since they have the assign- 
ment of selling it to local industry. 
Last month distributors in many 
sections of the country were well 
along in their organization programs. 
In some localities the campaign is 
being conducted cooperatively by 
groups of firms. In others it is being 
undertaken by individual houses. 
Cities in which the campaign is now 
in progress include: Albany, Augusta 
(Ga.), Binghamton, Bridgeport, Buf- 
falo, Chattanooga, Chicago, Des 
Moines, Duluth, Easton (Pa.), EL- 
mira (N. Y.), Grand Rapids, Hart- 


cooperation during the annual stock count. 


ford, Holyoke (Mass.), Memphis, 
Minneapolis, Newark, New Haven, 
Phoenix, Pittsburgh, Rochester. San 
Antonio, Syracuse, Utica and Water- 
town (N.Y.). 

In some territories the campaign 
is well under way, and is already pro- 
ducing concrete results (see exam- 
ples on opposite page). In others it is 
still in the organizational stage. (In- 
cidentally, the general operations 
plan can be obtained by writing to W. 
C. Stauble, Hartford, 
Conn.) 


Elmwood. 


Widespread publicity in newspa- 
pers and business magazines through- 
out the country (see clippings below) 
reached countless industrial plant 
men during the past few weeks, help- 
ing to prepare them for full coopera- 
tion with their local distributors. 


Newspapers and magazines throughout the country have carried the story of your Surplus Stocks 
campaign to business men. One report was carried by the Associated Press news service. 
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Action on Surplus 





Roland F. Shepherd (front, right) with members of the Northern Machinery & Supply staff 
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which uncovers idle machine tools for Minneapolis defense plants. 


NORTHERN MACHINERY HAS NEW DEPARTMENT 
TO HANDLE SURPLUS MACHINE TOOLS 


ONE OF THE unique examples of what 
distributors are doing to solve the 
production difficulties of their custom- 
ers is the Surplus Stocks plan under 
way at the Northern Machinery & 
Supply Co. in Minneapolis, on ma- 
chine tools. Here, what amounts to 
a new department has been set up 
under Roland F. Shepherd to locate 
unused machines in the territory. re- 
pair them if necessary, and deliver 
them to customers in need of them. 

Each salesman acts as a “bird dog” 
in seeking out idle equipment. When 
one of them spots such a machine, he 
questions the shop man about it, jots 
down details of its type, condition, 
probable performance, and asking 
price. The owner is told that the dis- 
tributor will endeavor to find a buyer. 
Every day Mr. Shepherd collects data 
on newly discovered equipment from 
the salesmen and scratches off ma- 
chines sold so his list is always 
up-to-date. Periodically it is mailed 
to all customers, with price informa- 
tion (which includes a nominal serv- 
ice charge to cover the cost of han- 
dling the order). Transactions clear 
through the distributor just like any 
other order. 

The 


will 


company also repair 


equipment when necessary to put it 
into condition specified by a buyer. 
When necessary, the distributor has 
pictures of the machines taken by a 
local photographer so that salesmen 
can give buyers a better idea of the 
merchandise available. 

It is surprising, says Mr. Shepherd, 
how many usable machines have been 
discovered in forgotten corners of 
Minneapolis plants. He cites these 
two examples: 

In order to fulfill a vital defense 
contract, a big plant needed several 
machines imme- 


multiple drilling 


diately. New equipment, on order, 
wouldn't be several 
months. A Northern Machinery sales- 


found the 


delivered for 


man necessary machines 
among several other plants, and got 
them into operation within a couple 
of days. 

A small defense plant needed three 
odd-sized punch presses to complete 
some special work. New equipment 
wasn’t available for months. North- 
ern Machinery listed as idle several 
presses of exactly the right specifica- 
tions, arranged the sale, picked them 
up and delivered them promptly, thus 
releasing the new ones on order for 
some other deferige purpose. 
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Stocks 


J. RUSSELL & CO. LISTS 
ALL KINDS OF SUPPLIES 


Customers oF J. Russell & Co., dis- 
tributor in Holyoke, Mass., last month 
were scanning a 19-page mimeo- 
graphed list of Surplus Stocks uncov- 
Miles Stray. 


sales manager, reports enthusiastic 


ered in that territory. 


approval of this service by his many 
customers, and claims that a number 
of items have already been recovered 
and put to use. 

In asking customers to list their 
idle stocks, Mr. Stray had requested 
a full description—trade name, size. 
manufacturer, and condition (“New.” 
“Original “Unused.” 
“Percent of 
Life Available.” ete. ). 


Wrapper.” 
“Shopworn,” Service 


This distributor does not handle 


the material at all, but instead in- 
cludes on the list the name and ad- 
dress of owners and suggests that in- 
terested parties communicate directly 
with plants in which the surplus is 
available. 
Russell’s list 


as hoists, machine tools, motors, air 


includes such items 


compressors, pipe. valves, fittings, 


taps. files, saws, micrometers, high 
speed drills, milling cutters, pulleys. 


hangers. magnetic chucks; scales, 
woodworking machinery, — emery 


wheels, rivets, screws, a steam engine 


and a boiler. 


GLOBE MACHINERY RUNS 
LISTS IN MONTHLY MAGAZINE 


In Des Moines, the Globe Machinery 
& Supply Co. has compiled a list of 
unneeded materials among its custom- 
ers and publishes it in its monthly 
“We 


have entered heartily into the Na- 


magazine under the headline 
tional Surplus Stocks Campaign and 
are cooperating in every possible way 
with the plans of the National De- 
fense Committee.” 

The list includes such products as 
drill presses, sanders, band saws, mo- 
tors, gas engines, motors and weld- 
ing equipment, as well as smaller 
items of industrial supplies. 
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Distributors 


on the Air 


Three industrial distributors 


join nine other local firms in sponsoring the 
radio program "Partners in Defense" twice 


weekly on station WSAI. 


THE sTORY OF distributor's service to 
defense industries is being now told 
over the radio in Cincinnati, where 
distributors, E. A, 
Kinsey Co.. Mutual Mfg. & Supply 
Co. and the Vulean Copper & Supply 


three industrial 


Co.. have joined up with nine other 
firms in sponsoring the thrice-a-week 
program “Partners in Defense.” The 
program is broadcast on Monday and 
Friday evenings, at 8.30 Eastern 
Standard Time and at 2:30 Sunday 
afternoons over WSAL, a 50.000-watt 
station with clear reception within 60 
miles from downtown Cincinnati. The 
program runs for 30 weeks. 

Sponsors include the Cambridge 
Tile Co., Cincinnati Milling Machine 
Co.. Frederick Steel Co.. David J. 
Joseph Co., E. A. Kinsey Co.. Le- 
Blond Machine Tool Co.. Frank Mes- 
ser Co., Metal Specialty Co.. Mutual 
Mfg. & Supply Co., Pollak Steel Co.. 
Vulean Copper & Supply Co. and 
Wright Aeronautical Corp. 

“Partners in Defense” is a newsy 
30-minute broadcast. written by one 
of Cincinnati's top-ranking — seript 
writers, Derick Wulff. which relates 
the progress of the Defense Program. 
telling what Cincinnati firms are do- 
ing for defense. how their own and 
neighbors’ boys are faring in the 
Army and Navy. and what part lis- 
teners can play in speeding up the 
local defense effort. 

By treating local personalities, local 
companies, and local activities, the 
program achieves an identity with 
Cincinnati people and Cincinnati in- 


dustry which creates an attentive lis- 
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in Cincinnati 


tening audience. Interspersed between 
the defense news reports are patriotic 
musical selections. 

Obvious advertising of individual 
products or Company names is tabu 
on the program. Instead, the spon- 
sors’ names are ingeniously worked 
into the script in connection with 
their reports of current defense work. 
During the scheduled broadcasts. each 
firm will cooperate with the script 


writer in preparation of six  pro- 





grams. each built around that com- 
pany’s defense work or personal de- 
fense activities. That means E. A. 
Kinsey. for example, will have the 
entire half-hour broadcast six times 
during the schedule. Full resources 
of WSALI are available for re-writing 
and polishing the script, for collect- 
ing defense data and spot news about 
Cincinnati boys in Army camps, ete. 
The script writer draws heavily on 


official OPM. statistics. The station 





Jack Radcliffe, vice-president of E. A. Kinsey Co., making notes on margin of radio 
script from data furnished by Dan Peffer (Manheim Mfg. & Belting) and Joe Mullen 
(center) one of Kinsey's top-ranking industrial salesmen. 
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rings up the curtain on "Partners In De- 
fense", a radio program sponsored by 
prominent Cincinnati firms. Broadcasts run 
a half-hour each, following popular nation- 
wide hookups, and feature news about local 
defense industries. 


4 Twice weekly, Dan Riss, WSAI announcer, 


also provides promotional material in 
the form of car cards. newspaper re- 
leases. and 


other announcements 


which draw listeners. 
Excerpts from the Nov. 3 program, 
featuring E. A. Kinsey, follow: 


Features Local Personalities 


{nnouncer: “Partners in Defense” is 
brought to you each Friday and Monday 
evening by this station in cooperation 
with Cincinnati industries closely con- 
nected with the National Defense Pro- 
gram. These industries are of vital im- 
portance—in many cases, indispensable 

in the great work which confronts 
us... . Yes, us! All of us! And this 
program is designed to give information 
about the progress made in the arming 
of our country East and West 
North and South . .. information about 
everything ... from the making of guns 
to the preservation of waste paper. This 
is the object of this program: Partners 
in Defense! 

Sound: Factory whistles ma- 
chines humming. 

{nnouncer: . 
with the stirring music of a transcribed 
military march, shall we? 


.. Let’s symbolize this 


Record: “Semper Paratis.” 





“Kinsey in Front Line of 
Defense..." 

The E, A. Kinsey com- 

pany of Cincinnati is one of our city’s 

vital members in the front 

the facilities of 

company we 


{nnouncer: 


line of de- 
fense. Through the 
E. A. Kinsey are able to 
bring you some interesting news items 
about the Uncle 
ae 


local beys in Sam's 
Varrator: The first news item is about 
Robert Sauer of Bob—with 


joined the 


Elmwood. 
his brother, Edward Sauer 
Army last and is assigned to 
the Third Quartermaster Replacement 
Training Regiment at Fort Francis E. 
Warren near Cheyenne. Wyoming. Bob 
is the son of Edward Sauer, prominent 
Elmwood Before joining the 
fighting force, he operated a grocery 


June. 


realtor. 


store in Elmwood .. . at Township and 


Chestnut streets. Bob is now sporting 
sergeant stripes. 

{nnouncer: And he joined the Army 
only last June? 

Varrator; That's right... . 
{nnouncer: Only four months ago 
and already a sergeant Fast work 

ican M-..: . 


{iter more “news” and music 


Clayton R. Burt. chairman 
the Na- 
A ssocia- 


Varrator: 
of the 
tional 


defense committee of 
Machine Tool Builders’ 
tien announced, and we quote: “In view 
of the mounting requirements for na- 
tional defense. the nation’s machine tool 
builders have conducted an exhaustive 
survey of methods and facilities in’ an 
effort to put into immediate use every 


Conclave at Vulcan Copper & Supply callegttto look over next radio script. Joe E. Waltz, 
general manager of mill supply division, reads continuity while Earl Jung (left), pur- 
chasing agent, and E. E. Wentworth, secretary, lend an attentive ear. 
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possible means to increase output.” End 
of quote... . 


“There Must be Distribution..." 


{nnouncer: It is easily understood, 
though, that output is not enough 
there must be distribution. .. . 
Varrator: Right—and one of Cincin- 
nati’s the E. A. 
Kinsey is an important dis- 
tributor of the master tools of industry 


which of 


“Partners in Defense” 
company 
course 


means, at present, 


master the early 


tools of defense. In 
relatively 
simple and the problem of distribution 
was just as simple. Today 


days. machine tools were 
with mass 
production methods so essential— it’ is 
necessary to analyze the factory’s prob- 
lem and supply it with the most efficient. 


low-cost equipment. 


{nnouncer: And this is what the 
Ek. A. Kinsey company accomplishes? 
Varrator: It does! The FE. A. Kinsey 


company is always ready. willing and 
able to give recommendations and ad- 
vice to industrial devoting 
their efforts to the Defense Program .. . 
and supply these concerns with the most 


concerms 


modern tools... . 
I should eall that an im 
portant and necessary part of our na- 


Announcer: 


tional economy. 


"Carries 18,000 Items .. .” 


If. for 
instance, machine tool companies and 


Varrator: And well you may. 
other industries do not get certain items 
to keep production at high speed . . 
the whole works slow down. When you 
further consider that EK. A. Kinsey car- 
ries 18.000 different vital items in stock 
ready for immediate delivery 

then you can realize that it is no idle 
boast that KE. A. Kinsey 
_ in the front line of Cin- 
cinnati’s defense. 

Lets originate a new 


\. Kinsey keeps ‘em 


when we say 


company is. . 


{nnouncer: 
slogan... E. 
rolling! 

Varrator: Fine, and in this spirit let's 


salute this valuable “Partner in’ De- 
fense” with the march “My Home- 
land.” 

Record: My Homeland. 


None of the distributors cooper- 
ating in the program expect imme- 
diate benefits. All three see it as a 
public relations undertaking which, 
by keeping the man in the street better 
informed, will heighten the spirit of 
all-out defense in Cincinnati. 

Further, they regard the: program 
as an opportunity to tell a simple, 
of the 
the 


cross-section of Cincinnati citizenry 


understandable story indus- 


trial distributor to complete 
from the top layer down. 
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Hardware Association 


Denies Charges of FTC 


Answering the complaint of the Federal Trade Commission alleging 


restraint of trade, the National Wholesale Hardware Association 


expressly denies all charges. 


FILING ITS ANSWER to the bill of com- 


plaint issued by the Federal Trade 
Commission a few weeks ago (MILL 
Suppties, October), the National 


Wholesale Hardware Association last 
month described in some detail its ac- 
tivities in behalf of its membership. 
and denied that any of them are in 
restraint of trade, or are in any way in 
violation of the anti-trust laws. 

The answer denies that the associa- 
tion, its executives or members have 


entered into any understanding or 


combination to suppress competition in 
the interstate sale and distribution of 
hardware and kindred lines; that the 
association has coerced or compelled 
manufacturers to confine the sale of 
their products to members of the asso- 
ciation, or to other firms considered by 
the association to be within any defini- 
tion of legitimate wholesalers: or that 
it ever threatened to penalize or classify 
the manufacturers as charged in the 
Federal Trade Commission’s complaint. 

In its answer the association admits 


that from time to time it has asked 
manufacturers for statements of their 
sales policies, but declares that upon 
receipt of these statements the associa- 
tion merely forwarded them to its mem- 
bers without comment. The answer 
specifically denies that the association 
classified or graded the manufacturers 
according to their sales policies. 

The answer also denies charges that 
non-member firms mentioned in the 
complaint have entered into any agree- 
ment with members of the association 
in an endeavor to coerce or compel 
manufacturers to refrain from furnish- 
ing their products to dealers except at 
prices in excess of those paid by mem- 
bers. 

Janney-Semple-Hill & Co. and Hall 
Hardware Co., both of Minneapolis, 
non-members of the association charged 
with cooperating with members in re- 
straint of trade, filed separate answers 
with the FTC. denying knowledge of 
such activities. 





Priorities Quiz Puts New Life 
In Distributor Sales Meetings 


DURING THE PAST three to four months, 
distributors throughout the nation have 
at one time or another called sales meet- 
ings or discussion groups of employees 
for the sole purpose of explaining 
priorities. The usual procedure was to 
have an officer of the company or a 
local authority briefly outline the priori- 
ties set-up and then throw the meeting 
open to questions from the floor. 

C. F. McLeish of National Mill Sup- 
ply Co... Fort Wayne. Ind., after at- 
tending several of these sessions both 
in the office and outside, decided that 
something was missing. He sensed that 
each man had one question bothering 
him at the moment and when that was 
answered he lost interest in the re- 
mainder of the discussion. 

With the cooperation of S. Lehman, 
National’s president, Mr. McLeish de- 
cided to experiment with a new type of 
priorities quiz session. A day or two 
before the scheduled each 


salesman was requested to submit one 


meeting 


written question. These questions were 
dumped into a box along with twenty 
others which had cropped up during 
the week. 

Messrs. McLeish. as 
moderators, opened the meeting by ex- 
plaining the plan briefly. Each salesman 
drew one question out of the box, and 
was expected to get on his feet and 
answer that question to the complete 


Lehman and 
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satisfaction of the moderators and his 
colleagues. When a man muffed one. 
it was answered correctly either by an- 
other salesman or one of the moderators. 

In analyzing the results of the first 


of such meetings. Mr. McLeish said 
that the men reported getting more out 
of that one session than from any previ- 
ous meeting. 

“It was a challenge few salesmen 
could resist.” remarked Mr. McLeish. 
“Each man became for a few minutes. 
at least, an authority on priorities and 
had the chance to test his ability to 
answer similar questions when he met 
them in the field.” 





Salesmen get more out of quizzing themselves on priorities than by listening to one speaker, 
says C. F. McLeish, sales manager of National Mill Supply Co. 


MILL SUPPLIES «© DECEMBER, 1941 





UMI 





UMI 


NALES MEETING in Prine 


Here are some questions cover- 
ing little-known American meas- 
ures you should be able to 
identify. Can you answer 18 out 
of 25 questions correctly? If so, 
you're doing very well indeed. 
If not, you'll find answers on 
page 66. 


1. How long is a rod? 

Can a warship go 32 knots 

hour? 

3. Is a perch measured in feet or 
cubic feet? 

1. When a horse runs a furlong, how 
far does he travel? 

5. We call 12 in. a foot. 
similar name for 9 in.? 

6. How tall is a horse that is 17 hands 
high? 

7. If a man walks 5 leagues, how 
many miles has he traveled? 

8. How far does a ship go in traveling 
10 miles? 

9. If a surveyor is standing 3 poles 
from many feet is he 
away? 


10. When a 


bo 


per 


What is a 


you, how 


submarine travels sub- 


33. 
12. 


13. 
14. 


19. 


merged at 10 fathoms, how far 
below the surface is it? 

How much wood is there in a cord? 
When a sailor says something is 
five cable-lengths away, what does 
he mean? 

How long is the surveyor’s link? 
How many links are 
chain? 

Way down south in Texas, what is 
a vara? 

When the pioneers staked out a 
quarter section, how much land was 
involved? 


there in a 


If you buy a board foot of lumber, 
how much wood do you get? 
Electric wire has a diameter of a 
certain number of circular 
How much is a circular mil? 
If your doctor prescribes 2 drams 
of a medicine, how much do you 
take? 

What is a minim? 


mils. 


If you meet a Britisher weighing 
10 stone, how heavy is he? 

If your doctor prescribes 2-dram 
pills, how heavy is each. 

How much is a grain? 

What is 1 oz. in pennyweights? 
Can 
carats? 


you identify scruples and 











ww 
“a 


setae 


GLUECK STEIN 











"Better make it snappy putting an A-I0 rating on that pipe—We're having an A-I flood 


over here!" 
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Sam Wins a Bet 


Sam Supplier had a tank full of lube 
oil and three empty cans, capacity as 
follows: red can, 7 gal.; blue can, 5 
gal.; and yellow can, 4 gal. With this 
equipment he bet he could measure out 
any whole number of gallons from 1 to 
10 inclusive. He won his bet. How? 

(/f you can’t pour, see page 66). 


Paste This In Your Hat 
TAP DRILL SIZES 





Size or Dawe in. 


Size or No. Tups Nat’. Wuarr- 
Tar. Nn. PER IN. Tuo worTH 
3/16 24 0.128 0.111 0.129 
“4 Re 20 0.191 0.184 0.192 
S/m6 C=C; : 18 0.248 0.239 0.249 
% ; ; 16 0.302 0.293 0.303 
4 PS 14 0.354 0.345 0.355 
4 P ; 13 0.409 0.399 0.410 
ly ‘ 12 0.402 0.391 0.403 
9/16 ; 12 0.465 0.453 0.466 
oe one ‘ ll 0.518 0.506 0.520 
11/16 ; ll 0.581 0.568 0.583 
% ree 10 0.632 0.618 0.634 
13/16 ae ae 0.695 0.680 0.697 
% 9 0.745 0.728 0.747 
15/16 9 0.808 0.790 0.810 
1 8 0.854 0.832 0.856 
11/16 8 0.917 0.894 0.919 
1% 7 0.957 0.932 0.960 
1% vee 7 1.082 1.057 1.085 
1% ; 6 1.179 1.14 1.182 
1% 6 1.304 1.269 1.307 
1% 5% 1.412 1.372 1.416 
15% 5 1.390 1.347 1.394 
1% 5 1.515 1.472 1.519 
1% 5 1.640 1.597 1.644 
1% 4%, 1.614 1.566 1.619 
2 t!, 1.739 1.691 1.744 





FRACTIONS OF AN INCH 
WITH MILLIMETER EQUIVALENTS 














Fraction Milli- Fraction | Milli- 
of Inch meters of Inch meters 
1/64 0.3968 33/64 13.0966 
1/32 0.7937 17/32 13.4934 
3/64 1.1906 35/64 13.8903 
1/16 1.5875 9/16 14.2872 
5/64 1.9843 37/64 | 14.6841 
3/32 2.3812 19/32 | 15.0809 
7/64 2.7780 39/64 15.4778 
1/8 3.1749 5/8 15.8747 
9/64 3.5718 41/64 16.2715 
5/32 3.9686 21/32 16.6684 
11/64 4 3655 | 17.0653 
3/16 4.7624 | 7.462 
13/64 5.1592 17.890 
7/32 5.5561 18.2559 
15/64 5.9530 | 18.6527 
1/4 6.3498 19.0496 
17/64 6.7467 | 19.4465 
9/32 7.1436 | 19.843 
19/64 7.5404 | 20.2402 
»/16 7.9373 |} 20.6371 
21/64 8.3342 21.0339 
11/32 8.7310 | 21.4308 
23/64 9.1279 |} 21.8277 
3/8 9 5248 | 22.2245 
25/64 9 9216 |} 22.6214 
13/32 10.3185 | 23.0183 
27/64 10.7154 23.4151 
7/16 11.1122 23.8120 
29/64 11.5091 24.2089 
15/32 11.9060 24.6057 
31/64 } 12.3029 25.0026 
1/2 12.6997 25.3995 
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CURRENTLY 


Season's Greetings 

The Staff of MILL SuppLies joins in wishing you a 
merry Christmas and a happy, healthy. properous New 
Year. Let’s give thanks for the freedom we enjoy and all 


work together to preserve our blessings for the future. 


Have You Contributed? 


The response to Bill Stauble’s appeal for funds to carry 
on the important work of the industry’s Defense Com- 
mittee has been excellent. One letter—the only appeal 
sent out—brought contributions totaling over $12.500. 
(Let the direct mail experts shoot at that mark!) 

The value of the work being done is obvious and its 
cost has increased steadily. Up to now expenses have been 
met partly by the three associations and partly out of 
the pockets of committee members and the companies they 
are associated with. The unfairness of this is obvious. too. 
The committee is working for the benefit of all. and all 
should share in its expenses. Better check now to see if 
your company has paid up. If it hasn't. see that it does 


so without delay. 


’ . " ‘ ™" - 
Evil Eves See Evil 

Worse than unfair is Senator Truman's suspicious blast 
at OPM’s dollar-a-year men. The allegation that these 
patriotic citizens, in donating their services to the govern- 
ment during a crisis, are actually motivated by shrewd 
profit incentives leaves one outraged and speechless. 

\s Sally Rand said in replying to critics who declared 
her act to be indecent, “The evil is in your own mind.” 
We know that many a congressman and senator lives 
strictly by the what’s-in-it-for-me code, and evidently 
Senator Truman's morals are on a plane so commercial 
that it is impossible for him to conceive of a genuinely 
public-spirited action on the part of another. 

When one considers the type of men OPM has drafted 
just from this industry—Hes Kuhn, Charles Curtis, Russ 
Duncan, Tony Clark, to name only a few—no character 
witnesses are needed. Their stay in Washington has actu- 
ally hindered the operation of their own companies, and 
their daily work there has helped to ease critical prob- 


lems for their competitors. 


IMPORTANT 


It’s possible that Senator Truman was merely indulging 
in the familiar Washington sport of heaving a brick at 
business when things were dull. But what a hell of a 


time he picked for it! 


The New Profiteers 


It is the phenomenon of this war that its profiteers are 
the very persons and groups who have been the loudest in 
denouncing war profiteering during the twenty years’ 
intermission since the previous war. Leaders of labor. 
agricultural blocs and politicians. by their present tactics, 
are putting to shame those reputedly despicable business 
men who profited to the extent of mere dollars in World 
War I. 

Business may have gained, as charged. out of the last 
war. Even distributors were “guilty” of making money 
by performing their necessary function. But they paid for 
their excesses in 1920-21, and certainly they didn’t hijack 
their country or hold it for ransom during a period critical 
to its existence. 

Today unscrupulous labor leaders make no bones about 
it. they are using this emergency as an opportunity to 
drive for power they have long coveted. And _ political 
leaders. who hold more reverence for a vote than any 
business man ever held for a dollar. are tacitly lending 
encouragement, 

Worse still, our strained financial structure is milked 
of subsidies for agriculture (despite zooming farm prices) 
and appropriations for every sort of boondoggling in 
areas where voters need to be kept in line. Meanwhile, 
the blackballed business man forges ahead with the 
defense program, paying for it with his own fantastic 
taxes, looking ahead to more and more assessments so 
that spendthrift politicians and pressure groups may con- 
tinue their accustomed luxury. Significantly, the price 
control bill that is intended to prevent the errors of 1917- 
18, will avoid restrictions that might hurt the feelings 
of all important voting groups. 

Business, by sticking to its defense job and observing 
in silence these surrounding injustices, has certainly been 
scrubbed free of its sins by now. It has the right to ask 
that these factions cease profiteering and cooperate. One 


group alone can’t win this war. Ask any Frenchman. 
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REACHES THE MEN 
WHO COUNT 


Plant superintendents, engineers, 



































foremen—those are the men who 
can actually originate brush 
business and those are the men 
reached by the Osborn Brushing 
Analysis. This exclusive service 
presents brushes not just as a 
product but as a means to im- 
proving products or saving time 
and money. Because it is frank, 
factual and honest in its findings, 
O.B.A. is successfully introduc- 
ing Osborn Brushes to scores of 
important individuals on the 
‘“‘production front’? whose good 
‘ will should prove invaluable to 


Osborn distributors. 








Osborn Brushing Specialists are Saving 
Hundreds of Man Hours on Vital Defense Operations 


@ Flashings removed from aluminum These startling savings were discov- ing, polishing or finishing operations. 
alloy castings up to 100% faster, with ered in modern, efficient plants by Osborn _ will be conducted by brushing specialis 
increased brush life of 40% to 200% Brushing Specialists—and they’re just a who know their product and its field q 
tossed in for good measure. sample of scores of such findings that application. Upon completing this Ana 

Burr removal from stainless steel have released valuable man-power for ysis, all recommendations are incorp 
sheets speeded up 50%, with improved more important work, cut costs, and __ rated ina confidential, written report a 
finish over the method previously used. made for improved products. submitted to you for final consideratic 

Time required for cleaning truck tire An Osborn Brushing Analysis of your This exclusive Osborn service co 
moulds greatly reduced, with less dam- _ plant will give youa complete, impartial you nothing except the willingness 
age to the moulds and an improved finish picture of where and to what degree examine the facts—and the odds are 1 
imparted to the tires. brushes can improve one or more clean- 0 1 you'll find plenty of worth wh 


time and money-saving suggestio 








Write The Osborn Manufacturing Compe 
5401 Hamilton Avenue, Cleveland, O 
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WORLD'S LARGEST MANUFACTU 
OF BRUSHES FOR INDUSTRY 





NALES TIPS 


FROM THE TRADE PRESS 


Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where 


it originally appeared. 


Christmas Gifts For 
Buyers: Yes or No? 


Christmas is a time when salesmen 
endeavor to spread good-will among the 
buying fraternity with all kinds of 
doodads, novelties en masse, and gifts 
that run about ten per cent practical. 
It’s an age-old custom with its ad- 
vantages as well as its abuses. But what 
about this year? The defense program 
has knocked traditional selling methods 
into a cocked hat. This Christmas may 
see the buyer remembering the seller! 

Much has been said about gifts to 
purchasing agents. Some approve, some 
do not, but the fact that the practice 
continues year after year would in- 


dicate that it has a favorable majority. 
Some corporations ask their suppliers 
to refrain from giving their buyers 
presents. On the other hand, some sup- 
pliers have thousands of dollars ap- 
propriated for gifts, usually sending 
one type of article to the whole list. 

This year, Charlie, the salesman, may 
say to his boss, “Hey, how about loosen- 
ing up on Christmas presents for a 
change?” and be told to go ahead. This 
writer's advice is “Charlie, watch your 
step. You're in a hot spot. Choose your 
remembrances wisely and_ distribute 
them with care. A gift in the wrong 
place can do more harm than good.” 
Vidwest Purchasing Agent, November, 
1941. 

































































"Why, Mr. Snodgrass, you'd be surprised at the things our ‘Little Wonder Lift’ will do!" 
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Spots Power Where Needed 
For Tools and Hoists 


How the overhead trolleys in the new 
plant of the Intercontinent Aircraft 
Corp. in Miami, Fla. were equipped 
with bus-bars and electric power out- 
lets every few feet for electric tools is 
a story of extra flexibility added to 
modern production methods. By serving 
as a “continuous panelboard” the bus 
duct installation conveys current to any 
part of the assembly line where power 
is required. 

Production engineers in the aircraft 
industry, where a power-minute saved 
may be a production-hour gained, take 
to the idea because it permits the re- 
location, replacement or addition of 
portable tools with a minimum interrup- 
tion of productive effort. They like it, 
too, because it eliminates snarling of 
extension cords and the safety hazards 
of loose-swinging cords.—W holesaler’s 
Salesman, November, 1941. 


Master Showman Advises 
“Leave Them Laughing” 


To those who have asked the master 
showman, George M. Cohan, the secret 
of his success, he has always replied: 
“Leave them laughing. Drop your last 
curtain on a yell of good humor.” In 
this article those who sell are advised 
to adopt this same philosophy. 

“Leave your prospect in good humor, 
and the door will be open for you on 
your next call, Even if you lose the 
order today, remember there are many 
tomorrows coming. So take it without 
sobbing or self-pity. Leave your pros- 
pect with this thought in his mind: 
‘There goes a good sport.’ ’’°—Modern 


Selling, October, 1941. 


Gets Defense Subcontracts 
With Sales Presentation 


The use of a sales presentation de- 
scribing its plant facilities has been 
used successfully by the Fram Corp.. 
East Providence, R. I. to secure defense 
contracts, Adopting the “mother-hen” 
idea of combining production facilities 
of several small plants. this manufac- 
turer made a study of its own produc- 
tion facilities and those of three other 
companies having a total of 729 em- 
ployees in nine plants. The data were 
written up and bound into an inexpen- 
sive 84x11-in. book and sent to OPM’s 
Division of Contract Distribution. The 
result was that Fram was given an op- 
portunity to submit bids on a product 
of its own choosing—a bomb fuse. 
Factory, November, 1941. 
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SELLING PREFORMED WIRE ROPE 
IS PATRIOTISM INDUSTRIALIZED 


EVERY TON SOLD SAVES 1,000 LBS. OF STEEL FOR OTHER 
ESSENTIAL NECESSITIES \ 
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KEEPING UP with Business 


Business at High Levels 
Despite Uncertainties 


Headlines were much more disturb- 
ing than the underlying facts about 
business, says Business Week in its Nov. 
22 analysis of the business outlook. The 
strike in the captive coal mines, the 
Kerch on the 


Crimean peninsula, and the showdown 


German capture of 


negotiations between Japan and_ the 
United States created a sense of social 
and political insecurity, it is stated. 
Nevertheless, the procession of new 
highs in industrial activity persisted. 
Even steel operations—at least at the 
beginning of the week—held up. At 
97° of capacity. they were only a 
shade below the all-time tonnage peak 
of a few weeks ago, when mills ran at 
QO 9°, 

Unless the coal strike lasts into 
December. it is doubtful whether indus- 
try as a whole will suffer a serious set- 
back. Some steel production already is 
being lost, as steel companies bank 
their furnaces; but for a while. at least. 
mills will be able to muddle through on 
their stockpiles. The pinch on defense 
output probably will not be keenly felt 
this week, or perhaps even next. But 
one thing is certain—with steel under 
strict priorities, the curtailment of pro 
duction will hit the general consumer. 
Defense won't be skimped, but some of 
the very men John L. Lewis is trying 
to help will be when they try to buy 
automobiles. refrigerators, and other 
steel requiring civilian products. 


Russia Places Orders 
For Delivery in '43 


Soviet Russia has placed machine-tool 
orders in the United States totaling 
over ten million dollars, reports Burn- 
ham Finney in the Nov. 12 issue of 
{merican Machinist. Some of the equip- 
ment, he states, is for delivery as long 
distant as 1943. an indication of Stalin’s 
confidence that his armies can hold out 
indefinitely against the Nazis. 

The machine tools are intended to 
build up Russia’s munitions industries 
east of the Urals. Both Russia and 
Britain are seeking in this country not 
only the tanks, airplanes and other 
weapons of war which they badly need. 
but also machine tools so that they can 
expand their own ordnance-producing 
facilities. It appears certain that the 
flow of machine tools to England will 
be increased, though not to the full 
volume that the British Government 


would like ° 
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Wages and Hours Worked 
Reach New Highs 


Average hourly earnings in twenty- 
five manufacturing industries in the 
United States rose sharply to a new high 
record in September, according to the 
National Industrial Conference Board. 

The hourly average for September 
was 84.4 cents, as compared with 82.8 
cents in August and 74.7 cents in 
November. 1940, when the present wave 


of wage increases began. 


Average hours per week in the twen- 
ty-five industries amounted to 41.6, as 
compared with 41.2 in August and 41.7 
in June, the post-depression high mark. 
The greatest increase was in the lumber 
and millwork industry, where average 
hours rose from 41.0 in August to 43.1 
in September. 

The largest number of hours worked 
was in the machinery and machine tool 
industry. where the employees worked 
50.4 hours as compared with 49.1 in 
August. 





Business Activity 146.9 
Automobile production 76,820 


was off slightly from 18 to 17. 


Thousands of Dollars 


5} 


1940 





ACTIVITY FIGURES 


(As of November 22, 1941) 


The slight dip in Mill Supplies’ Sales Indicator (page 60) during 
October is reflected in the volume for the average supply salesman, which 
slipped from a high of $16,000 in September to $15,900 in October. The 
number of orders booked per salesman per day (see second chart below) 


VOLUME PER SALESMAN 
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Orders per salesman per day in October 17 


Steel activity 97.0 
Carloadings 883,839 
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HERE'S YOUR 


NEW PORTABLE ELECTRIC TOOL 







64 PAGES 


of selling information! 
Details on all tools, 
equipment, accessories, 











BRAND NEW 


from cover 
to cover! 












200 PICTURES! 


Tool photos — action 
photos — diagrams. 


TQUIF MENT 








1g,” GREATER PERFORMANC, 















north 

= ott) FIND WHAT YOU 

Bee | WANT IN A HURRY 

pe Simple orderly pages. 

te uJ ' ia . Ou 
Be § TOOL that gives J 
one 7 h NEW AND BETTER SALE ee een 


) 
~~ > eal information your CUS’ 
| Se all " a geal portable electric tools 
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fas 




















@ Ready for you now is one of the most helpful, informative, and 
complete sales tools Thor has ever offered — the new Thor Portable 
ELECTRIC Electric Tool Catalog No. 37. 
Put this new Thor catalog to work for you — have your salesmen 
DRILLS... SCREW study it; distribute it to your industrial customers. If vou do not 
DRIVERS... NUT already have your supply of new Thor portable electric tool catalogs, 
SETTERS... TAPPERS ... GRINDERS write today. 
... SANDERS... POLISHERS... \ Thor oe _ 
HAMMERS ... NIBBLERS ... SAWS 
... BENCH GRINDERS... DRILL INDEPENDENT PNEUMATIC TOOL COMPANY 
STANDS - ACCESSORIES - . ¥ 600 W. JACKSON BOULEVARD, CHICAGO, ILL 
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Trend of SUPPLY SALES 








Jan. Feb. Mar. Apr. May June July Aug. Sept. Oct. Nov. Dec. 











For the first time in a full year, Mitt Suppuies Sales 
Indicator dipped below the previous month. In October it 
stood at 280, down five points from September's 285. 
Southern and Middle West territories were the only ones 
in which the slow-down was apparent. Size of average 
order rose slightly, from $33.50 to $34.30, while the number 
of orders per working day moved up from 104 to 114. 
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DOLLAR VALUE, AVERAGE ORDER 
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Orders 
Sales per 
Area Indi- | Sales- 
cator man 
lper Day; 
' 


North Sept. 305.0) 15 
Atlantic Oct. | 330.0| 17 


Southern | Sept. | 260.0 18 
Oct. 210.0 14 


Middle Sept. | 300.0 23 
West Oct. | 260.0 20 


Western Sept. 166.0 ow 
Oct. 209.0 21 


Pacific Sept. | 250.0 16 
Oct. 310.0 15 


Volume 
per 
Salesman 


$15,200 


| $18,500 


$17,300 
$14,000 


$19,000 
$17,550 


* 
$9,800 


$9,100 
$9,500 


rder 


$35.10 
$38.60 


$33.30 | 


$31.50 


$33.20 
$29.00 


+ 


* 
$37.00 


| Orders 
Size of | 
Average 


per 
Work- 


ing 
ay 


92 
110 


102 


137 
150 


+ 


77 
70 





* Omitted because of insufficient data. 





170 
160 
150 
140 
130 
120 
110 
100 

90 





70 
60 
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Pipe that's 


too thick wastes steel, too! 





LOT of steel—and a lot of money—is some- 

times wasted by using larger pipe sizes than 
necessary. But taken the country over it’s not a 
drop in the bucket compared to the steel and money 
wasted by using heavier pipe than required—in 
short, by using standard thickness on jobs which 
sturdy, light-wall Taylor Spiral Pipe could handle 
easily, with strength and service life to spare. 


Next time a job comes up involving services like 
those listed below call your customer's attention to 
the possibilities of using Taylor Spiral Pipe. You'll 
find there is a size and gauge of Taylor Spiral to 


BILL, ARE YOU DEAO SURE THAT 
TWO LITTLE MARKS MEAN FEET 7 






































handle it properly. And you'll also find that the 
lighter weight of Taylor Spiral Pipe cuts the in- 
stalled cost away down—often to no more than half 
that of standard thickness pipe. 

Sizes range from 4” to 42”, thickness from 18 
gauge to 6 gauge; joint lengths up to 40 ft. All types 
of end joints and couplings are available; all kinds 
of fittings and specials or fabricated assemblies—a 
complete service with an undivided responsibility. 

Taylor Spiral Pipe is in key with today’s need for 
cutting costs and conserving steel. Ask for Pipe 
Catalog 404. 


TAYLOR FORGE & PIPE WORKS, General Offices & Works: Chicago, P. O. Box 485 


New York Office: 50 Church Street * 


able. 





@ Other Taylor Forge Products include: WeldELLS and a com- 
plete line of other Seamless Stee] Fittings for Pipe Welding: 
Forged Steel Flanges: Forged Steel Nozzles and Necks for 


TAYLOR 





@ With these Taylor 
Light Walled Fit- 
tings it’s easy to 
make a trim work- 
manlike job. Special 
factory-made fabri- 
cations are avail- 





Philadelphia Office: Broad Street Station Bldg. 





TAYLOR SPIRAL IS A "NATURAL" FOR 


P High and Low Pressure p> Sand and Gravel Lines. 
Water Lines. > Industrial Gas Lines. 


Pm Low Pressure Steam and pOil and Gas Gathering 
Air Lines. Lines. 


> Steam and Diesel Exhaust & Swing Pipe. 

Lines. ® Spray Pond Piping. 
p> Vacuum and Suction Lines. pj Hydraulic Mining. 
& Blower Piping. ® Dredge Lines. 











boiler and other pressure vessel outlets; Heavy-wall Electric- 
Weld and Forge-Weld Pipe: Seamless Rolled Steel Rings: Corru- 
gated Furnaces, and similar forged and rolled steel products. 


Spiral PIPE 
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TEN YEARS.AGO IN MILL SUPPLIES 


POWER ECHANICAL MATERIALS 
TRANSNISSION on SAFETY HANDLING LA HirsHON SALES MANAGER, WS. 
EQUIPMENT EQUIPMENT WILSON CORP. , NEW YORK , TOLD HOW Ks com- 


EQUIPMENT GOODS 
stieienitadl Meisiiteieesiea PANY GAVE MANUFACTURERS BETTER REPRESENT- |F 
= ATION AND MADE MORE PROFITS BY DEPARTMEN- 
TALIZING ITS BUSINESS, HANDLING ALLIED LINES |F 
IN FACH DEPARTMENT, AND HAVING AT ITS HEAD |F 
A MAN SCHOOLED IN THE SALE OF THEM, 
4 1 TR 
































NEWS ITEMS 


OnveLP His CUSTOMERS REMEMBER WHICH 
MANUFACTURERS PRODUCTS HIS COMPANY WAS =a 
HANDLING, RD. VAN DYKE, GENERAL MANAGER 
INDUSTRIAL SUPPLIES, INC, MEMPHIS, HAD HIS 4 
MANUFACTURERS LIST THEIR NAMES OPPOSITE oO 
HIS COMPANY:S NUMBER \N THE CLASSIFIED TELEPHONE BOOK. 


Wrz SEVEN YEARS’ AB- 


SENCE, CHARLES BIRD RETURNED 
TO THE DOERMANN-ROEHRER ©, 
CINCINNAT), AS TREASURER AND 

GENERAL MANAGER 


EQUIPMENT DEPARTMENT OF THE YALE } > ay - OA | Auer, rn ARRIS 


& TOWNE MFG.CO. WAS HOUSED IN THAT 
; PUMP & SUPPLY CO., PITTSBURGH, SUCCESS IN BUILD- 
MP EW Pun ADELPHIA P. 
COMPANYS NEN ThA mn PI ING UP A SATISFIED CLIENTELE IN THE WIRE ROPE 


— cog cama cal Zak’ BD Business was A MATTER OF STUDVING THE SPECIFIC APPLICA. 
@ TION REQUIRED IN EACH CASE, THEN SPECIFYING THE PROPER 
TYPE AND SIZE OF ROPE TO EXACTLY FIT THE JOB 

















owt WASTE. PROSPECTS | = =. 
CONVERSATION ON cSt ICK TO FACTS IN PROSPECTS WOW THEY (COULD 
IRRELEVANT TOPICS YOUR SALES TALK. SAVE MONEY AND IMPROVE PLANT EFFICIENCY BY MOD- 
“ia FRINIZING THEIR MATERIALS-HANDLING EQUIPMENT. 











ge 
SS MILLIONS of Nicholson and Black Diamond 


Files are pouring into our vast defense in- 

ae dustries. A huge army of mechanics is dis- 

covering that better work and greater earnings are 

possible when the files they use are of accurate cut 
and uniformly high quality. 

At the same time, foremen and superintendents 
are discovering that work output is definitely greater; 
rejects fewer. 

The file preferences of these hosts of workers will 
exert a powerful influence on purchasing heads when 
peace-time industry is again restored. 

Now is the time for the mill-supply man to culti- 
vate this great file market of tomorrow . . . by mingling 
with workers, foremen, superintendents, and other 
“down in the shop”’ men at every opportunity .. . by 


NICHOLSON 


offering production managements practical aid in the 
selection of files for specific jobs. 

The many Nicholson and Black Diamond special- 
purpose Files afford excellent opportunities for doing 
just that ... while Nicholson 
advertising and field service are 
ever on the job to strengthen 
your hand. 


FREE TECHNICAL BULLETINS 


for you and your salesmen on 
Nicholson and Black Diamond spe- 
cial Aluminum, Stainless Steel, Brass, 
Die-cast, Foundry, Plastics, Die- 
makers, Shear Tooth and Long Angle 
Lathe Files. Write for the ones you 
want, and number of copies you need. 


NICHOLSON FILE CO., Providence, R.1., U.S.A. 


(Also Canadian Plant, Port Hope, Ont.) 


FILES 


FOR EVERY PURPOSE 
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Wm. B. Wood Named President 
Of Wood Shovel & Tool 


Wm. B. Wood has been elected presi- 
dent of the Wood Shovel & Tool Co., 
Piqua, Ohio, succeededing his father, 
Wm. W. Wood, III, who becomes chair- 
man of the board. The new president 
is the third generation of the Wood 
family to head up active operations of 
the firm. 

The Wood Shovel & Tool Co. was 
established in 1902 by the new chair- 
man of the board and his father, the 
late H. K. Wood, who was president 
until his death in 1922. Even in 1902 
the Wood name was well known in 
Piqua commercial life, for the grand- 
father of Wm. W. Wood III, had been 
in the linseed oil and cooperage busi- 
ness there since 1883. 


Johnson Bronze Occupies 
Two New Warehouses 


Larger quarters and improved facil- 
ities in Detroit and Pittsburgh are an- 
nounced by the Johnson Bronze Co. 
with the acquisition of new warehouses 
in both cities. In Detroit the new ware- 
house is located at 6617 Second Blvd. 
and in Pittsburgh it is at 5102 Baum 
Blvd. The firm also announces the ap- 
pointment of S. P. (Mike) Attey as its 
regular salesman in the Kansas City 
territory. 


Dudley Smith Heads Sales 
Of Clark Bros. Bolt 


Dudley H. Smith, formerly district 
sales manager in charge of Clark Bros. 
Bolt Co.’s Chicago office, has been ap- 
pointed general sales manager of the 
company. His new headquarters will 
be at the firm’s general offices in Mill- 
dale, Conn. 


Wickwire Spencer Rejects 
Republic Steel Offer 


Rejection of an offer from the Re- 
public Steel Corp. to acquire all assets 
of the Wickwire Spencer Steel Co. for 
$7,349,062 was made public last month 
by Wickwire Spencer officials. In a 
letter dated Nov. 12 to holders of vot- 
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Father and son, Wm. W. Wood, III, and Wm. B. Wood, have been elected chairman of the 
board and president, respectively, of the Wood Shovel & Tool Co. 


ing trust certificates, the board of di- 
rectors of Wickwire Spencer said they 
had considered the offer with extreme 
care, but that the proposal seemed to 
be against the interest of stockholders. 
The letter further pointed out that 
earnings have been increasing steadily 
this year, and for the year ending Sept. 
30, 1941 amounted to $1,247,732.60, 
before Federal income taxes. 


Fourth Generation Elected 
To Head Simonds Saw 


Daniel Simonds has been elected 


president and chairman of the board of 
the Simonds Saw & Steel Co., accord- 
month 


ing to an announcement last 





GIFFORD K. SIMONDS, JR. 


Elected general manager of Simonds Saw. 
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from the board of directors. At the 
same time Gifford K. Simonds, Jr. was 
elected general manager. With this move 
the management of the company, estab- 
lished in 1832 passes to the fourth 
generation of the Simonds family.. 


Officers Re-elected by 
N. J. Mill Supply Club 


Last year’s officers of the New Jersey 
Mill Supply Club were re-elected for 
the coming season last month. They 
include R. D. Howell (Perth Amboy 
Hardware Co.), president; H. J. Van 
Volkenburgh (Johnson - Mandeville 


Co.), vice president, and James Lind- 
say (Abrasive Machine), secretary. 





DANIEL SIMONDS 


New president and chairman of the board. 














HOSE © CONVEYOR AND TRANSMISSION BELTS © PACKING 
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Selling Tools 
for ’ 


Can Your Sandpaper Source 


Match Them? 


ENGINEERING HELP 





.. that is Engineering help - and 
these AP “Grief Buster” cards 
prove it! Actual case histories that 
prove how AP Engineers and AP 
Sandpaper have meant better, 
faster or less expensive finishing 
to hundreds of manufacturers. 





FAST DELIVERY 


.. and that’s really something these 
days! AP breaks their production 
schedules so your customers won't 
have to break theirs. Call AP, and 
sandpaper comes in a hurry! 


ADVERTISING 








.. hard-hitting, aggressive! No idle 
claims here. AP proves what it can 
do with “Grief Buster” cards, in 
every issue of Factory, Mill & 
Factory, Purchasing, Modern 
Machine Shop, Products Finishing, 
Wood Products and Furniture 
Manufacturer. 


YT PACKAGING 


..No worn, torn edges -—every 
sheet of AP sandpaper you order 
is usable to the last square inch — 
because we ship in Masterpak, 
sturdy, weatherproof cartons that 
guard sandpaper from both rain 
and rough handling. 


Four good reasons why AP can make you more money on sand- 
paper in 1942! Get the details on the AP franchise today! 
Abrasive Products, Inc., 517 Pearl St., South Braintree, Mass. 


JEWELOX~JEWEL EMERY-JEWEL GARNET 
































Sales Meeting In Print 


(Continued from page 53) 











mp, JEWELITE~JEWEL FLINT~NEW PROCESS 
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Answers 


1. 5% yards or 161% feet. 

2. No, because a knot is itself 1 
nautical mile per hour, thus is a 
rate, not a distance. 

3. Either. The perch is the same dis- 
tance as the red (16% feet) or is 
used to describe 16% to 25 cu. ft. 
of masonry. 

1. 220 yards. 

5. The span. 

6. The hand is 4 in.. so a 17-hand 
horse would be 68 in. tall. 

7. The league is 3 mi.. so he’s walked 
15 mi. 

8. Actually 11% land miles, because 
the ship travels nautical miles of 
6080.2 ft. 

9. The pole is the same distance as 
the rod (16% ft.) so he is standing 
1914 ft. away. 

10. 60 ft., because the fathom is 6 ft. 

ll. 128 cu. ft.. usually considered as 
8x4x4 ft. 

12. The cable length is 120 fathoms or 
720 ft. Thus 5 cable lengths is 
3600 ft. 

13. 7.92 in. 

14. 100. Thus a chain is 66 ft. 

15. 33% in. 

16. 160 acres. A section is 640 acres. 

17. 144 cu. in. 
a l-in. beard a foot square. 

18. The area of a circle 0.001 in. in 
diameter. A million circular mils 
equals a circular inch. 


usually considered as 


19. A quarter ounce. because 8 drams 
are | oz. 

20. A sixtieth of a dram (also spelled 
drachm). 

21. A stone is 14 lb., so he weighs 
140 Ib. 

22. 1, oz. A dram of weight is se oz. 

23. 1/480 oz. troy, 1/437.5 oz. avoirdu- 
pois. There are 7000 grains in an 
avoirdupois pound, 5760 in a troy 


pound. 
24. 20 pennyweights troy. 
25. A scruple is 20 grains apothecaries 


weight and a carat is 200 milli- 
grams in measuring weights of 
precious stones. 
. 
Sam Wins a Bet 
Answer to problem on page 53 


To measure one gal., Sam filled the 
g 


| 5-gal. can from the tank. then filled the 


1-gal. can from the 5-gal. can, leaving 
one gal. So far it was easy. He then 


| poured the 7-gal. can full and filled the 


5-gal. can from it. leaving two gal. 
Still easy. The same trick. but using 
the 7-gal. can and the 4-gal. can, gave 

















RAVE YOUR GUSTOMERS BETTER 
With BROWN & SHARPE MAGNETIC CHUCKS ‘*-::-"" 


Type 
moe: 


No Wires - No Heating 
- No Operating Costs 


ga EASIER SET-UP 
Pere FOR TOOLROOMS 


. 
i Ante. 


BETTER HOLDING 
FOR PRODUCTION 


; S SIZE 
si ve. . 


RECTANGULAR 
MODELS — 


5” x 10” 
6” x 18” 


ENT WncneET Tre ri _ )  8”x 24” 
ANEN u— whi We 12” x 36” 
Tw we-on Sn VERS 0 


a  =eROTARY 
Light athe Work 1 Fa : ‘ga 9” Diameter 


MODEL — 
ining _ per Pe 
Wet Gr iy Ise Light Milling Magnetic Chucks are just one of the many ite 


\ayoull 0 al Bent profitable for dealers in the recon & Sharpe li 
Seen angen tr evidence, R. I., U.S. A. 
sale only in the U. S. A. and its Territor 


ROWN & SHARPE 
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Witt CANS 


Make new friends—Keep old ones! 


As the demands for defense bear down, WITT 
CANS and PAILS stand up, because they are 
sturdily constructed from heavy, special analysis 
steel. 

























| 
3 
| 
3 


Will outlast three to five ordinary cans. 


When you sell them you are 







supplying exceptional values. 


They are repeat-sales pro- 


Po beg tae S OCs Be 








Witt Cans and Wico Cansand 

Pails are made Pails are good qual- 

for those who ity products attrac- 
im) want the best. tively priced. 











THE WITT CORNICE CO. 


WINCHELL ST. e CINCINNATI, OHIO 






















































IMPULSE STEAM TRAP 
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him three gal.. and of course he got four 
gal. directly by filling the yellow can. 
It was just as simple to get five gal. 
using the blue can. Measuring out 6 
gal. proved a little harder, but by filling 
the 7-gal. can from the tank, then filling 
the 5-gal. can from it, he had 2 gal. 
left in the red can. Dumping the con- 
tents of the 4-gal. can, just filled from 
the tank, into the red can gave him six 
gal. in the red can. 

Sam got another breathing space on 
seven gal., since the red can measured 
it out without any fooling around. From 
then on, he had to work. First, to 
measure 8 gal.. he filled the 4-gal. can, 
pouring its contents into the blue 5-gal. 
can. Refilling the 4-gal. can gave him 
eight gal. half in the blue can and half 
in the yellow. Getting nine gal. proved 
easier, since all he had to do was to 
fill the 5-gal. can and the 4 gal. can 
from the tank. On the last lap, and 
with the possibility of winning his bet 
staring him in the face, he filled the 
5-gal. can again, and yelled “pay me!” 








Heat Leaks—Waste Floods 


(Continued from page 46) 








ple these difficulties with problems 
of installation and prevention of char- 
ring under heat, and it is easy to see 
why so much insulating material is 
85‘; magnesia, asbestos, glass wool. 
and similar materials easy to handle, 
capable of sustaining comparatively 
high temperatures, water-resisting. 
and relatively cheap, even though 
their K factor is higher than those of 
some other materials. 

Common insulating materials in- 
clude rock cork up to 150 deg. Fis 
hair felt and wool felt to 200 deg.. 
85‘. magnesia to 600 deg., asbestos 
sponge and felt to 700, and mineral 
wools to 900 deg. F. Above those 
temperatures, common insulating ma- 
terials are, of course, refractories. 
Many commercial insulating mate- 
rials are combinations, with heat- 
resisting layers nearest the hot sur- 
face, and better (and usually cheaper } 
insulating materials further out. 
Forms include powders, wools, ce- 
ments. blocks, boards, forms, ete. 

These few notes serve only as an 
introduction to the subject of insula- 
tion—about which books have been 
written. But they will give you a work- 
ing understanding of the principles 


and problems involved. 





WHAT ABOUT YoU AND 
YOUR SALESMEN? 






















ONE IN WHICH EACH ITEM CONTAINS A LARGE 
ENOUGH MARGIN TO PAY MORE THAN ITS SHARE OF 
YOUR OPERATING EXPENSES PLUS AN ATTRACTIVE 
PROFIT. 


im ONE THAT ENABLES THE SALESMAN TO HAVE MORE 
POSSIBILITIES FOR SALES ON EVERY CALL. 


QUALITY PRODUCTS THAT ARE CONTINUOUSLY 
ADVERTISED ... NATIONALLY AND LOCALLY. 


h | A LINE SO COMPLETE THAT IT INCLUDES THE ITEMS 
OF ALL OTHER MANUFACTURERS, BUT NO OTHER 
ONE MANUFACTURERS LINE CONTAINS SUCH A RANGE 
OF PRODUCTS. 


“ ONE THAT HAS THE SALES SUPPORT OF A SALES- 
S. MINDED ORGANIZATION THAT, OUT OF ITS OWN 
it- EXPERIENCES, KNOWS THE DISTRIBUTOR BUSINESS 
AND THE ANSWERS TO ITS CURRENT PROBLEMS. 


la- 
en 


rk- 


oa THEN YOU SHOULD EXAMINE THE SALES AND 
PROFITS THAT THE , DISTRIBUTOR’S 
LINE HOLDS FOR YOU. 





















“LOAD LIFTER JUNIOR” 


THREE COMPLETE LINES 
OF HEAVY DUTY WIRE ROPE 
TYPE ELECTRIC HOISTS 


“LOAD LIFTER JR.” small Low Head Room Type Hoists 
of 500 and 1000 Pounds lifting capacity operated by Push Buttons. 


ar (( mas -BOX 





“LOAD LIFTER” Most Complete line of electric hoists to be 


found anywhere — capacities 250 pounds to 20 tons in every 


Lug Suspension Hook Suspension Push Trolley 


“LOAD LIFTER” 


combination required by industry. 


“LOW HEAD ROOM” Complete line of electric hoists for 


conditions where overhead space is limited and high hook lift is 


essential. 





Lug Suspension aa Suspension Base Mounted ALL KINDS OF JIB AND BRIDGE 
CRANES — Hand or Electric 


When the call is for a Jib or Bridge Crane and Hoist, you do not 





divide responsibility with someone else — you obtain the complete 
outfit from one source ... In the Shaw-Box line are all types and 





sizes of modern, quality built, hand and electrically operated Jib 
and Bridge Cranes for use with Chain Blocks or Electric Hoists. 





Push Trolley Geared Trolley Motor Driven Trolley 


“LOW HEAD, ROOM” 








: Self-Supporting Top Braced Swinging Bracket 
Push Trolley Motor Driven Trolley Jib Cranes Jib Cranes Jib Cranes 





Top Running Hand-Geared Type Bridge 





Underhung Electrically Operated Bridge 





Top Running Electrically Operated Bridge 





















Portable Electric **BUDGIT*? HOISTS 


Since we created “Budgit’”? Hoists they have become “bread and 
butter” lines for hundreds of Distributors . . . They are the small 
portable electric hoists that are sold off the shelf .. . Their applica- 


tions are unlimited! Thousands are in use in hundreds of plants 
and in all industries. 


“BUDGIT’ TROLLEYS 


For use with “Budgit” Hoists or Chain Blocks 
there are the easy running, ball bearing, 
“Budgit” Trolleys. Each size is adjustable to 
fit a number of sizes of I-Beams. They are of 
modern, all-steel construction and are attrac- 


tively priced. 





** BUDGIT™ CRANE ASSEMBLIES 


A NEW AND EXCLUSIVE WAY TO SELL SMALL CRANES 


Shaw-Box Distributors’ customers can, nearly 
always, secure their Swinging Bracket Jibs, and 
Single Girder Bridge Cranes the same day they 
order them, by purchasing a “Budgit” Crane 
Assembly”, an I-Beam, and shaft, and complete 
the cranes themselves . . . A wide range of 
sizes and capacities can be built from each 
Re assembly. This is the new and most economical 
way to buy small cranes. 





There’s no drilling or machine work to do to complete a crane. All that’s 


needed is the assembly, an I-Beam, and a wrench. It requires less than Za ie 
an hour to complete the crane ... Each assembly contains everything : 

’ 7 3 sf ;  *Budgit’ Jib Crane Assembly” and standard package 
except the beam, or beam and shaft, required to build a crane. 


. . » Thirty six standard sizes of Jibs can be built from 
the assembly. 





* *Budgit’? Top Running Bridge Crane Assembly”, a completed  *Budgit’? Underhung Bridge Crane Assembly”, a complete 
Bridge Crane, and the standard package. Bridge Crane, and the standard package. 





THERE Is No “WRITE THE FACTORY” FOR 
PRICES ... SALESMEN QUOTE ALL PRICES 


Visual Sales 
resentation 


WHAT YOU SHOULD KNOW ABOUT THE SALES POLICY 
OF 


SHAW-BOX CRANE & HOIST DIVISION 
MANNING, MAXWELL & MOORE, INC. 


In general the sales policy is one of selective 
distribution. Some products are sold exclu- 
sively through authorized distributors; others 
through distributors, dealers, agents, and our 
own sales engineering organization. Provision 
is made so that distributors, under certain 
agreed upon conditions, may participate in the 


sale of any Shaw-Box Product. 


“Budgit” Hoists, Trolleys, and Crane Assem- 
blies are sold through Distributors and dealers 


exclusively. We do not sell these items direct. 


Long ago “Shaw-Box” recognized the impor- 
tance of Industrial Distributors in Industry, 


and therefore they have a definite place and 


Vi 


are an important factor in their sales program. 


The Distributors who already have and fea- 
ture the “Shaw-Box Distributors Line” find it 
is one of their “leaders” from the standpoint 
of gross volume, high gross profit, and rapidity 


of turnover. 


An important division of Manning, Maxwell 
& Moore, Inc., is their Mill Supplies Division 
at Jersey City, N. J., — one of the larger 
Industrial Distributors in the East. Therefore, 
the distributor’s problems are known from our 
own experiences. Hence, ‘“Shaw-Box” Market- 
ing plans have been developed to meet the Dis- 


tributor’s problems that we know do exist. 


SKEGON, MICHIGAN 
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IF THE OLD-TIME COUNTRY PEDDLER 
ONLY ONE ITEM TO SELL HE AND HIS HQ 
PROBABLY WOULD HAVE STARVED TO DEAT 


























YNT SELL SILK HE OFFERED COTTON... IF 
T SELL COTTON HE PRESENTED WOOL... IE 
( SELL WOOL HE SHOWED THEM FLANNEL... 


IG SOMETHING BEFORE HE LEFT/ 
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“4, == 
SALESMAN WITH THE S42@“/42% LINE 
AT LEAST ONE ITEM THAT THOSE 
LIFT AND MOVE LOADS MUST HAVE 





j ‘& ; , , ; 
, 1.727 j f 7} & FA i" wy 4712) i 
if ‘ i { f » & { hd {Jf If } / / J hil A } Pd / jf j ‘ P 


THEREFORE HE PROFITS 
FROM EVERY CALL 
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The name “Shaw-Box” on a crane, hoist, or any overhead material 
handling device is the certificate of its high quality and the more than 
60 years experience in this specialized field back of its development. 
You will find this name on hoists as small as 250 pounds lifting capac- 
ity, and also on huge overhead cranes that will lift 450 tons . . , The 
“Shaw-Box” line is the most comprehensive, in this field, of any one 

manufacturer. 
Below are listed the principal standard “Shaw-Box” Products and the 
catalog numbers in which each is displayed. These catalogs are avail- 


able to those interested free. 


PORTABLE ELECTRIC *“sBUDGIT” HOISTS 


List of sizes, specifications, prices, and many money saving installations are shown in 
BULLETIN NO. 348. 


“LOAD LIFTER JUNIOR” ELECTRIC HOISTS 


Complete information about these small low head room, heavy duty, wire rope hoists is 
couitnletet OE i625 2 2 OS Pe EORRELRTIN NO. 347A: 


“LOAD LIFTER” ELECTRIC HOISTS 


The construction advantages, illustrations of many applications, and complete list of 
sizes (250° pounds to 20 tons) in which these hoists are available are featured in 
CATALOG NO, 350. 


HAND OPERATED CRANES OF ALL TYPES 


Illustrations, specifications and outline dimensions of many types of hand operated Cranes 


ee RPT ee er a ee ee Pe eR ee a Te VE 


“BUDGIT CRANE ASSEMBLIES” 


Complete information about the assemblies and lists of sizes of cranes that can be built 
from éach assembly are in . . ... =.=. =. =. +. =. + «. BULLETIN NO. 349. 


ELECTRIC TRAVELING CRANES OF ALL TYPES 


Outline Dimensions, specifications, illustrations and much technical information of three 
standard lines of cranes are contained in . . CATALOGS NOS. 202-B, 211-A, 212. 


SPECIAL PURPOSE CRANES AND EQUIPMENT 


Special purpose equipment for railway and other shops is illustrated in ee om 
CATALOG NO. 210-A. 


PRINTED IN U.S.A. 











WHAT ABouT You AND 
YOUR SALESMEN? 


























ONE IN WHICH EACH ITEM CONTAINS A LARGE 
ENOUGH MARGIN TO PAY MORE THAN ITS SHARE OF 
YOUR OPERATING EXPENSES PLUS AN ATTRACTIVE 
PROFIT. 





a ONE THAT ENABLES THE SALESMAN TO HAVE MORE 
pl POSSIBILITIES FOR SALES ON EVERY CALL. 





; QUALITY PRODUCTS THAT ARE CONTINUOUSLY 
p ADVERTISED ... NATIONALLY AND LOCALLY. 


A LINE SO COMPLETE THAT IT INCLUDES THE ITEMS 
OF ALL OTHER MANUFACTURERS, BUT NO OTHER 
ONE MANUFACTURERS LINE CONTAINS SUCH A RANGE 
OF PRODUCTS. 


ONE THAT HAS THE SALES SUPPORT OF A SALES- 
MINDED ORGANIZATION THAT, OUT OF ITS OWN 
EXPERIENCES, KNOWS THE DISTRIBUTOR BUSINESS 
AND THE ANSWERS TO ITS CURRENT PROBLEMS. 


THEN YOU SHOULD EXAMINE THE SALES AND 
PROFITS THAT THE DISTRIBUTOR’S 
LINE HOLDS FOR YOU. 





THERE Is No “WRITE THE FACTORY” FOR 
PRICES ... SALESMEN QUOTE ALL PRICES 


Visual Sales 
resentation 
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WHAT YOU SHOULD KNOW ABOUT THE SALES POLICY 
OF 


SHAW-BOX CRANE & HOIST DIVISION 
MANNING, MAXWELL & MOORE, INC. 


In general the sales policy is one of selective 
distribution. Some products are sold exclu- 
sively through authorized distributors; others 
through distributors, dealers, agents, and our 
own sales engineering organization. Provision 
is made so that distributors, under certain 
agreed upon conditions, may participate in the 


sale of any Shaw-Box Product. 


“Budgit” Hoists, Trolleys, and Crane Assem- 
blies are sold through Distributors and dealers 


exclusively. We do not sell these items direct. 


Long ago “Shaw-Box” recognized the impor- 
tance of Industrial Distributors in Industry, 


and therefore they have a definite place and 


are an important factor in their sales program. 


The Distributors who already have and fea- 
ture the “Shaw-Box Distributors Line” find it 
is one of their “leaders” from the standpoint 
of gross volume, high gross profit, and rapidity 


of turnover. 


An important division of Manning, Maxwell 
& Moore, Inc., is their Mill Supplies Division 
at Jersey City, N. J., — one of the larger 
Industrial Distributors in the East. Therefore, 
the distributor’s problems are known from our 
own experiences. Hence, “Shaw-Box” Market- 
ing plans have been developed to meet the Dis- 


tributor’s problems that we know do exist. 

























PRODICTS 


The name “Shaw-Box” on a crane, hoist, or any overhead material 
handling device is the certificate of its high quality and the more than 
60 years experience in this specialized field back of its development. 
You will find this name on hoists as small as 250 pounds lifting capac- 
ity, and also on huge overhead cranes that will lift 450 tons . . . The 
“Shaw-Box” line is the most comprehensive, in this field, of any one 
manufacturer. 


Below are listed the principal standard “Shaw-Box” Products and the 
catalog numbers in which each is displayed. These catalogs are avail- 
able to those interested free. 


PORTABLE ELECTRIC “BUDGIT” HOISTS 


List of sizes, specifications, prices, and many money saving installations are shown in 
BULLETIN NO. 348. 


“LOAD LIFTER JUNIOR” ELECTRIC HOISTS 


Complete information about these small low head room, heavy duty, wire rope hoists is 
emtiniaiee MR Fee a2 S OS SEIS ON ER PORT OS SUELETIN NG. 347K: 


“LOAD LIFTER” ELECTRIC HOISTS 


The construction advantages, illustrations of many applications, and complete list of 
sizes (250 pounds to 20 tons) im which these hoists are available are featured in 
CATALOG NO, 350. 


HAND OPERATED CRANES OF ALL TYPES 


Illustrations, specifications and outline dimensions of many types of hand operated Cranes 
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“BUDGIT CRANE ASSEMBLIES” 


Complete information about the assemblies and lists of sizes of cranes that can be built 
from each assembly are in . . ... =... =. + =. +. « BULLETIN NO. 349. 


ELECTRIC TRAVELING CRANES OF ALL TYPES 


Outline Dimensions, specifications, illustrations and much technical information of three 
standard lines of cranes are contained in . . CATALOGS NOS. 202-B, 211-A, 212. 


SPECIAL PURPOSE CRANES AND EQUIPMENT 


Special purpose equipment for railway and other shops is illustrated in . . . . . . 
CATALOG NO. 210-A. 


PRINTED IN U.S.A. 




















Something New To Sell 


(Continued from page 47) 








drills, reamers, etc. The grinding ma- 
chines will need grinding wheels.” 
he said. 

For this type of plant, the new plan 
assists in the solution of today’s No. | 
problem — obtaining the materials 
needed for production. As a result. 
M. M. & M. customers have been more 
than receptive to it. Further, the plan 
eliminates the placing of a multi- 
plicity of orders which are simply 
repeated each month. and tends to 
free the buyer for concentration on 
the hard-to-get materials. Nowdays 
industrial executives greatly ap- 
preciate any development which 
reduces paper work. 

For the distributor, the plan per- 
mits a more accurate anticipation of 
quantities required, and allows him 
to place his orders on his manufac- 
turing sources farther in advance. It 
also acts as another solution to the 
industry's small-order problem. 

For the salesman, the plan provides 
a new service to sell—scheduled de- 
liveries of future requirements. It 
enables him to tie up business for as 
much as six months on an item. so he 
can turn his selling energy to other 
items. It helps him to get through the 
purchasing department to the pro- 
duction or planning department 
where future requirements are deter- 
mined in a big industrial plant. The 
latter is especially important where 
big defense contracts are involved: 
the Automatic Expeditor opens doors 
to the planning department for him 
long before the purchasing depart- 
ment has concerned itself with quan- 
tities of industrial supplies which will 
he needed six months hence. The 
awarding of a big defense contract is 
the cue for the salesman to endeavor 
to get through to the planning de- 
partment with his Automatic Ex- 
peditor. 

“We are selling this as a Plan,” 
Mr. Kelley says, “not just as a way 
of obtaining an order. If the Plan is 
properly explained and sold. the 
orders will automatically follow.” 





SEASONS 
GREETINGS 


AND 


OUR STORY 


FOR 


1942 





Manufactured by G. W. GRIFFIN CO., Franklin, N. H. 


To Industrial Distributors and their men we send our Best Wishes for 


the Holiday Season. 


For 1942 our message is this—GRIFFIN HACK SAWS will be sold 
through Distributors with full cooperation from us. The line will be 
complete, a blade for every job and GRIFFIN High Quality that has 


always satisfied the user will not be lowered in any way. 


You can continue to depend on GRIFFIN BLADES. 


General Sales Agents 


JOHN H. GRAHAM & CO. INC. 
105 DUANE ST. NEW YORK CITY 
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“personalized Gitention to your: re- 


Because there's no line of industrial 


rubber products more complete than 
Thermoid’s ... . 


. because you get the advantage of 
Sqvirements ... _ 
cause the tradition of Thermoid 


is backed hy over 60 years” 
lence eee a 3 
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Thermoid: en are sales 4 
equipped te help Thermoid | ° 
solvetoday’s problems... © 


because” oid helps distributors —— + 
to dev growing volume of ~— * 
business af ctive profit... 4 
“ a . 





MILL SUPPLIES ¢ DECEMBER, 1941 
















































In these difficult days, Thermoid is carrying a double 
xe burden: the needs of Defense, plus the requirements 
es of regular business. 


Defense comes first, of course, and we know that our 
friends want it that way. We are doing our utmost to 
keep our Defense work on schedule, both on direct 


* ~~ 


Government orders and on sub-contracts. 


Nevertheless, we are of course maintaining the dis- 
tributor policy which has meant so much to Thermoid 
Distributors. We have undertaken new market research 
and product development work—we are installing new 
equipment—in anticipation of tomorrow’s problems as 
well as for today’s needs. 


We keenly regret that on some occasions we cannot 
offer the same service on which we have aiways 
prided ourselves. We hope that this period will be 
brief... that the end will justify these means. In any 
event, you can be certain that Thermoid’s primary 
concern lies in our distributors’ interests, and in helping 
them maintain a profitable volume of business — now 
and in the days fo come. 








7 

i THERMOID’S LINE INCLUDES: 
j tn Complete V-Belt Drives « Fiat Transmission Belting * Conveyor Belting * Elevator Belting * Wrapped and Molded Hose 
y ba Sheet and Rod Packings Industrial Brake Linings and Friction Products * Rubber Covered Rolls « Pulley Lagging 
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x thermo « 


RUBBER 


DIVISION OF THERMOID CO.—TRENTON, N. J. 
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Proven Best By TEST 


The “MOLY” 

Alloy Grade. The 

finest shovel made. Blade 

of special Molybdenum 

steel precision tempered 

Brinnel tested. XXX grade se- 

lected, thoroughly seasoned North- 
ern White Ash Handle 


The ‘BIG FIST Alloy Grade 
The champion of all coal 
scoops. Blade of special 
manganese alloy steel 
precision tem- 
pered Brinnel 
tested. XX grade 
selected, thoroughly 
seasoned Northern White 

Ash Handle 


The “STUART' “B" Grade 
High quality medium cost 
Blade of high carbon 

steel heat treated 

Brinnel tested 

X grade thoroughly 

seasoned Northern 

White Ash Handle 
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Got A Holding Problem? 


(Continued from page 42) 








held accurately for a whole series of 
operations under the same spindle. 
Such units may also be equipped with 
friction drives for tapping and with 
arrangements to permit a tap or 
reamer to “float” into the center of 
a hole. Or the desired collets them- 
selves may incorporate the friction 
and/or floating elements. 

In almost all cases, chucks have 
hardened wearing parts, and more ex- 
pensive types incorporate ball bear- 
ings to reduce friction in operating 
the sleeve. 

In addition to previously men- 
tioned types, there are a number of 
more specialized chucks, principally 
those designed for close clearances 
in multiple-spindle operations. These 
usually have very compact bodies and 
are wrench operated, normal restric- 
tions on irregular exterior contours 
not applying in this service. There are 
also chucks for use on lathe or screw- 
machine headstocks (some threaded 
directly to the spindle), hollow so 
that bar stock may be passed through 
them as required. Similar units for 
a lathe tailstock permit round work 
to be turned without centering, bronze 
jaws in the chuck providing a bear- 
ing for the work. 

With such a variety of types avail- 
able, chucks are applicable on lathes, 
drilling machines of all kinds, auto- 
matic screw machines, turret lathes, 
millers, and die sinkers. Thus your 
market includes every machine shop, 
in the metal-working industry or out 
of it—plus garages, service stations, 
institutional and school shops—and 
last but not least hobbyists. But not 
until the defense program is relaxed! 





Detour From Inflation 
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man power. Is there any question 
but that the relief bureaus, which 
were organized to help those who 
could not find employment, should 
now be discontinued or greatly re- 





'HALLOWELL policy today 


/nsures your sales tomorrow: 


PROTECTED TERRITORY HALL()WELL 


SHOP FURNITURE OF STEEL 


Fig. 928 STANDARD 
STOOLS and CHAIRS BENCHE 


Fig. 1334 


gi 
EXPERT COOPERATION "" 
= from our staff of experienced shop fur- f ~ 
niture 
PAT'D. & 
PAT'S. PENDING 
DRAWER IS EXTRA 


TRUCKS 





FOREMEN'S DESKS 


xq * SF GOOD PROFITS Fig. 754 Fig. 1740 
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+ y \ ADVERTISING CABINETS Fig. 1748 
a ~ iw several dozen trade maga- 
zines paving the way for still — 
more saies!| 
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Other “Hallowell” Shop Equipment includes 5 if A n D A a D p K i S § t D § T € . L ( 1) 


Steel Lift Truck Platforms, Steel Shaft JENKINTOWN, PENNA. BOH 519 


Collars and ‘‘Pioneer’’ Steel Shaft Hangers 


BOSTON ~ DETROIT ~ INDIANAPOLIS - CHICAGO - ST LOUIS + SAN FRANCISCO 
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QUESTION. WHERE CAN THESE 


ROTARY PUMPS BE SOLD? 


ANSWER. Wherever Liquid Free 


from Grit or Solids is Pumped whether 
by hand or power. 


Why sell Roper Rotary Pumps? Sim- 
ply because they deliver the per- 
formance that counts. They do this 
because of design and construction 
—users get larger capacity with 
lower power consumption—higher 
efficiency that means savings—ease 
of installation and operation — com- 
pact design that saves space — 


rugged construction that means long maintenance 
free service—smooth delivery that is always im- 





portant—uniform quality in every pump—and many other benefits that mean 
economy to the user and increased profitable sales for you. 











Write today for complete information on 
the opportunities for sales of Roper Rotary 
Pumps. Learn why it is the profitable line 


to sell. 


Get the facts on the 
new ROPER ‘'Hydrauli- 
cally Balanced'' 
PUMPS. Catalog No 
942 tells the complete 
story—Send for it now. 


GEO. D. ROPER CORP. 


ROCKFORD, ILL. 





The Oj! Industry 
uses Ropers on tank 
trucks and barges 
in bulk stations, and 
refineries. A Roper 
is seen here refuel- 
ing a transcontinen- 
tal plane. 


Diesel 


Users of 


engines need Roper Rotary 


Pumps for transferring fuel oil and lubricating oil. 


ROPER / Ketary PUMPS 
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Since 1657 


MILL SUPPLIES © DECEMBER, 1941 





duced? I refer particularly to the 


WPA, CCC, and NYA. 


Cut NYA, CCC and WPA 


On May 15, I suggested this to the 
Committee on Ways and Means of 
the House. At that time, the NYA 
had a budget of 99 million dollars. A 
few days laters, its appropriation was 
increased to 160 million dollars, and 


| it now claims to be a defense organ- 
| ization. 


| 


At Washington, I also suggested 
the elimination of the CCC, the 
budget for which is 265 million dol- 
lars. With the expected shortage in 
labor, there surely is no need for a 
relief organization to provide jobs 
for young men of draft age. Imagine 
my surprise later to find an expensive 
moving picture, produced by profes- 
sionals at Government expense and 


| shown in leading theatres throughout 


the country, seeking to convince 
people that the CCC is a defense or- 
ganization. And now in my own state 


of Arkansas, the CCC 


is holding free 


| barbeques to get sufficient enrollees. 





All that has a defense value in the 
WPA, the NYA, and the CCC should 
be taken over by the War Department. 
Then the WPA could be greatly re- 
duced, and the NYA and CCC should 


be eliminated at once. 


Recommends Specific Reductions 


I am herewith submitting an item- 
ized list of reductions in non-defense 
expenditures by which two billion 
dollars could be paved without caus- 
ing suffering to anyone. I submit 
these items in three groupings: 

1. Those which I believe should be 
entirely eliminated for the duration 
of the present emergency: 

CCC budgeted at.... $265 million 
NYA appropriation.. 160 million 
Non - high- 


ways budgeted at. . 


military 
161 million 
Soil Conservation 500 million 

RL oe $1.086.000,000 

2. WPA, estimate for 1942, $1,- 
034,000,000, should be reduced 75% 
to save $775,500,000 

3. Those which I believe should be 
reduced one-half: 
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VAN DORN Makes the CORRECT Drill Model 


For Every DEFENSE Drilling Operation 


YAN DORN distributors can help serve Defense 
needs, by providing industry with the exact Van 
Dorn Electric Drills to speed work on every type of 
production drilling operation. Your complete Van 
Dorn line includes 30 Portable Electric Drill 
models, ranging from the tiny, feather-weight 36” 
Hornet, to the brute 12” Heavy Duty Drill and 
Reamer. Whether your customers drill parts for 
delicate instruments, or ream plates for battleships 
—you can provide the correct Van Dorn Drill to 
step up drilling output in every defense activity. 


PORTABLE 


Feature the fact that Van Dorn Tools are outstand- 
ing for power, speed and long life. Emphasize that 
with Van Dorn Tools in their plant, customers can 
obtain prompt repairs and service from Van Dorn’s 
26 factory-owned branches located coast-to-coast— 
a “plus” service that helps to prevent costly produc- 
tion delays. You can render a genuine service to 
Defense, if you'll stress the advantages of Van Dorn 
Electric Tools to plants in your territory. For fur- 
ther information write to: The Van Dorn Electric 
Tool Co., 717 Joppa Road, Towson, Maryland. 


(DIV. OF BLACK & DECKER mFG. CO.) 


ELECTRIC TOOLS — 
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In Fairbanks Renewable-Seat Bronze Globe Valve 
your customers get valuable extra features that make dollars 
go further. 


For instance, look at the ground radial seat between body 
and bonnet. This assures perfect alignment of parts when 
valve is taken apart for replacement of dise and guarantees 
a tight body joint after every assembly. It also eliminates 
sliding and scraping of the surface of seat, therefore in- 
creases the life of valve. 

The slide-on dise holder makes it easy to change dise while 
valve is on the line. Guides on dise holder prevent binding 
or sticking regardless of position of valve. 

Protected top seat, above stem threads, seats tightly on 
bonnet when valve is opened for repacking under pressure 
and eliminates pitting and scoring. No sediment can reach 
this point to prevent tight closing. 

Heavy rolled-bronze stem has an aver- 
age strength of 65,000 Ibs. per sq. in. 
More than five Acme threads are always 
in contact with bonnet, insuring easy 
operation and reducing wear on stem. 

Write for catalog No. 21 and our 
interesting offer to distributors, 


THE FAIRBANKS COMPANY 
19 East 4th Street, New York, N. Y. 
Boston, Mass. * Pittsburgh, Pa. 
Factories: Binghamton, N.Y. * Rome, Ga. 








airbanks 


Standard and Renewable 


Valves 
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1942 Approximate 
Budget Estimates 


River. harbors. and 

flood control ..... $121.000.000 
National Park  im- 

provements ...... 10,000,000 
Forests and Trails... 10,000,000 
Rural rehabilitation. 66,000,000 
Food stamp plan. . 100,000,000 
Export bounties..... 100,000,000 
Publicity and Frank- 

Pere tT pre 39,000,000 
Refugee Relief...... 18,000,000 

eee $464.000,000 
One-half to be re- 

duced equals..... $232,000,000 

Final total....... $2,093,500,000 


1 know that organizations in all 
sections of the country are seeking 
increased expenditures in Washing- 
ton, but if the federal government 
would immediately and sincerely un- 
dertake to set an example of thrift 
and economy, | believe the entire 
nation could be led to do likewise. 


Arouse Public Opinion 


Our only hope is to arouse general 
public opinion, which must be done 
at once. We are in a democracy, and 
it is the voice of the people which 
should be heard. However, President 
Roosevelt has stated that reductions 
could be made. Secretary Morgen- 
thau suggested reductions of at least 
a billion dollars in non-defense ex- 
penditures. A Congressman in talk- 
ing to me recently said “Nearly all 
believe that $2,000,- 


Congressmen 


000.000 could and should be reduced 


from non-defense expenditures. But 
Congressmen are not going to make 


| the reduction because they do not be- 


| 
| 
! 
i 
| 
| 
| 
| 


lieve that the general public would 
support it.” 

I am so vitally concerned in this 
matter that I hope you will pardon 
me if I suggest something specific 
that I believe this Association can do 
immediately. 

1. Go on record regarding the im- 
portance of immediate nation-wide 
economy, and so inform President 
Roosevelt and your Congressmen. 


2. Urge other groups to do like- 
wise. 
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YES SIR! GIVE ME A “TOLEDO” STOCK 
AND JUST LEAVE THE REST TO ME 


Ask the users of pipe tools and you will find a preference for 
“TOLEDO” stocks and dies. 


Proof of this is easily noted by the tremendous unsolicited demand 
for “TOLEDOS” on National Defense projects. 


“TOLEDO” is constantly striving to fill this unprecedented demand 
and we regret that in many instances we have been unable to take 
care of our old customers as we would like to. 


“TOLEDO” tools are playing a major part in the defense of America. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO NEW YORK OFFICE, 502 NO. 2 RECTOR STREET BLDG. 
“TOLEDO 
TRADE osTuED 


8 mr orras 
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Easy to sell 
the best 


When your salesmen sell Shafer 
Concavex Self-Aligning Roller 
Bearings, they have something to 
sell. Exclusive design providing 
integral self-alignment plus extra 
capacity for combined radial- 
thrust loads answers the demands 
of most all bearing requirements. 
Engineering department ready 
with expert help. Advertising 
cooperation in leading industrial 
magazines stimulates sales. 


Send for Catalog No. 15 





SHAFER BEARING CORPORATION | 


35 E. Wacker Drive, Chicago, Illinois 
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Compressed Air Institute 
Announces Prize Contest 


The Compressed Air Institute an- 
nounces a nation-wide contest, starting 
Dec. 1 and running for six months, for 
articles acceptable for publication in 
technical journals. Fourteen cash 
awards will be given. These comprise a 
first prize of $100; three $50 prizes and 
ten of $25, and as many additional 
awards of $25 as there shall be con- 
testants who submit material acceptable 
for use in technical journals. 

Virtually no restrictions are placed 
upon the eligibility of contestants. Dis- 
tributors, distributor salesmen, or their 
customers may compete. Nor is the sub- 
ject matter of their presentations lim- 
ited other than it be concerned with 
some use or phase of compressed air. 
The contest is open to any employee of 
any organization using or associated 
with compressed air in any department. 
The only exceptions are executives of 
companies comprising the Institute. 

Institute members state they antici- 
pate entries from a wide range of con- 
testants since compressed air is used 
industrially in so many ways. Men with 
technical training will be interested be- 
cause the subject is well suited for such 
On the other hand thou- 
sands of workers who use pneumatic 
equipment of some kind every day, will 
want to tell what they know about it. 
The latter group need have no hesitancy 
in entering the contest since the rules 
explicitly state, “Skill in writing, gram- 
matical construction or excellence in 
English will have no particular weight 
in awarding prizes.” 

Articles submitted are to be judged 
according to the usefulness to the in- 


discussion. 





A customer has the floor at Samuel Harris 
& Co. booth. R. J. Oecetjen (left), Sam 
Clark and Andy Fowler (back to camera) 
are enjoying the tall tale. 
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dustry of the idea submitted; the origi- 
nality of the text; the value of the text 
to the greatest number of industries 
and the technical accuracy and com- 
pleteness with which the subject is 
treated, 

Subject matter may deal with any- 
thing of particular interest to the com- 
pressed air industry. Any phase or 
aspect of compressed air application 
may be treated, including its produc- 
tion, transmission or uses. Any type of 
pneumatic process or equipment may be 
described, including all kinds of pneu- 
matic tools, air hoists and motors, rock 
drills, and air compressors of any type. 
Any process using compressed air alone 
or in combination with other power will 
be suitable material on which to base 
an article for the contest. 

All contest presentations be mailed 
to C. C. Rohrbach, secretary, Com- 
pressed Air Institute, 90 West St., New 
York City. 


Distributors Participate 
In Chicago Show 


Despite the pressure of production 
and priorities problems which are de- 
manding the close attention of plant 
men these days, approximately 10,000 
turned out for the thirteenth annual 
Products Exposition held at the Hotel 
Sherman on November 12-13. Show is 
a yearly affair sponsored by the Pur- 
chasing Agents Association of Chicago. 

Among the 94 companies who par- 
ticipated in making the affair a success 
were ten of Chicago’s prominent indus- 
trial distributors. Manufacturers’ repre- 
sentatives cooperated with distributor 
salesmen in manning the booths and 


DE 
Took & suPPLY CO 
CHICAGO 


This proves that the Pedersen boys turn 
out in force for the Chicago P. A. Show. 
Left to right: Will Pedersen, Roy Pedersen 
and Louis Pedersen. 
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Sity’s urgent need! 





NUCUTS’ greater output a life-saver to your 


customers,—particularly where minutes count! 


Ciean filing . . . true filing . . . smooth, speedy filing,—and longer file-life! 
Here, in a few words, is the contribution that NUCUT “Wavy Teeth” Files 
are making right now to help industry in its production race against time. 


Modern design is the reason! NUCUT Files have two kinds of file teeth,— 
coarse and fine. Precisely angled and scientifically positioned in wavy 
rows, these teeth give two kinds of cut. First, a deep, clean bite. Then, a 
leveling action. The result is more metal with each stroke... and a 
smooth surface as well! 


Write today for facts on how you can serve industry better with NUCUT Files. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. Newcomerstown, Ohio 


HELLER FILES 








NUCUT FILE FACTS 


Removes more metal ® Cuts 
faster—leaves smoother finish 
@ Clogs less — frees more 


quickly @® Tougher — lasts NUCUT FILES 
longer © ONLY File with 
patented ‘‘Wavy Teeth’’ fea- for your 
ture ®@ Positive and complete 

customer's 


identification — Heller Code 
every job! 





Symbols on every NUCUT file 
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TODAY—and 
TOMORROW 


In the service of the nation, new 
type of tent for the Quartermaster’s 
Corps of the U. S. Army. These 
tents are completely equipped with 
U-W Wire Rope, Meals Rope, 
Tackle Blocks, Shackles, Thimbles, 
and Clips. 


U-W Products are being used daily 
by the U. S. Army, Maritime Com- 
mission, U. S. Navy, Coast Guard, 
Submarine Mine Shepene, Marine 
Corps, Air Corps, U. S. Engineers 
Panama Canal, Proving Grounds 


and Arsenals. 





The constantly growing use of 
U-W Products during this Na- 
tional Emergency means much 
to us—and to our distributors. 

Continual improvement 
and expansion of product 
lines to meet the demand 
of new type ships, trucks, 


tanks, and other modern 


defense machines. 


Additional capacity—new 
buildings — machinery 


and other facilities to 


speed up deliveries to the 


limit. 


TODAY—that increased ca- 
pacity is ‘all out” for defense 
—and that means “priorities” 
—so vitally necessary to secure 
which U-W 


the steel from 


products are made. 


TOMORROW — wherever 
these ships and trucks and other 
machines equipped with U-W 
products are stationed — they 
are building a “Good Will” 


line for you. 


THE UPSON-W ALTON COMPANY 


CLEVELAND, OHIO 
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demonstrating the equipment. 

One of the show’s three major awards, 
first prize for Most Informative Booth, 
went to a distributor—Boyd-Wagner 
Co. Other Chicago houses displaying at 


the show were: Barrett-Christie Co., 


Charles H. Besly & Co.; Crerar, Adams 
& Co., Great Lakes Supply Corp., Sam- 
uel Harris & Co., O. Iber & Co., B. R. 
Paulsen & Co., Pedersen Bros. Tool & 
Supply Co., and Sterling Products Co. 





Ed Tentinger looks after the ladies while 
Andy Anderson gives forth for the O. 
Iber Co. 





Ivar Hall and Ross McKinstry (center), 
both of Sterling Products Co., bring a cus- 
tomer into the limelight emanating from 
the lighting equipment display featured in 
the Sterling exhibit. 





Three of Charlies H. Besly's up-and-coming 


salesmen, Harold "Bud" Appleton, Bill 
Kehoe and Jack LeBeau get a taste of show 
crowds. 





ng 
Bill 
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CONFIDENTIALLY 


MR. INDUSTRIAL DISTRIBUTOR SALESMAN 


Did you sell a minimum of $1595.23 worth of Lyon Shop 
Equipment in November? If not, you are missing one 


of the big opportunities of the present defense period 


LYON METAL PRODUCTS, INCORPORATED 
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* THERE'S A BELMONT PACKING FOR EVERY SERVICE x 








Now, when every production minute has an increased value, no plant can 
afford to have unnecessary delays and equipment failures caused by inade- 
quate packings. That's why it is important to pack with Belmont—the packings 
that are pre-planned for service. 

Below are two of the many Belmont Packings especially made for Oil Ser- 
vices, packings that will perform their tasks faithfully—even under the strain 
of 24-hour-day operations. Both Belmont 6100 and 189 are made from selected 
high grade asbestos yarn, braided, and treated with an exclusive lubricant for 
ultimate wear and greater efficiency. 

The complete line of Belmont Packings (for all types of services) is illustrated 
and described in detail in Belmont Catalog No. 40. Write for a FREE copy 
on your company letterhead today! Any Belmont distributor will be glad to 
show you samples and help you with your particular packing requirements. 


BELMONT 


PACKINGS 


This is one of a new 

















series of advertisements 
on Belmont Packings. Ap- 
pearing in leading busi- 
ness publications every 
month, this s@ries will 
make new friends and 


new customers for you. 


atures: 


THE BELMONT PACKING & RUBBER COMPANY 
* BUTLER AND SEPVIVA STREETS » PHILADELPHIA, PA. * 
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Distributors Participate 
In Chicago Show 





Bob Paulsen (center) catches on to the 
proper show technique quickly. G. A. 
Henderson (left) of Simonds Saw & Steel 
Co. and Earl Paulsen (right) were on hand 
to coach Bob. 





No Chicago P. A. Show would be a com- 
plete success without the presence of the 
Barrett-Christie boys. Here they are, left 
to right: R. Lee, Harry Barrett, R. B. Jones 
(Victor Saw), Jim Christie, S. F. Witt (New 
Bedford Cordage), and Bob Christie. 





F. S. Baldwin and W. H. Warner swap 
stories during the supper recess in the 
Great Lakes Supply Corp. booth. 


Ford Lamb Dies, Founded 
Tool Engineers’ Society 


Ford R. Lamb, Executive Secretary, 
Past President, Charter Member and for 
years guiding spirit of the American 
Society of Tool Engineers, died at his 
home in Pickney, Mich.. on Sunday, 
Oct. 26th, at the age of 50. 








UMI 


Merry Christmas! 


. IT CAN HAPPEN HERE! 


In a war torn world where Christmas in many lands will be a hollow 


mockery, we at this time are happy that “Merry Christmas” can and 
will happen here. 


We, the American Saw & Mfg. Co. extend to you, our customers and 
prospects, Merry Christmas plus our Sincere Thanks and Apprecia- 
tion for the many Courtesies shown us. 


Our message for 1942 is—We are ’’All Out” for National Defense. The 
LENOX Plant is equipped with modern up to the minute machinery 
and tools, the best. The men inside are well trained experienced Saw 
makers working at top speed. We are planning in every way to get 
Hack Saws and Band Saws to you. We will continue to give you the 
same Quality, Protection and Co-operation as in the past. You can 
always satisfy your trade with LENOX. 


THE AMERICAN SAW & MFG. CO 


SPRINGFIELD, MASS 





‘The Blade in the Plaid Box” 
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The two riggers shown above are 
working 460 feet above the Sacra- 
mento River at Shasta Dam, Cali- 
fornia. They might look like men 
who take long chances, but they 
don’t. They are cool headed, experi- 
enced and sure of themselves. They 
insist on equipment they can be sure 
of. They get it too, as you will note 
by the CROSBY CLIPS they are put- 
ting on the cableway. 


Riggers everywhere know about the 
six decade safety record of - - = 


iENUINE CROSBY 
They know about their correct grip- 
ping design, drop forged steel con- 
struction and thick armor of zinc put 
That is 
why it is easier — and more profit- 
able — to sell Genuine CROSBY 
CLIPS. 


rir trie 
LLIP 


on by the hot dip process. 


Y a | 


AMERICAN HOIST 
ae ee 


ST. PAUL, MINN. 


CHICAGO NEW YORK 


AMER AN TERRY DERR * 
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$1,500 A DAY MAN. John E. Purcell, sales- 
man of Kasper & Koetzle, is seen here, at 
the left, loading supplies into his car 
needed to complete defense equipment. A 
ship with an operating maintenance cost of 
$1,500 per day is standing by for the 
equipment, and will sail, as soon as it can 
be loaded. At the right, W. F. Koetzle, 
| purchasing agent, checks a portion of the 
small, but vital order. This unposed snap- 
shot illustrates the fact that the distributor's 
knowledge of where to obtain goods, is | 
saving golden minutes for America's de- | 
fense today. 


Rowe of Johns-Manville | 
| Retires at 72 


Frank W. Rowe. general purchasing 
agent of Johns-Manville Corp. for the 
past 23 years, is among the first to retire 
under retirement 
plan. it was announced last month. Mr 


the company’s new 


Rowe’s retirement was announced with | 
those of eleven other veteran employees 

in plants and offices throughout the 

country. 

joined Johns- 

Manville in 1914 after serving as a pur- | 
chasing agent for the General Electric 

Co. In 1937 he relinquished his post as 

General Purchasing Agent for reasons 

of health and became Purchasing Con- 

sultant for the company. 

Mr. Rowe was an organizer of the 
Purchasing Agents Association of New 
York and a regional vice president of | 
the National Association of Purchasing 
Agents. 


Mr. Rowe. who is ‘tae 


Hygrade Sylvania Corp. 
To Build New Tube Plant 


A new radio tube plant is to be con- 
structed for the Hygrade Sylvania Corp. 
at Montoursville (Near Williamsport ) 
Pa. This plant will be in addition to 
the one now under construction for the 
manufacture of fluorescent lighting at | 
Danvers, Mass. The Montoursville plant | 
is on a l6-acre tract of land and will 
have approximately 50.000 sq. ft. of | 

floor space. 500 people will be em: | 
’ ployed. 
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AMERICAN 
STANDAR 








WIRE 
ROPE 


Blocks & Sheaves 


offer the necessary 
dependability for 
today’s fast production 





than American Heavy 
Duty Sheaves, but are 
many times stronger 
than they would need 
to be for the class of 
work for which they 
are sold. 

These two items 
equip you for some 
very profitable 
business. 


The important fac- 
tors in block con- 
struction that make 
for maximum safety 
and efficiency are 


found in these 
blocks. They are 
sufficiently strong 


and rugged to more 
than exceed the re- 
quirements of the 
average run of con- 
struction and gen- 
eral industrial uses 
to which they may 
be put. 

American Standard 
Wire Rope Sheaves 
are designed and 
built for the aver- 
age run of hoisting 
work. They are 
lighter in weight 





AMERICAN HOIST 
& DERRICK CO. 


cuicaco ST. PAUL, MINN. new vorx- 


AMERICAN TERRY DERRICK 


CO. South Kearny, N. J 
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EXTREMELY POWERFUL 
Develops the necessary pressure 
to embed the hooks flush in any 
kind of belt and clinch the 
points to make them stay em- 
bedded. 


EASILY CARRIED 
Where a portable lacer is de- 
sired, the Clipper No. 9 can 
easily be taken to the belt. 

















Laces belts up 
to 6inches wide 
in one quick, 
easy operation. 





SCIENTIFIC AC- 

TION of the super- 

" : hard jaws embeds the 

The Greatest Improvement in Portable Belt Lacers in 30 Years, »ooks and “sets” them 
in a closed position 


NOW — for the first time in history, there is a PORTABLE lacer that Sam ies sunenee of 


Pe - - : belt so that the natur- 
will make a perfect joint in any belt. With the Clipper No. 9 Portable al tendency to spring 


— you can embed hooks FLUSH with the surface of any belt and back is eliminated. 
CLINCH the points. No other portable belt lacer will do this. It takes 

pressure-power measured in tons —not pounds —to lace belts prop- 
erly. Only the Clipper No. 9 provides this power in a portable lacer. : 
ATTRACTIVELY priced! Phone your MILL SUPPLY Jobber for Produces @ straight 


; line of well-rounded 
demonstration. loops. Permits larger 


IMustrated Folder: Send for folder describing the sensational Clipper No. 9 size connecting pin. 


Distributes pulling 
Portable Belt Lacer. strain equally on every 


CLIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U. S.A. hook. 


Speed 
Defense By 
NOT 
Interrupting 
Production 


LACING 
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An important part of the service so successfully rendered to | Flexible Steel Lacing Co. 

defense industries by the Great Lakes Supply Corporation is 

furnished through their new general Catalog C, which inciden- 
tally is their third successive Donnelley-built catalog. 


Names John P. Ramsey 








J. P. Ramsey 


Flexible Steel Lacing Co. of Chi- 

‘ago announces the appointment of John 

P. Ramsey as factory sales representa- 

tive for New York and the New Eng- 

land States. This territory was for- 

merly covered by H. Irwin Reinhorn, 

now with the Ton-Tex Corp. of New 
| York City. 

Mr. Ramsey is an alumnus of Grinnell 
College, Grinnell, Towa, Class of 1933. 
For the past eight years he has rep- 
resented the Lannon Mfg. Co. of Tulla- 
homa, Tenn., in New York and_ the 
New England States. Mr. Ramsey’s 
home is in New Canaan, Conn. 


Where You Drive Right In, 
Almost to the City Counter 





One of the most convenient layouts 
for city sales is the one at the B. F. 
Gilmour Co., Inc., Brooklyn. The space 


* It is more important now than ever to be on usually given to display windows is 
open, permitting several trucks to back 
hand whenever, and wherever, the need for in under shelter, directly before the city 
sales counter. Completed orders can be 
supplies and equipment arises. | carried on hand trucks directly onto the 


pickup truck of the customer. An over- 
head monorail system with hoist is also 


% A salesman cannot be in a hundred places available for heavy goods. 


at once, but by distributing up-to-date 


R. J. Howison Promoted 


"printed salesmen’ strategically throughout By Morse Chain 

the plants, your house will be on hand at the Robert J. Howison has been ap- 
pointed Sales Manager of the Automo- 

moment the requisitions are to be written. tive Division, Morse Chain Co., Detroit. 


To his new position, Mr. Howison 
brings a background of more than 20 
years association in the silent and roller 


| chain industry. This appointment, con- 
° ° | stitutes an expansion of personnel to 
| render greater service to the automo- 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS |. tive industry. 
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Powell Valves are designed from the beginning 


to perform specific functions in the ever-changing 
American Industrial picture. They are checked 
and tested for design, material and performance 
by skillful, experienced research engineers on the 
most up-to-date laboratory equipment to be had. 
When these preliminary steps are completed and 
production starts the latest type machines are 


necessary to insure the strictest adherence to the 


standards of precision set up by Powell engineers. 


Shown here is a Standard Bronze 125 lb. Gate 
Valve. Also available is a complete line of Globe, 
Angle and Check Valves, with bronze or iron 
body, bronze mounted for water or gas or steam. 
Each of these is designed and built in complete 


accordance with the Powell tradition of precision. 


The Wm. Powell Company 
Cincinnati, Ohio 
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Whey by Talking 
LEATHER BELTING 


Your customers are hungry for ways that will help them get the most 
from machines. You can render them real service by keeping them 
posted on the advantages of Leather Belting . . . and you can supply 
the demand from immediately available stocks! 


A hard-hitting advertising campaign in 1941 delivered 145,754 indi- 
vidual monthly messages to men with power transmission problems 

. . opened the door for you to talk about Leather Belting and the 
“PRODUCTION DRIVE”—short-center Leather Belt pivoted motor 


base drive. The program has been increased for 1942. 


Having the greatest permanent pulling power of any known belting 
material, Leather Belting is the prime answer to power transmission 
problems today. Ask any Leather Belting manufacturer to supply you 


with sales information. 


AMERICAN LEATHER BELTING ASSOCIATION 
53 Park Row, New York, N. Y. 


RB 
4h en L?, 
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& Sons, Inc., in Brooklyn. Mr. Whalig 





C. W. Moore Appointed Credit 
Manager, Wickwire Spencer 


C. W. Moore has been made General 
Credit Manager of the Wickwire Spen- 
cer Steel Co. Simultaneously, W. H. 
Carlson has been made assistant credit 
manager. Mr. Moore and Mr. Carlson 
will be located in the company’s 
Worcester, Mass.. office. 


Don't Forget the Small Plant, 
Warns Tiebout Sales Manager 


With today’s easy selling some dis- 
tributors are slighting the small plant 
in favor of the large. declares Herman 
Whalig, sales manager of C. H. Tiebout 


likes this kind of business as well as 
any one, but he has not forgotten the 
little fellow, either as a customer, or as 
a source of hard-to-get supplies. 

Scores of these medium-to-small cus- 
tomers have been recently added to the 
books of this firm. They are not only 
furnishing a source of profitable busi- 
ness, but when the smoke clears from 
the present emergency, Mr. Whalig be- 
lieves they can be depended on for 
steady volume. 








“Small manufacturers also prove a 
lifesaver sometimes as a source of sup- 
plies, as in the case of a recent tap 
order. None of the large manufacturers 
could make prompt delivery, but we 
located a small manufacturer of hand- 
made taps who could furnish taps our 
customer was most happy to get.” 

This distributor is also following 
through on the Surplus Stock Campaign 
plan. Each salesman has been given ten S 
accounts to solicit for surplus stock. 
The Tiebout plan is to secure surplus 
stock listings from 50 customers. These 
will be listed on a bulletin and sent to 
the entire trade. 
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Herman Whalig, sales manager of C. H. 
Tiebout, believes in remembering to culti- TH] 
vate the small plant in these busy times. 

The fireplace in his office is over 150 years [PHILAI 
old. 
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YALE HOISTS CUT COSTS— 
SPEED PRODUCTION FOR DEFENSE 


There’s a story that will interest every one of your prospects. In this day of 
sowded production schedules, tools that will speed production, increase efficiency 
md cut costs, are demand items. Yale Hoists are built to last, give top perform- 
mce day-in, day-out, under the most rigorous conditions. 


The Ball Bearing Spur-Geared type of hoist (above) was originated and pio- 
wered by Yale. It has the highest lifting efficiency ever achieved in a hand chain 
nist. Among its many advantages are self-actuating load brakes, safety load 
books and friction-minimizing steel load chain. 


Yale “Cable King’ Wire Rope Electric Hoists (top right) are the only electric 
hoists to incorporate air-cooling as an integral part of their design. Air-cooling 


fermits them to work on heavier duty cycles, since it eliminates excessive brake 
heat. Portable ‘’Pul-Lift’ Hand Hoists (lower right) fit in on almost any job. 
hasmuch as they work in either vertical or horizontal position, they can be 
wed for both pulling and lifting. You can't corner these hoists, either. Ratchet 
tyndle operates at any point within a complete circle. 


Sart telling the Yale Hoist story today! It will pay you dividends in increased 
sles and satisfied customers. 


Spur-Geared Hand Chain Hoists Capacities: 300 Ibs. to 40 tons. Electric Hoist Capa- 
cities: 1/4 to 10 tons. Portable ''Pul-Lift’’ Hoist Capacities: 3/4, 1//2, 3, 4/2 and 6 tons. 


THE YALE & TOWNE MANUFACTURING CO. 


PHILADELPHIA DIVISION—PHILADELPHIA, PA., U.S. A. IN CANADA: ST. CATHARINES, ONT. 





World’s oldest and largest makers of Materials Handling Equipment, including Hand and Electric 
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CAPITAL ‘‘RED CAPS’ 





ALL-TIME 
GOOD SELLERS. 


® While we admit the present demand for good 
maintenance equipment is more than profitable for 
CAPITAL Distributors, still we are proud to say that 
CAPITAL “Red Cap” Brushes and Brooms have al- 
ways been good sellers. Some of the country’s larg- 
est industrials have long been users of CAPITAL 
“RED CAPS” because of their high quality and long 
service life. 














The defense industries, such as steel 
mills, aviation plants, factories, 
mines, warehouses, packing, chemi- 
cal, and food plants, machine shops, 
etc. are potential markets that offer 
big sales advantages right now. 
These users need the dependability 
and service that CAPITAL “RED 
CAPS” give. CAPITAL Distributors 
are well able to handle this import- 
ant job and to help them get the 
proper brush or broom to handle a 
job most efficiently and economic- 
ally. 


Among the most outstand- 
ing reasons why CAPITAL 
“RED CAPS” are such con- 
sistent good sellers is the 
fact that they save money 
for users because ihey do a 
better job and they wear 
longer thereby necessita- 
ting fewer replacements. 
CAPITAL Distributors sell 
the best maintenance equip- 


RED CAP 
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C. W. Farmer Business Grew 
From $25 in 1931 


The building and sales organization 
shown in the photograph above are the 
result of an original investment of $25 
by C. W. Farmer, Macon, Ga., in 1931. 
At this time Mr. Farmer arrived in 
Macon with an automobile, and a wealth 
of energy and ambition, according to 
Charlie Campbell, of the Campbell 
Hardware Co., Macon. Previously he 
had been employed in a Florida hard- 
ware store. 

His first business venture was to pur- 
chase the belting from a cotton mill that 
had closed down. He bought it for $50, 
paying one-half down, the balance a 
week later, 

He made small standard size 
from heavy eight-ply belting by slitting 


pieces 


the end with a pocket knife. nailing one 
side to the garage floor, and fastening 
the other to the bumper of his car. By 
backing off he to split the 
belting. 

At first he worked from his home. 
visiting customers while his wife took 
telephone orders. Within two years he 
was able to rent a downtown store. In 
1936 he moved to larger quarters, and 
in 1940 he moved again to the building 


was able 


shown in this photograph. 

The present place of business has 
35.000 sq. ft. of floor space, a railroad 
siding. and stock valued at approxi- 
mately $150.000. The firm manufactures 
its own belt dressing and sells belting 
under its own trade name of “Green 
Stripe.” 

Two years ago a line of contractors 
and mine supplies were added to the 
mill supplies. with Henry Humphries in 
charge of the new department. 


W. H. Bennett Retiring 
From Brown & Sharpe 


William H. Bennett. representative 
on Small Tools in Western New York 
State for the Brown & Sharpe Mfg. 


Co, and later for Brown & Sharpe of 
New York. Inc.. retired on Oct. 
13 years of active service. 


1 after 








UMI 





UMI 





@ In thousands and thousands of plants 


the Bunting Catalog is selling these 
products for you 24 hours each day. 





@ You serve your nation, your 
customer and yourself when you 
bring Bunting Bronze Standardized 
Bearings and Bars to the attention 
of the industries in your trading 
area. 


These readily available Bunting 
stock bearings speed production 
of many products America needs 
today. They keep machines run- 
ning that otherwise would be idle. 


And the wholesaler who is tell- 
ing his trade about them today is 
building himself a bigger market 
for the after-emergency period 
when selling again will bea real job. 


Bunting is aiding your sales 
effort by broad and intensive ad- 
vertising of these lines to all 
possible users in all markets. 


THE BUNTING BRASS & BRONZE COMPANY 
TOLEDO, OHIO 
Warehouses in All Principal Cities 


SW) Mel 


BRONZE BUSHINGS 
PRECISION BRONZE BARS 





_ 


") 
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BEARINGS 
BABBITT METALS 








When you need bolts, nuts, 
screws, washers, rivets 
and special fastenings. . . 
made of NON-FERROUS 
AND STAINLESS METALS | 
. . come to Harper. This 
organization offers to de- 
fense and other essential 
industries — 
4320 STOCK ITEMS 
... and special machinery 
to produce a host of “hard- 
to-make”’ and “‘out-of-the- 
ordinary’’ fastenings. | 
Write for new 1942 Cata- | 
log — 4 colors, 80 pages, 
numerous reference | 
tables. 


THE H. M. HARPER COMPANY 
2622 Fletcher St., 
Chicago 


BELTSAVER 
PULLEY 


Saves 

money 

on belts 

on your 
conveyor jobs! 


ER” and you sell protect 

Every user of belt conveyors ¢ 
which carry ashes, sand, stone or 
materials of any kind is a live prospect 

ser is a woster because in 
BELT SAVER" has made big savings 


Sell “BELT SAV 
conveyor belts 
ele ore, 
abrasive 

Every u 
stalled 


wherever 


of the 
tail pulley is such 


The exclusive wing type 
BELT SAVER" conveyor 
that no abrasive material can wedge between 
pullevw and belt. The cause of abrasive belt wear 
ard tre is eliminated. Belts naturally wear 
longer 


construction 


muble 


Interchangeable with solid pulleys, 
stall and made in a_ wide 
BELT SAVER” is a fast 
tributors 


INVESTIGATE THE 
SALES POSSIBILITIES 


easy to in 
range of sizes, 
seller for alert dis 





SPROUT, WALDRON & CO. 


MUNCY, PA. 


Seither on defense ratings of customers. 
Fred A. Seither is the son of Fred J. 
Seither, treasurer of the firm. 


Ellis Urges Cooperation 
In All Priorities 


“Learn about priorities—don’t buck 


| A. C. Ellis (standing) consults with Fred A. | 


them” is the very practical advice of | 


A. C. Ellis, President, Seither & Ellis, 
Newark. Though the wisdom of this is 
obvious, Mr. Ellis feels that there is a 


| very human tendency on the part of 


some distributors to give this matter 

only a minimum of attention. 
“Wholehearted cooperation now 

going to pay dividends in the future of 


Is 


| the industry.” Mr. Ellis declares. “Dis- 
| tributors should be thoroughly familiar 
| with every provision of the new regula- 


tions and take full advantage of such 
new orders as P-22 Amended in order 
to the essential industries 
have not been granted priorities.” 


serve 


In this classification are many cus- 


tomers whose loyalty has been responsi- | 


ble for the success of the distributor. 
It is felt that now is the time to stand 


way. 

of Seither & Ellis have 
shown far more cooperation in furnish- 
ing percentages since a note has been 


Customers 


attached to all DSRP forms, explaining | 


its purpose and requesting assistance 
of the customer. 


Sign of the Times 


Two large American flags have re- 
cently been placed in the display win- 
dow of the Dodge-Newark Supply Co.. 
Newark. They believe that in these 
times a patriotic gesture is in order. 
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that | 
| % Here’s a new business getter for mill supply 
| salesmen. Truly a sensation at the recent Na- 


| referred 
| equipment. 
by them in every possible, permissible | 
| light as a feather, with wide bearing Jumbo 


| Shields, 








tandardized 


setup appliances 


GET EXTRA PROFITS 


By Selling These Items 
Every Machine Shop Needs 
Carry these ready-to-use set-up devices in 
stock and show yoyr customers how they 
save time and money on machine tool 
operation. You'll get good volume and 
lots of repeat orders. 


WRITE TODAY FOR DETAILS 
and a COPY OF BULLETIN A-70 


Twetaos 
STRAIGAT 
, 


waTemiar wEade 
CAMNOT TURW 
a1 s.0T 


, ¢ 


FLANGES PARALLEL~ SQUARE WITH SHANK ——mme 


STANDARD SHOP EQUIPMENT CO. 
8153 Tinicum Ave., Philadelphia, Pa. 


vs wavy 
mooTm 75000 win Ten S78 
fv sie 


WAV VINNA 











NEW PROFITS with tris cesco 
“Comfort-Bridge” 


SPECTACLE - TYPE 
GOGGLE! 


tional Safety Congress, this Cesco ‘‘Comfort- 
Bridge” Spectacle-Type Goggle is now being 
to purchasing agents as preferred 


The new ‘“Comfort-Bridge” feature feels as 


pads floating the frame across the nose. 


Sizes range from No. 20, 
narrow—No. 22, medium 
—No. 24, wide. 


Furnished with Cesco 


| Hardened Lenses meeting 
| Federal Specifications. 


| Available also with Trans- 


parent Side Shields and 

Leather Padded Side 

Cesce ‘‘Comfort-Bridge”’ 
Inside view shows one- 
piece ‘‘Comfort-Bridge’’ 
with wide bearing Jumbo 
pads that eliminate 
“‘spot’’ pressure. 


CHICAGO EYE SHIELD (0,  222%,Werren Bive., 


Chicago, Ill. 


Get New Circular and 
Full Details — Write 















Biel, 


SHOP AND STORAGE 
EQUIPMENT 
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NON-ENGINEERED DEFENSE PRODUCTS SOLD BY LYON DISTRIBUTORS 


LYON 


SHOP EQUIPMENT 





ersice 


NOT ALL JOBS 
NEED THE SAME 


Speed 


Change into 
FULL COMMAND of 


your speed at all times 












any of 


FOUR SPEEDS 


By Simple 
Lever Shift 


in alternating circuit dis- 
tricts means much to 
your ease of operation 
. . . it's ready in this 
rugged, honestly-built 


BUFFERAND 
POLISHER 


EXTREMELY SIMPLE 
in design; positive in 
action; very flexible 


MODEL 95 
1 to 20 HP 


as four speeds are at- 
tained in just a few 
minutes. Vibration is 
eliminated. Motors 
for heavy duty. Four 


heavy duty ball bear- _— 

ings (enclosed) sup- Certified 
port chrome-mangan- . . re 
ese alloy steel spin- Distributors 
dle. Electric interlock Plan 

so. machine cannot Get our 

start unless gears are 


NEW CATALOG 


in mesh. 


DRILLS ¢* DRILL STANDS © VALVE SEAT 
GRINDERS ¢ VALVE REFINISHING MACHINES 
VALVE REFINISHING SHOPS «+ PORTABLE 
SURFACERS * PORTABLE SANDERS « FLEX- 
IBLE SHAFT MACHINES ¢ LATHE GRINDERS 
GRINDERS ¢ BUFFERS « POLISHERS 


THE UNITED STATES ELECTRICAL TOOL CO. 


CINCINNATI, OHIO, U.S.A 
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Hess Named Sales Manager 
Of Armstrong-Blum 








Gus M. Hess has been appointed gen- 
eral sales manager of the Armstrong- 
Blum Mfg. Co. in Chicago, where he 
first joined the firm in 1929, Mr. Hess 
was sent to New York in 1935 to open 
the firm’s eastern sales office, and in 








Gus Hess is appointed general sales man- 
ager of Armstrong-Blum Mfg. Co. 


the capacity of eastern sales manager 
he had charge of the company’s sales 
engineers along the seaboard from Que- 
bec to Washington, D. C. 

Succeeding Mr. Hess in New York is 
Ted A. Slezak, who has been connected 





Ted Slezak succeeds Gus Hess as Arm- 
strong-Blum's eastern sales manager. 


with the machinery department of the 
Joseph T. Ryerson Co. in Chicago and 
Jersey City, N. J., for several years. 
While with Ryerson Mr. Slezak was 
active in helping manufacturers solve 
their metal-cutting problems. 








Triples Warehouse Space 


Ellsworth Steel & Supply Co., dis- 
tributor in Stratford, Conn., recently 
tripled its warehouse space. The firm 
has also added a new salesman. 





| And 8466 Hardware Dealers 
a _(hesides all their: customers) 


bai ee oo St 
a a Prete. 


AGREE WITH YOU! 


@ Hardware dealers having a LAMSON Speed- 
merchant in their store can congratulate themselves 
—for Mr. Merrill's letter aptly states the hardware 
dealers’ customers’ appreciation of this new kind 
of merchandising of bolts and nuts. And every- 
where the story is the same—greater sales, more 
profitable sales, and better satisfied customers. 
Mr. Merrill's letter, like a mirror, reflects the facts. 


Compact— that's the Speedmerchant. Up-to-date 
—that’s the idea. Small investment, minimum stock, 
and does its own selling. Five of the most salable 
producis—in a range of sizes that meet all require- 
ments—displayed so that your customer can see 
what he wants, what he gets, and the price he pays. 





No palaver. No dickering. No guessing. Every piece 
on display is Brite-plated—rust-proofed—and ‘stays 
that way. And best of all, from the viewpoint of the 
hardware dealer, every piece carries a profit—so 
that there is no loss. Yes, the LAMSON Speedmerchant 
is truly the “answer to a maiden’s prayer’ as Mr. 
Merrill says, from both the customer's viewpoint, 
and the dealer's. How long can you afford to be 
without it? Ask your jobber for the LAMSON line. 


THE LAMSON & SESSIONS COMPANY © General Offices, Cleveland, Ohio 


Plants at Cleveland and Kent, Ohio; Chicago and Birmingham 
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120 FREMONT AVE. 









CH “INSWELL’ 


STEEL CHAIN 


— i 

The extra SWELL at the weld gives 25% 
———— 

greater strength, safety and wear than 


ordinary side or end-welded chains. 


CM “Inswell” steel chain is different than ordinary steel 
chain. It’s as different as day and night! 


Only CM “Inswell” chain is made by the patented “In- 
swell” electric weld process that puts 25% extra metal at 
the critical point of each link...at the weld. Then too, 
the CM “Inswell” welds are at the side, with the extra 
swell inside 





out of the way—vot at the ends where 
each adjoining link can gouge and wear into the welds. 


Every link of “Inswell” electric welded steel chain is 
uniform in strength, size, durability and elastic limit... 
is carefully tested to well beyond safe working loads. 
For extra safety to men and materials... for serviceabil- 
ity and long wear...and, for cost-cutting performance, 
specify CM “Inswell” weld steel chain. See your mill 
supply distributor for full details, or write for descrip- 
tive bulletin. 


-MSKINNON 
CORPORATION 


(Affiliated with Chisholm-Moore Hoist Corporation) 





Branch Offices: NEW YORK + CHICAGO + CLEVELAND 





TONAWANDA, N. Y. 
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Mill & Factory Supply Co. 
Moves to Larger Quarters 


Mill & Factory Supply Co., Toledo 
distributor, is moving into a new build- 
ing this month at 622 Southard Ave. 
The building has 9,000 sq. ft. of floor 
space, according to R. A. Parachek, 
president. This is approximately double 
the space occupied by the company at 
its old location. 

The firm is also working on the 
preparation of its first catalog, which 
will be printed by R. R. Donnelley. 


Perrigo of E. C. Atkins 
Dies at 77 


Stephen M. Perrigo, age 77, died at 
his home in Chicago on Oct. 27. Mr. 
Perrigo started work for E. C. Atkins 
and Co. in 1902 as demonstrator of 
hand saws, covering practically the en- 
tire United States. A few years later 
he became manager of the Chicago 
branch, serving in this capacity until 
May, 1936, when impaired health forced 
him to retire from the managership. He 
continued active in the company’s in- 
terests whenever his health permitted. 

Mr. Perrigo was a member of the 
Atkins Pioneers and would have re- 
ceived his Forty Year Service Pin at 
its next annual meeting. He was a 32nd 
Degree Mason, a Noble of Medinah 
Temple and belonged to several other 
organizations of the Masonic Lodge. 
He was also a member of the Crutch 
& Cast Club, the Midwest Athletic Club 
and the American Protective League 
which had its inception during the 
reign of the racketeers of business in 
Chicago. He is survived by his wife, 
Katherine Kouple Perrigo. 





J. R. (Jack) Trimble, well known football 
referee, and manager of the Hajoca Corp., 
Bethlehem, Penn., is seen here at the right, 
in a sales huddle with (right to left) Gir- 
don Fleu, John C. Korpics, C. T. Montgom- 
ery, George Macan and one-half of How- 
ard Host. The Western half of Mr. Host 
was lost through technical photographic 
difficulties. 
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DISTRIBUTOR’S SALESMAN AFTER 


This 


Tuft' 
ever burrs and scale must be 
removed in gear production, there 
is great demand for this type. 
It has many other uses. 


OR MORE 


OF DIFFERENT TYPES CAN 


MAKING A CALL 


""Twis- 
Wher- 


is the Power Driven 
* Wire Wheel Brush. 


This is an application of the 
Power Driven ‘Peerless’ Wire 
Wheel Brush. It is widely used 
for continuous buffing or cleaning 
operations. This type is generally 
used in connection with ‘'Peer- 
less'’ Interlocking Hubs which last 
indefinitely. 











MILWAUK 


Here’s that PROFIT-MAKING LINE . . . 


**Sturdi-Bilt'' Wire Cup Brushes 
Fibre Wheel Brushes 


Power Driven 
Wire Wheel Brushes 


**Mono-Bilt”* | Wire Scratch Brushes 
‘'Steel-Clad Boiler & Furnace Brushes 
a Foundry Brushes 
"Deerless"’ Platers Brushes 
**Twis-Tuft"’ Bench Brushes 


Floor Sweeping Brushes 
Push Brooms—wire and fibre 


Fine Wire Polishing 
Wheel Brushes 


Miscellaneous Maintenance Brushes 








QUALITY 





WIRE WHEEL BRUSHES 


EF 


BRUSHES 


BE SOLD IN ONE PLANT 





MILWAUKEE 


INDUSTRIAL BRUSHES 
Cover All Industrial Needs 


You really sell tools when you sell Milwaukee Indus- 
trial Brushes. That thought has been taking hold 
among distributors. Do your brush selling job with 
that in mind and you'll realize bigger, better, more 
profitable brash business. 





You don't stop with the sale of any one type of 
MILWAUKEE INDUSTRIAL BRUSH in any one 
plant. Like tools, scores of brush types are needed 
for both PRODUCTION and MAINTENANCE 
departments. 


The wide and dependable line of MILWAUKEE IN- 
DUSTRIAL BRUSHES gives you the right brush for 
every need throughout an entire plant. We are 


glad to help you with your customers’ brush prob- 
lems—write. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 
Milwaukee, Wisconsin 





"'Steel-Clad"’ Brushes have a great variety of applications and 
are extensively used in aircraft production. 


* WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 


LT: Key to Industrial Brush Problems 





FLUE BRUSHES 


- FLOOR BRUSHES - 


PUSH BROOMS - 


BENCH BRUSHES - FOUNORY BRUSHES 
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NEW LINES 


RIGHT DOWN YOUR ALLEY ale on by 


Distributors 


Carey Macuinery & Suppty Co., Bat- 
TIMORE, has become a full-stocking 
distributor of Alexander Brothers’ 
line of leather belting and industrial 

packing. 








Mitt & Factory Suppty Co., ToLepo, 
has added Lyon Metal Products, and 
Safety Clothing & Equipment lines. 





Wess Bettine Co., Kansas City, Mo., 
has taken on A. Schrader & Sons 
industrial line of air-operated machine 

controls. 





J. M. Tutt Merat & Suppty Co., Art- 
’ LANTA, has become distributors for 
_ Wilson Welder & Metals Co., elec- 


trodes and electric welders. 









MANUFACTURERS Suppty Co., GRAND 
Rapips, MicHicAn, has taken on lines 
of the Mall Tool Co., and the Boice 


Crane Co, 


AF E T Y * S. DonaLp Fortson Co., Aucusta, Ga., 
| has added Lubriplate Lubricants, 
FITTINGS siete ti 


INDUSTRIES SUPPLY San Dreco, 
Cauir., has become distributors for 
American Car & Foundry plug valves, 
“Du-gas” first aid and fire extin- 
guishing equipment, and the Badger 

































one kind of fitting 
for all kinds of tubing 


line of water meters. 





EvizaABETH HarpWARE Co., ELIZABETH. ( 


with extraordinary 
selling advantages N. J., has added lines of the Utica 
Drop Forge & Tool Co.; J. H. Wil- 


RMETO fittings are safe under high pressures liams Co.; Jackson Mfg. Co.; Beth- 
with great resistance to vibration. They hold up a ae — and Greenfield Si 
beyond the burst strength of the tube itself. No welding, ee 


threading, soldering, or flaring are required to make : ; di 
g 9g g q Keystone Lubricants have been added 








an absolutely tight joint. Yet the fitting can be taken he eeeee &. tea Co. Moen p 

apart and joined again most easily. With wide appli- ; Wer and de Meeses Macon tl 

cations on hydraulic, water, steam, gas, fuel and air Works, Inc., BAKERSFIELD. CALIF. 

lines, Ermeto fittings deserve a place in your stock. A 
P 


Write for samples and complete details 
sii ei patie Industries Supply Co. Adds 

The Weatherhead Company cic ous Priorities Specialist 

The Industries Supply Co., San Diego, 
Calif., has added John A. Horrell to 
their staff as a priorities man. Leon 
Thomas is a new man on sales. A yard 
50x200 ft. adjoining the firm’s building 
has been purchased for pipe storage 
and provides a drive through from 
| Fourth to Fifth Avenues. 
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Out of the Forge of War will come Better Tools for Peace 


Science, research and inventive genius are accelerated 


and stimulated under the pressure of war. Without 
digging any deeper, we must admit the truth of this 


phenomenon as, perhaps, the only economic good 


that ever comes of international conflict. 


Already, better means, methods and metals make it 
plain that tomorrow’s tools of Peace will be better 


J. H. WILLIAMS & CO. 
225 Lafayette Street 


New York City 


RENCHES 


AG 


TOOL HOLDERS LATHE DOGS 














tools. Our own research, as well as others’, shows 
this clearly. Every time a Williams’ forging hammer 
pounds, we are seconds nearer to better days _ better 
things, and better tools. 


To that end, we are doing all we can do, the best we 
know how to do it. In a brighter future, as in the 
past, that will continue to be our policy. 


Headquarters 
for over half a century 
for Drop-Forgings 
and Drop-Forged Tools 





PIPE TONGS Taume Wurs & | s01ST mont 
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THE STEPPED-UP DEMANDS OF 
DEFENSE MANUFACTURERS 


ARE SERVED 
BEST 
with... 


DESMOND 


DRESSERS 


and 


CUTTERS 





Desmond Huntington 
Dressers. 


YOU can help your customers to keep all 
of their grinding wheels operating at top 
efficiency by supplying them with Des- 
mond Dressers and Cutters. Also you will 
build up good repeat business and make 
a satisfactory profit for yourself. 


Desmond He avy- 
Duty Dresser, ball 
bearing equipped 
for high speed 
. wheels. 
Only from the complete Desmond line can 

you secure the proper type and size of 
Dresser for use on all of your customers’ 
grinding wheels. Whether it's a Heavy 
Duty. ball bearing equipped dresser for 
those large and coarse high speed wheels 
or a diamond tool for precision dressing. 
you can secure them promptly from 
Desmond. 


THE ONLY COMPLETE LINE — plus — 
PROMPT DELIVERY. 





Desmond Hex Dresser, most 
durable dresser made. 





Simplex PRODUCTION Vise 


SERVE all of your customers’ vise require- 
ments from the complete Simplex vise line. 
The exclusive 100% solid steel slide 
makes them stronger and more service- 
able and the wide range of types and 
sizes meets every requirement. 


Many of your customers have use for the 
new Simplex Production, Welders’, Filers’ 
or Drill Press and Milling Machine Vises. 
Write for literature and let the Simplex 
line help you increase your vise business. 








Simplex Drill Press & 
Milling Machine Vise 


THE DESMOND-STEPHAN MFG. CO. 


URBANA OHIO 
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Belting Association 
Holds Annual Meeting 


Contributions of the power transmis- 
sion industry to defense, new research 
in leather belting. and priorities prob- 
lems were discussed at the annual meet- 
ing of the American Leather Belting 
Association in Atlanta, Oct. 31 and 
Nov. 1. 

Speakers included L. R. Moseley, 
Mayor Pro Tem of Atlanta; Robert M. 





Ernest D. Key has been elected to his third 
term as president of the American Leather 
Belting Association. 


Pindell, Jr., Secretary of the Tanners 
Council of America; Dr. W. M. Elliot 
Jr.; J. B. Reeves, Director of Atlanta 
Field Service, Division of Priorities, and 
Dr. Fred O'Flaherty, Director of 
Leather Research, University of Cin- 
cinnati. 

Mr. Nelson stressed the fact that 
there is at present no shortage in leather 
needed for flat belting. Mr. Reeves 
spoke on priorities, and Dr. O'Flaherty 
on what tanners have done to improve 
their product for transmission purposes. 

Ernest D. Key, President of the At- 
lanta Belting Co., was re-elected presi- 
dent of the association, being the first 
man to be elected president for a third 
term. Other officers elected were George 
L. Abbott, Graton & Knight Co., first 
vice president; J. Edgar Rhoads, J. E. 
Rhoads & Sons, second vice president; 
Arthur H. Rahmann, George Rahmann 
& Co., treasurer, 


Lighted for Night Work 


Wm. H. Taylor & Co., Allentown, Pa., 
has installed lighting in 
their office, due to better lighting re- 
quired by increased night work. New 
steel shelving and counter, and all 
around painting of the establishment 
are other recent improvements. 


fluorescent 











Who 


says FrOpe | 


is not 


: 


smportant? | 


PURCHASING AGENT: You have to admit, 
Joe, that we buy dozens of products that 
represent a bigger investment. 


SALESMAN: Sure, but rope is still one of the 
most important items you buy—when you 
think of it from the safety angle. 


PURCHASING AGENT: Now, don’t you tell me 
about safety, Joe. I think about safety more 
than you do about rope. 


SALESMAN: Sure, know youdo.That’swhyl... 
PURCHASING AGENT: What I want toknow 


is where does your brand of rope come in on 
this safety story? 


PLYMOUTH 


INDUSTRY 
BINDER TWINE 


ROPE FOR 
TYING TWINE 


SALESMAN: Right here! All Plymouth rope 
is tested for tensile strength—and our strength 
figures are guaranteed minimum rather than 
average, which gives you an added factor of 
safety. 
PURCHASING AGENT: 0.K. Joe. Vl buy 
extra safety any day. 
SALESMAN: Plymouth’s the name, sir. 

A 7 ¥ 


Government priorities require the manufacture 
and sale of an “emergency grade” of rope for 
certain specified uses. This “50/50 Brand,” as 
made by Plymouth, contains the maximum 


amount of Manila fiber allowable under the law. 


husetts; Welland, Ontario 





PLYMOUTH CORDAGE COMPANY, North Plymouth, M 


Division Offices: New York, Chicago, Houston, San Francisco 


Warehouse Stocks: New York, Boston, Baltimore, Philadelphia, Cleveland, Chicago, Houston, San Francisco FF 


In these troubled times, business-as-usual is obviously impossible. However, it is possible 
for us to render service as usual! Frequently, we issue bulletins on OPM regulations as 
they apply to rope. Free copies of these bulletins may be obtained by writing to “Emer- 
geacy Service Department, Plymouth Cordage Co., North Plymouth, Massachusetts.” 
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Remember .. 


More profits! More business! More 
good will! The sale of quality 
Darnell products assure continued 
patronage. The Darnell name 


protects business prestige. Write 
for special dealer proposition. 


Darnell Casters 
& E-Z ROLL WHEELS 


SEND FOR 
THIS BOOK 
‘T'S 


Write for Free 192 Page 
Darnell Manual describ- 
ing nearly 4000 types 
of Casters and Wheels. 


DARNELL Corporation, Ltd. 


LONG BEACH, CALIFORNIA 
36 MN. CLINTON ST., CHICAGO, ILL. 
60 WALKER ST., NEW YORK N.Y. 








Employees who have served the Lamson & Sessions Co., Cleveland, for 50 years or more 
were honored at a dinner meeting, Nev. 15, at which George S. Case, chairman of the 
board, awarded gold medals to William Behrend and Richard Vacha who had just attained 
the 50-year mark. Of the 20 other 50-year men, eleven are still active, nine are retired. 
Roy H. Smith, president, acted as master-of-ceremonies, and Whiting Williams was the 


principal speaker. 


New Burglar Protection 
For C. B. Mersick 


C. B. Mersick & Co., New Haven. 
recently subscribed to the burglar pro- 
tection service of the American District 
Telegraph Co. This distributor finds 
such service less expensive and more 
effective than the employment of a 
night watchman. Entry through either 
doors or windows is registered on the 
burglar alarm, as is the passage of any 
person across the beams of electric eyes. 
If authorized persons enter the build- 


protective service, announce their in- 
tention and identify themselves with a 
secret number. On leaving, they report 
again, 


Erie Distributor's Ad 
Praises Industry 


\ recent newspaper advertisement of 
the H. P. Weller Supply Co., Erie, Pa., 
expresses appreciation to American In- 
dustry for its part in the Defense Pro- 
gram. The headline: Industry deserves 
a real tribute. The copy also listed the 


ing at night. they first telephone the — various lines handled by the distributor. 








- 


Salesmen of the F. E. Dilworth Co. in Memphis and Vicksburg, Miss. were formally pre- 
sented with their new 1050-page catalog on Nov. |7 at a meeting called by C. E. Black- 
stone, president. Ther they embarked on a tour of customers to distribute them personally. 
The sales staff, left to right above, includes: Guy Hoshall, V. C. Foster, C. L. Schleicher, 
M. W. Wells, P. F. Fentress, J. W. Dilworth, Art Gailor, W. W. Mullins, Bob Townsend, 
H. C. Reichle, D. C. Shepard, W. H. Allen, C. O. Richards, G. M. Heidenreich, G. R. 
McCalla and E. C. Blackstone. 
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rsa Snap 
70 SELL - BUT 


. the hardest job today is producing these Zip-Lifts 
in adequate quantities. 


Despite our stepped-up production, we simply haven't 
been able to turn them out fast enough to satisfy both 
defense industries and distributors. 


We're making every effort to deliver the full measure 
of support we've pledged to industrial distributors. We're 
making headway. And when we hit full stride — when 
you can really go out and sel] — you'll see why users 
everywhere choose the Zip-Lift as the outstanding value 
in the field of low-priced electric hoists. 


\_.4538 W. NATIONAL AVENUE QED twa WISCONS! 
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CAPACITIES 
250, 500, 


1,000 Ibs. 








ESSEX 


LUBRICATING 
DEVICES 


... FOR 
UNINTERRUPTED | 
en, PERFORMANCE... °° 


@ There can be no “let downs" in plants working on defense orders. 
Our Distributors are right there to see that such things do not hap- 

















DISTINGUISHED 
SERVICE 





pen. They are ready with ESSEX Lubricating Devices to keep over- Close as the personal relationships 
worked machines turning—profitably, to insure constant, steady per- frequently are between the industrial 
formance to meet schedules. We have the proper ESSEX product to | buyer and his favorite distributor sales- 
meet the need. man, they are usually friendships which 

, , : , grow out of collaboration on production 
ESSEX CAN _SUPPLY—Sight Feed Lubricators, Plain Lubri- sedis. Wille ah wie pst pron 
cators, Hand Oil Pumps, Oil and Grease Cups, Plural Oilers, Oil and 


they be attributed to the kind of human- 
itarian service for which Earle Stone 
wins Mitt Suppties’ Distinguished Serv- 
ice Award this month. 

ESSEX One morning a few weeks ago Earle, 
who sells for J. Russell & Co., Holyoke, 


BRASS CORPORATION | Mass., was making a regular call on 


S. M. Carver, superintendent and _ pur- 


2000-2006 Franklin Street | chasing agent for the Hampton Co. in 
DETROIT “We Ol the Wheels of Industry" MICHIGAN | Easthampton. Instead of the usual 


cheerful atmosphere in Mr. Carver’s 
_  ._| office, however, he encountered a gloom 
| so thick you could slice it with a knife. 
| “What can I do for you this morn- 
| ing?” he inquired, sensing something 
| out of the ordinary. 
| “Nothing,” replied the customer, 
| “nothing . . . unless you can sell me 
some blood!” 
“Some blood,” said Earle, “what 
for?” 


Then the story came out. The fore- 


Water Gauges, Oiling Devices, Air Cocks, etc. 



























for Heating Systems 


CAREYCEL—the patented insulation for 
low pressure steam and hot-water heat- 
ing systems (for temperatures up to 
300° F.) 


CUTS HEAT LOSSES 30% ' aces 
Impartial tests at Mellon Institute proved Pipe Coverings 


the rate of heat loss through Careycel and 
to be 30% less than through an equal 
thickness of aircell insulation. Shrink- Blocks 
age is only 1/10th that of air-cell. Elim- 

inates heat-wasting cracks at joints; 

makes a better looking job; increases 

efficiency of heating equipment; saves 

fuel. 


a 





CAREYCEL assures u‘most satisfaction 

for users . . . easier sales and good The process of ‘‘cellizing’’ and methods 
profits for distributors. Write for inter- of constructing CAREYCEL result in 
esting data and details of Distributor ay Se Se Se. 


smooth outer sur:ace and negligible 
Franchise — address Dept. 55. shrinkage (approx. 0.05%). 





Earle Stone knew where to find blood 
NNOKY | donors for a customer. 
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HOW LUBRIPLATE 
SPEEDS NATIONAL DEFENSE 


AVIATION 


coo, mY . 


a oess me * | ats 
Ld a. i jae $ 

ale 

a 


On land—on sea—in the air—in every phase of 
industry vital to defense, LUBRIPLATE lubricants 
are doing jobs that are nothing short of amazing. 
From a smear on the worm screw of the naval 
officer’s binoculars to a ton of LUBRIPLATE in 
the dredge underwater gear case—against friction 
and wear—thwarting rust and corrosion—conserv- 
ing bearing and parts—LUBRIPLATE carries on. 
In spite of heat and high water—tractors and 
trucks rolling through muck and mud—spotless 








LUBRIPLATE DIVISION 
FISKE BROTHERS REFINING COMPANY 


Toledo, Ohio (4 q 


Newark, N. J. 


Dealers from coast to coast. 


FOOD. 
PRODUCTS feu 


= = 


‘io COMMUNICATIONS 
tee 


MINING 





food packing machines constantly washed with 
scalding water—textile spindles whirling faster than 
ever before—marine equipment exposed to highly 
corrosive sea-water and spray—LUBRIPLATE 
lubricants perform under conditions that would 
stop ordinary lubricants cold. Recommend LUBRI- 
PLATE to your customers. Every one can use it 
to advantage. You can build a fine repeat business 


with LUBRIPLATE. 


UBRIPLATE 


THE MODERN LUBRICANT that Arrests Progressive wear 
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Lewis SUPPL 








— a 
MEMPHIS, TENN. HELENA, ARK. 





The Lewis Supply Co.’s new No. 42 catalog con- 
tains 644 pages and the following features help it 
to do a better job of selling: 


® Tools made of high speed steel are priced in red. 


@ Nationally advertised lines tie in with the manu- 
facturers advertising by the reproduction of their 
trademarks. 


@ Action illustrations demonstrate the use of many 
products. | 


@ Marginal index supplements the alphabetical 
index and makes it easier for customers to use 
the new Lewis catalog. 


A modern Weinberg & McKee planographed cata- | 
log will do a maximum job of selling for you. 


WEINBERG & MCREE, Inc. 


610 W. VAN BUREN ST. CHICAGO, ILLINOIS | 
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man of the plant’s cloth department, J. 
Pendergast, was seriously ill in the hos- 
pital. Unless a blood transfusion could 
be arranged immediately, the doctors 
gave him only two or three days to live. 
Offers of blood donations had been 
made by family, friends, and fellow 
employees in the Hampton plant. Even 
Mr. Pendergast’s fellow members of the 
American Legion had volunteered. But 
none of them had exactly the right type 
of blood. Mr. Carver became more 
down-hearted with the telling. 

Earle had an inspiration. In calling 
on another customer, Smith College in 
Northampton, he had noted an odd fact 
and filed it away in the back of his 
mind: Whenever the building and 
grounds department hired a new man, 
by decree of the college authorities, the 
new employee’s blood was typed. 

Earle got on the telephone right there, 
explained the problem to L. Sawin, 
assistant superintendent of the building 
and grounds departméit, and held the 
wire while Mr. Sawin searched his rec- 
ords for the exact type of blood needed. 

“Yes,” the answer finally came, “we 
have four men here with that type of 
blood. We'll release them all to you 
immediately.” 

By the time Mr. Carver had driven 
out to Dickinson Hospital, all four men 
were there being re-typed in the labora- 
tory. The second man typed (Ed Kel- 
sey) was chosen as donor, and the trans- 
fusion was made at once. The other 
three were kept on call—just in case. 

But one transfusion was enough, and 
five weeks later Mr. Carver’s key fore- 
man was back on the job part time. 
Last month he returned to a full-day 
working schedule, feeling fine. 

Do you wonder that Earle Stone is a 
welcome character around the Hampton 
plant? 





- 


"Farmer" Fred Stout, alias Vice President 
Fred Stout of Heller Bros. Co., Newark, 
leans over the pig pen on his New Jersey 
farm to admire some choice porkers. A 
habitual country stroller, he has been more 
cautious recently since he barely missed 
stepping on a live skunk. 
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oe 
NEW Carhide Tool 
_ GRINDER 


’ with Features you have 
always wanted! 


LT ee 





Pont for point—including its sur- 

prisingly low price, massive 
design and construction— you will 
find this DELTA-Milwaukee carbide 
tool grinder incorporates the things 
you have always desired in a ma- 
chine of this type. 

Designed to insure accuracy and 
long life—manufactured by modern 
precision methods —so low in cost 
that it can be used in any shop, large 
or small. It is equipped with one No. 
60 Silicon-carbide wheel and one No. 
120 grit Silicon-carbide wheel, the 
first for preliminary grinding — the 
second for producing a perfect cutting 
edge. So accurate is the machining 
on this grinder that it runs absolutely 
true, free from vibrations so that accu- 
rate, delicate grinding can be done. 
1 Table tilts 30 degrees toward wheel. Note con- 


venient indicator which shows exact angle at which 
table is set. 


SPECIFICATIONS 


This new Delta Carbide Tool 
Grinder has 13%" x 8” tables 
with 4" x is" grooves for fix- 
tures. Tables tilt 30° toward 
wheels and 45° away from 
wheel. Supplied with one No. 
60 Grit and one No. 120 Grit 
Silicon Carbide Wheel. Wheel 
sizes: 1’ wide x 6” in diam- 
eter with a 1” face, and a 
1%" hole. (Standard Diamond 
Wheels can also be used). 

Reversible 2 H.P. motor with 
self-sealed ball bearings 
lubricated for life. Speed: 3450 
R.P.M. with surface speed of 
5200 R.P.M. Furnished with 
one water pot and adjustable 
light fixture. Sub-base is re- 
movable for easy cleaning. 
Reversing switch built into 
base. Available with wide 
range of motors to fit all needs 
—in choice of bench or 
pedestal models. 


Table tilts 46 degrees away from wheel. Table is 
clamped in place by two large convenient star wheels 
below sub-base. 





Easy to clean this grinder! Table and sub-base 
easily removed by loosening only two bolts. Sludge 
scraped and washed away in a jiffy. 
Pencil test. This unretouched photo shows ordinary 
drawing pencil standing on edge of table with grinder 
going full speed. No vibration here! 
arg gage with tilting graduated head rides in 
x i&” groove in accurately machined table. 
Groove will also take special fixtures. 





Take Advantage 
of this Introductory 
Advertising Campaign 


~ ec MAIL 
D ORE NEW 


PAPER 
ly . G 
H cxreNsivE bh yaopuciN n 
CAMPA! ds t ments like th wo 
Spite PRESS intro duct’ ry oo - mag azine of 
Po werful full = the lea ading ieoes ve ne ew thou 
are appe aring direct mail none o Many ‘hese 
Attractive : line have y aoe calling 
— ris 


° your 
an ds of prospects to the att ention of 


X 4 
DELTA MANUFACTURIN. “i so MI we sete 


custome§rs 






637-N East Vi 
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SAGINAW, MICHIGAN , 


TAPES - RULES 
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UOFATN “MIKES” 


DEPENDABLE 
HIGH QUALITY 


TOOLS 


New York City 





PRECISION TOOLS 








D. M. Jones, of Dodge-Newark, whose ser- 
vice includes meeting midnight air express 
planes for defense customers. 





How Transmission Specialists 
Keep Defense Plants Running 


“As a rule, there is one best trans- 
mission arrangement for any specific 
job.” says L. L. Seggel, president of the 
Dodge-Newark Supply Co., Newark. 
“That’s why a distributor with a com- 
plete stock of all types of transmission 
can render superior service to defense 
plants. Long specialized experience has 
taught him how every possible type of 
transmission could be used on a specific 
job, hence he is a better judge of the 
best type to than the 
represents only one type.” 


use who 


man 

Dodge-Newark salesmen are schooled 
to feel only one primary interest in con- 
nection with a proposed transmission 
sale—that is in seeing that the customer 
gets the most efficient possible trans- 
mission layout. To encourage this, the 
distributor purposely refrains from tell- 
ing salesmen what percentage of profit 
prevails on various types of equipment. 

“Of course, present scarcity of equip- 
ment sometimes require emergency in- 
stallations that are not ideal from an 
engineering standpoint, but do enable 
the customer to continue operations 
with a minimum of lost production. For 
instance, if replacement gears are not 
obtainable, a short center belt may be 
substituted for the emergency. Later, it 
can be changed to something more 
effective,” he points out. 

To facilitate service, a teletype has 
installed between the office of 
Dodge-Newark and one of their leading 
suppliers. Here is an example of its 
A large belt was needed for 
immediate use. A teletype message to 
the manufacturer resulted in the order 
being shipped by plane the same day. 
When the plane arrived at La Guardia 
field, D. M. Jones of Dodge-Newark was 
waiting. The fact that the plane arrived 


been 


service: 
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}at midnight made no difference to 
| Jones, or to the customer, whose plant 
was operating around the clock pro- 
ducing vital defense supplies. 

“In this case, the man behind the 
man behind the gun rushed the belt to 
the plant and saw to it that it was prop- 
erly installed and operating before call- 
ing it quits for the day. The loyal serv- 
ice of distributors to customers and the 
cause of national defense is indeed 
making this the United States of Amer- 
ica,” says Mr. Seggel. 

The technical knowledge and experi- 
ence necessary to suggest substitutions 
is another contribution of transmission 
specialists to defense. For example, 
there was the recent call from a plant 
| where an important pillow block bear- 
| ing had given away. Had the customer 
ordered a replacement from the manu- 
facturer he would have found that it was 
not only out of stock, but obsolete. 

The distributor‘s salesman, however, 
was able to make a personal inspection 
of the pillow block. Being familiar with 
all types, he was able to locate one that, 
with slight machining, could be made to 
serve as a replacement. In a matter of 
hours the new block had been installed 
| and production resumed. 





Poets’ Corner 


When last we visited W. V. Starkie, 
who handles priorities for L. L. Ens- 
worth & Son, Hartford, he was feasting 
the poetic side of his nature on a con- 
tribution sent by H. C. Booth, Colum- 
bia Steel & Shaft Co. Mitt Suppties, 


the magazine for poetry lovers every- 


| where, takes pleasure in reproducing 
the stirring lines below: 


I hope that I shall never see 
Another P D Seventy Three 
To bring on paper work in reams 


| 

| 

| 

| 

| 

| 

| A form whose very presence seems 
| It’s never right the first time when 
| It’s placed upon your desk and then 
i 

| You send it back from whence it came 
To get it back all wrong again 


An A-10 Rating soon will show 
That OPACS Group is just no go 


Lord love the guy who doesn’t rate 
And send his in “All Other—H” 


And so I dig on all the day 
Through “Lend-Lease-C” and Army-A” 


| An A-l Rating, What to do, 
Oh yes—lIt’s right before A-2 


Will nothing ever set me free 
From the G. D.—P. D. 73? 











ACKLIN 


GRINDING WHEELS 


Vi SE” 


Macklin Wheels Are Uniform 


Uniformity in grinding wheels must begin with the 
first manufacturing operation. Extra precautions are 
taken to insure absolute accuracy in mixing the speci- 
fied abrasives and bonds to pre-determined standards 
and formulas. Ingredients are carefully weighed to 
exact proportions in air conditioned and humidity con- 
trolled departments. These modern methods enable 
Macklin to Protect Your Production by producing WauaEEe 
uniform and scientifically controlled grinding wheels. Y a 


Ask for Macklin Engineering Service 


MACKLIN COMPANY 


Manufacturers of GRINDING WHEELS — JACKSON, MICHIGAN, U.S. A. 


Distributors in all principal cities 
Chicago - New York - Detroit - Pittsburgh - Cleveland - Cincinnati Milwaukee - Philade!p! 
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IN 1941 AS 
IN 1911. 
SERVING THE 
DISTRIBUTOR 


e For thirty years 
Mill Supplies has 
been true to the 
principles on which 
it was founded. 
Wholehearted co- 
operation and loy- 
alty to the Distrib- 
utor has enabled us 
to put in these 


years of service. 


e We will continue 
this cooperation 
and look forward 
to another long 
period of service 
to the Distributor. 


MILL SUPPLIES 


330 W. 42nd St. New York, WN. Y. 


A McGraw Hill Publication 

















Jack Shields of Standard Pressed Steel says 


Penn General's golf party “will long be re- 
membered." 


Ia 


Hosts: M. M. Smith, president, and W. E. 
Horstman of Penn General Supply Co. 





Wheeler of National 
steadies himself for a short put. 


Vern 


Twist Drill 


Factory Men Play Golf As 
Guests of Penn General 


Manufacturers’ men serving the 
Penn General Supply Co. of Pittsburgh 
were guests of that distributor at a fall 
golf party in October. About 60 fac- 
tory men and Penn General staff mem- 
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bers were present, including factory 
sales managers from as far away as 
Detroit, Chicago, Boston and Philadel- 
phia. 

After a full day of golf, the group 
assembled for a banquet in the eve- 
ning. and the awarding of numerous 
door prizes. 





Frank Price of Norton Co. finds a com- 
fortable chair in the club house to rest up 
after the Penn General golf party. 


New York Supply Men 
Go to Billy Rose's 


Some 70 members of the Hardware 
Trade Association of New York took 
an evening off from business worries, 
Nov. 25, to have dinner at Billy Rose’s 
famous Diamond Horseshoe. After a 
roast beef dinner, they were carried 
back to former years in the entertain- 
ment extravaganza, “The Silver Screen.” 


with such old-time movie stars as 
Gilda Gray. Joe Howard, Betty Comp- 
ton, Lila Lee and Mae Murray, in 
person. 


Atkins Man Injured, Wife 
Killed in Auto Accident 


Elstner Hilton, special representative 
of E. C. Atkins and Co., Indianapolis, 
suffered minor injuries in an automo- 
bile accident, Nov. 14 near Farming- 
ton, Conn., in which his wife, Agnes 
Gordon Tack Hilton, was killed. 

For many years Mr. Hilton was At- 
kins’ foreign representative, covering 
Europe, China, Japan and the Far East. 
as well as Mexico and South America. 
He is now located in Washington, D. C. 


Have a Cigar? 


4 sign: DO YOU SMOKE? is 
placed just inside the door of the Page. 
Steele & Flagg Co.. New Haven. Under 
the sign is 2 humidor with cigars and 
sundry brands of cigarettes. It is a silent 
gesture of hospitality for all friends of 
the company. 
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WORTHINGTON PUM 





ARCH. 1. HALL, PRESIDENT Cc. L. GRANSOEN, VICE-PRESIDENT 


GRANSDEN - HALL & COMPANY 
INDUSTRIAL SUPPLIES 
WALNUT & POPLAR STREETS 


October 29, 1941 


Worthington Pump & Machinery Corporation 
Harrison, New Jersey. 


Gentlemen: Attention Merchandising Division. 


Congratulations on receipt of your new 
simplified Dealer Price Book. It was certainly worth 
weiting for, and we feel sure that it will be of great 
assistance to us in the promotion of the sale of Worth- 
ington products. 


We are particularly impressed with the con- 
tinuity of the entire book and the completeness of each 
section. The material is arranged in such compact, con- 
cise and usable form that any sslesman who has some 
mechanical background will have little difficulty in 
selling your equinment. The simplified presentation of 
the Pump end Compressor Data Section will be e great 


proper selection of your equipment. The Compressor and 
Pump Inquiry and Date Sheets enclosed make it very con- 
venient for our men to develop complete information for 
each installation. 


All this helps our men to do a better selling 
job and we know that with these new tools and with the 
support your local office has been riving us we should 
secure a satisfuctory volume of Worthington Standard 
Equipment in our territory. 


Yours very truly, 






GRANSDEN-HALL & ZOMDATY 


AHH: w 


MULT} 
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H. H. HOLINSTAT, SECRETARY 




















No Holds Barred! 





Reg. U. S. Pat. Off. 


SELF-LOCKING NUT 


Customers fall for it on sight. 
There's a built-in, self-energizing 
locking ring that unfailingly in- 
trigues prospects, clamps down 
on vibration and holds tight no 
matter what. Yet "Unshako" is 
easily applied and removed, and 





in no way retards assembly. Fig. 1510 
Pat's. Pend. 
Sales are going strong and grow- 
ing stronger . . . why not write 


in for our proposition, now! 


Cutout Section 
Shows Locking 
Ring in place. 


STANDARD PRESSED STEEL Co. 


JENHIATOWNR, PERAK Box 519 
—— theacnns —— 


BOSTOR + DETROIT + INDIANAPOLIS + CHICAGO + ST. LOUIS + S@n FRANCISCO 











COFFING “peer HOISTS 


RATCHET-LEVER HOISTS oe ELECTRIC HOISTS’ e LOAD BINDERS 
SPUR GEAR HOISTS . TROLLEYS . DIFFERENTIAL HOISTS 


OUR LATEST 
DEVELOPMENT TO 
HELP INDUSTRY.. 


the “QUIK-LIFT" 


ELECTRIC HOIST 


Our facilities have always been concentrated on 
supplying industry with hoists that are just right 
for the particular job. Here again Coffing lives 
up to its reputation by developing the “Quik-Lift’ 
Electric Hoist. It is a dependable, economical, light- 
weight, powerful, speedy hoist, extremely sensitive 
to quick load adjustments. Simple to operate, low 
head room—available with either load hook or trol- 
ley suspension, The Coffing sales policy merits your 
closest scrutiny and Coffing sales cooperation by 
expert factory salesmen assures you an extremely 
profitable selling opportunity. Send for details. 


COFFING HOIST CO. DANVILLE, ILL. 
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Central States Delegates 
Discuss Defense 





The Central States meeting brought many 
old friends together. Above, J. Ruddell 
(Central Rubber), J. Schroeder (Ft. Wayne 
Pipe and Supply) and George Bockstahler 
(Indianapolis Belt & Supply). 





In a warm handshake at the Chicago meet- 
ing: Tony Clark of OPM and S. Conant of 
Sligo Iron Stores. 





Seated and ready for the Central States 
Mill Supply meeting to be called—Bob 
Paulsen, F. O. Turpie and Earle Paulsen, all 
of the B. R. Paulsen Co., Chicago distrib- 
utor. 








UMI 








UMI 




















National Defense i 
¢ imposes proc 


ference. 
industry- Manufacturers mus 
_ Business tas US 
do the |° 


must comply 
duration. It's the only W°Y to 


giving t 
ans the ot Lunken 
from US- 

give Us the 
we, in turn, 


opm is 





ity rating takes 


ith a low priority. 
iority rating 


heimer @ 
of Lunkenheim 


tional Defense- 






NATIONAL DEFENSE 





ABLISHED 186 


THE 
1H LUNKENHEIMER C2. 


— "QUALITY '= 


CINCINNATI, OH10. U.S.A 


SE 
tt pat UALITY-SELL LUNKENHEIMER 


ne of ‘CGructly Engineered” Valves 


MILL SU 
PPLIES © DECEMBER, 1941 
121 











a 
LS? 
TRIPLEX 





New 
Production Facilities 
at TRIPLEX 
Help You Meet 
Customers Demands for 
Cap Screws, Bolts and Nuts 


With thousands of feet of added 
floor space, more machinery and 
a large addition to heat-treating 
facilities, TRIPLEX ability to 
of Threaded 
Fasteners assumes a new level of 
This larger capacity 
means better bolts and cap screws 
with least delay. TRIPLEX Prod- 
ucts are helping many defense- 
busy plants to keep production 


rolling. 


serve distributors 


efficiency. 


TRIPLEX standards developed 
through more than 20 years of 
broad experience assure you and 
the benefits of 
modern controls and an engi- 
neered production system that 
guarantees uniformity in the long 


your customers 


line of styles and sizes. 


It's well to place your orders 
early—it takes extra time to 
turn preference rating certifi- 
cates into steel. 


The Triplex Screw Company 


5317 Grant Ave. Cleveland, Ohio 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


*% Millions Sold + - + Used in Every Industry * 
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W. H. Hart, Paramount Supply Co., Ta- 
coma, Wash., says that the defense emer- 
gency has started a new game which all the 
distributors are playing with zest. 


Distributors Drawn Closer 
By Defense Problems 


“One result of the pressure of defense 
that distributors in each 
locality are working together on a basis 


activities is 


of more friendly cooperation more than 
ever before.” says W. H. Hart of the 
Paramount Supply Co., Tacoma, Wash. 
We are all 
stretching every resource to keep the 
general with their 
heads above water while helping to sup- 
ply the demands of the defense indus- 
tries, 


“These are times of stress. 


run of customers 


Distributors are now pulling to- 
gether almost as in times of flood or 
disaster, when everyone turns to help 
the one that’s in trouble. The little an- 
noyances of everyday competition are 
forgotten. 

“We are all playing a sort of game. 
To play it well, you must first know 
the overall conditions of the territory, 
and then the individual requirements 
of the customers in it, how their plants 
are operated and what is essential for 
their maintenance. 

For example, I had a customer who 
badly needed a certain type of valve, in 
fact the operation of his plant depended 
on it. There was not one around our 
territory of that size and the factory 
could not supply it. However, I did know 
the operating requirements sufficiently 
well to realize that ‘a similar one of 
smaller size would do the work. Then 
came the hunt for that. which in this 
case extended clear outside our terri- 
tory. But one was finally located and 
installed. 

“The result was that thing that can 
he summed up by a new phrase in our 
business We all 


used to seek to give that thing known as 


‘cutomer happiness.’ 


‘customer satisfaction, largely from a 
selfish standpoint, so that we could con- 
tinue to hold the customer's business. 
But this ‘customer happiness’ is differ- 
ent. To see the tears almost come to his 
eyes as he hungrily snatches the article 
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which has cost so much effort and per- 
haps actual monetary loss to locate for 
him, gives the salesman a kick that he 
never got from merely signing up an 
order. 

“Distributors and distributors’ sales- 
men all over the country are playing this 
game and are out every day on these 
hunts for customer happiness. And they 
are not still hunts, either, no lone wolf 
business. They all work together as a 
team, and one does not hesitate to run 
interference for a salesman in a rival 
camp, if the result is that the plant gets 
what it needs and keeps running. Some 
of this spirit is bound to outlast ‘the 
duration’.” 


Power Transmission Club 
Hears Chicago OPM Man 


Guest speakers at the November 
meeting of the Power Transmission 
Club of Chicago were Edwin Eitel, 


superintendent of analysts for the local 
OPM office. and two of his colleagues 
Messrs. Heffley and Gibson. 

After a brief talk by Mr. Eitel empha- 
sizing the huge task confronting the 
nation in industry from 
peacetime to wartime production sched- 
ules and stressing the importance of co- 
operating with local OPM offices, the 
meeting was turned into a “priorities 
quiz *session.” 

Preceding the meeting, V. K. Alex- 
ander, club president. announced the 
following schedule of subjects would 


converting 


be covered at forthcoming monthly 
sessions: 
December 3—Making of Steel—a 


movie in color.. 
January 5—Preventing Sabotage—a 
talk by local F.B.I. representative. 
February 2—Past Presidents dinner. 
March 2—Behind Today’s News 
talk by prominent commentator. 


April 6—Plant Inspection Trip. 
May 4—Making of Aluminum—a 
movie. 








OPM experts answering questions at the 
Chicago Power Transmission Club meeting. 
Left to right: Knott (Public Service Co.), 
Heffley (OPM), Zimmerman (R. & J. Dick), 
Eitel (OPM), Alexander (Manheim Mfg. & 
Belting), Gibson (OPM), and Leide (Dodge 
Mfg. Co.). 


UN 

















Mitering a structural angle iron—with a MARVEL No. 8. The blade is 
fed into the work. Work is held stationary on the bed in quick 
action vise. 


Shipbuilding calls for 
Universal tools. 


There’s a lot of sawing — cutting-off, mitering, 
notching and special cuts wherever ships are be- 
ing built, and work comes in all sizes too. That's 
why you'll find MARVEL No. 8 Metal Cutting 
Band Saws in shipyards and Navy yards, as well 
as in tool rooms and die shops. 


The MARVEL No. 8 is the most universal sawing 
machine built. It will snip off an 4%” drill rod or 
cut off an 18” x 18” structural shape with equal 
efficiency, or will save hours of machining by 
roughing work to size and shape. It will cut at 
any angle from 45° right to 45° left, has a large 
“T"-slotted table (for holding irregular shapes, 
special fixtures, etc.) and both power and hand 
feeds. It is a busy machine wherever found, for 
it does so many different jobs and does each one 
well. 


There's a lot of MARVEL ARMSTRONG-BLUM MEG. Co. 


business for Industrial Distrib- 
utors wherever metal is cut. 


"The Hack Saw People” 


5700 Bloomingdale Ave., Chicago, U. S. A. 
Eastern Sales Office: 225 Lafayette St., New York 
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SEMI- 
STEEL 


VISES 


Inbuilt accuracy is one of the out- 
standing features of MORGAN 
VISES and years of constant hard 
usage do not impair this origina! 
precision, and accuracy. Diamond 
cerated jaws that insure firm grip- 
ping power — absolute rigidity — 
complete interchangeability of 
parts are other features that 
build a business that lasts for 
many years. Your customers ap- 
preciate the dependability and 
reliability of MORGAN VISES and 
will continue to buy them through 
the years. We can fill your orders 
too — send them along! 


MORGAN VISE CO. 


108-112 N. JEFFERSON ST. 
CHICAGO ILLINOIS 




















SELL THEM FOR DEFENSE 


Every plant doing defense work needs 

Hand and Platform Trucks, Wheelbar- 

. rows and Casters. Why not get after 

this profitable business with the big 
Fairbanks line? 








Fairbanks not only offers a complete 

line that is absolutely “tops”, but also 
keeps the pressure on to help you sell 
by advertising in many leading publi- 
cations. 
Fairbanks Products are 
backed by a prestige of more than half 
a century and they have Government 
acceptance. 


Moreover. 





Write for catalog No. 50 and prices. 


THE FAIRBANKS COMPANY 





19 East 4th St. New York, N. Y. 
Boston, Mass., Pittsburgh, Pa. 
Factories: Binghamton, N. Y., Rome, Ga. 


HAND, PLATFORM 
and BOX TRUCKS, 
WHEELBARROWS 





Fairbanks 
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Pugh Urges Cooperation 
of Purchasing Agents 


Speaking before the annual meeting 
of the Seventh District, National Asso- 
ciation of Purchasing Agents, in Chat- 
tanooga, Nov. 15, E. L. Pugh, secretary 
of the Southern Supply and Machinery 
Distributors’ Association, outlined the 
position of the distributor and asked for 
cooperation in extending priorities. 

Quoting the article in the November 
issue of Mitt Supppties, by C. C. Shell- 
Director of Purchases. Wright 
Aeronautical Corp., he brought out the 
importance of distributors in defense. 

“Many customers of the distributor 
have been reluctant to give defense in- 
formation,” said Mr. Pugh, “but with- 
out it there is no other way for him 
to replace his inventory of materials 
needed.” 

“Undoubtedly metals of all kinds will 
be harder and harder to get as new 


berg. 


plants now being built come into pro- 
duction. The bomber program requires 
the establishment of an industry in a 
few months that will be larger than the 
entire automobile industry today.” 
John 
Southern 


Crimmins. 
Supply 


president of the 
& Machinery Dis- 
tributors’ Association, acted as leader 
of the discussion period for the pur- 
chasing agents. 


Yarnall-Waring Makes 
Personnel Changes 


Yarnall-Waring Co., Philadelphia, an- 
nounces the following personnel changes 
in their sales organization: C. Wilson, 
Jr., formerly of the New York office, 
has been appointed district manager 
of Pittsburgh-Cleveland territory and 
C. N. Maxfield, district manager of De- 
troit territory, covering Michigan and 
western Ohio. 

Bernard R. Bristol and Charles H. 
Grosjean have joined the New York 
sales staff, A. E. Robinson, the Chi- 
cago sales office and A. L. Aicher, for 
years a member of the factory engineer- 
ing staff, has joined the Philadelphia 
sales office. 





Here's an architect's drawing to picture the 
modern new plant which was recently occu- 


pied by the Sheldon Machine Co. in Chi- 


cago. The firm reports that lathe produc- 
tion has been tripled in these efficient new 
quarters. 
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Place your order with QUAKE R 





Quaker’s complete line of quality Belting — Hose Quaker’s complete line ... built upon practical 
Packing and Moulded Goods—for over fifty-five years knowledge gained from laboratory tests, field experi- 
has answered Industry's needs for operating and eco- ence and constant research, supervised by keen pro- 
nomical production. A good house that ships promptly. gressive executives to meet industrial requirements. 
A Distributor holding Quaker’s Fran- QUAKER’S Another asset in ordering {rom Quaker 


chise is prepared and in good position to mpustmnt pussen Presects CVeTMIne thousand products ready to serve 


supply his share of industrial rubber goods geiqing . Hose « PACKING 12dustry, warehouse stocks ideally located 
needed to help produce vast amounts of ma- MOULDED GooDS in leading industrial centers, make pos- 
terials in this period of National Defense. READY TO SERVE INDUSTRY sible prompt shipments to all points. 


INVESTIGATE QUAKER’S FRANCHISE ¢ DISTRIBUTOR PROTECTION + CONTACT QUAKER NOW 

















55 YEA “PHILADELPHIA 
sete) NEW — . BUFFALO + _Gnenee ~ MEMPHIS — * HOUSTON e SAN FRANCISCO | 
uA as OPE 2 LL 
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DELTA says “Remarkable 


Walter E. Schutz, Adv. 
& Sales Promotion Manager, 
Delta Manufacturing Co. 





You can get smmediote delivery 
on these Low-Cost Machines 


Delta Mfg. Co. Advertising Prepared by 
Irving J. Rosenbloom Advertising Agency 




































Sales have been made from 


direct FACTORY leads’... 


“,.. the sale of DELTA Machines is a complicated 
job; they are used in every type of shop, from the 
largest to the smallest, making every conceivable 
type of product—for straight-line production, for 
special set-ups, for maintenance and dozens of other 
applications. It is necessary, therefore, in addi- 
tion to our “vertical” trade papers, that we use a 
“horizontal” or all-over publication to tell the Delta 
story to all shops. And logically enough, we chose 
FACTORY to do this job.” So says Walter E. 
Schutz, the DELTA advertising and sales promo- 
tion manager. 


“This all-over coverage is of special importance 
to our Mill Supply outlets because the advantages 
of Delta Machines thus are told to a large group 
of factory men, resulting in larger sales and more 


This fine tribute from DELTA is just another way 
to express the high confidence and splendid stand- 
ing which FACTORY enjoys with the 80,000 men 
who control the bulk of the buying in the manu- 
facturing industries of America. 


To the 500 regular advertisers in FACTORY, 
DELTA simply confirms their own conviction that 
men in Technical Management rely on FACTORY 
for information not only on How to do their jobs 
better but also for the facts which tell them W bdat- 
to-do-it-with. 


FACTORY blankets the buying influences of the 
manufacturing industries because it blankets the job 


responsibilities of the men in Management, Pro- 


a 

<= rofit for these houses. ; . 

et] P duction and Maintenance. More of these men pay 
“Smee ; : , D 
= their money to read FACTORY than any other 


é 
f 
—/ ey 


[ teks | 


“From the beginning we have kept accurate 
tabulation of results from FACTORY ads . 

In those places where actual facts and figures 
are available, remarkable sales have been made 
resulting from a direct FACTORY lead. 
“We include FACTORY in our advertising 
schedules because we know it is a definite part 
of our complete sales picture.” 


industrial paper. 


Ask us to send you a recent issue of FACTORY; 
we'll be glad of the opportunity to do it. Then you 
will see for yourself what an amazingly effective 
background these practical editorial pages make for 
Companies with practical products to sell. 










FACTORY 


MANAGEMENT ond MAINTENANCE 


A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York, N. Y. 








MANUFACTURERS’ ADVERTISING 
IN FACTORY HELPS YOU 


SELL TO INDUSTRY 





Every plant in your territory 


is a prospect for these products 





_ Panay 
GREENE, TWEED 
pie eeeties 


PACKINGS 


Every strand individually im- 
pregnated with lubricant in 





BASA* 


Replaceable 
Face 


HAMMER 





Pa 
FAVORITE* 


Reversible 
Ratchet 


WRENCH 
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the manufacturing process : d Interchangeable socket head; 
PALMETTO* — Made in 5 sizes ie ti cee ke te Part of the A. J. Glesener Co. booth which 
for steam, hot fluids Interchangeable faces of raw- 1/5-in sien d deol af . h 
PALCO* hide, copper and babbitt 27! attracted a great deal of attention at the 
for oe water Clamping jaws allow adjust- Each head takes 2 different fourteenth annual Purchasing Agents Show 
for solvents, oils owl and rapid changing of sizes of nuts in San Francisco. D. J. Mullane (left) of 
Gcumor Ritiiees smned Cadmium plated Shaw-Box and Hugh L. Darling (A. J. 
=, ooo Glesener) should look happier beca the 
SUPER CUTNO* EMPIRE* Rawhide Mallets and Instantly reversible ner) show Peete a woe 
for acids rawhide faces of the BASA had just finished writing up a good order 

KLERO* Hammer made from finest Opening in head allows long as a result of the show. 
for foods, etc. Java water buffalo hide bolts to pass clear through 
Write for fuil information and prices x. s) bs. on. 





Phil Pidgeon Calls for 
End of Defense Strikes 


REENE, TWEED & CO. 


BRONX BLVD. AT 238 ST. 





Acting in his capacity of president 
of the Memphis Chamber of Commerce, 
Phil Pidgeon of Pidgeon-Thomas Iron 
Co. last month demanded action from 


NEW YORK CITY 


RNY 


Tennessee's senators and congressmen 
to stop strikes which are interfering 
with the national defense program. In 
a letter sent to legislators, and to 385 
Chambers of Commerce throughout the 
country, Mr. Pidgeon urged adoption of 
legislation to prevent abuses by or 
against labor. 


“Since Congress has failed to appre- 
ciate the sentiment of the people to- 
ward such selfish hindrance as strikes 
to the defense program, protests of 
individuals and organizations are neces- 
sary to awaken congressmen to a true 


Gwit ASSURANCE OF 
TOP QUALITY BEARINGS 


realization of public opinion,” he said. 


Pacific Distributors Win 
Exhibit Honors 


Seattle distributors won top prizes for 
both the most attractive and the most 
informative exhibits at the Twelfth An- 
nual Products Exhibit of the Purchas- 
ing Agents Association of Washington, 
held at Seattle. Nov. 4. Out of 65 exhib- 
its. the Pacific Marine Supply Co. was 
judged the most attractive, and the 
Cragin & Co.. as having the most in- 
formative display. 

Industrial supply distributors with 
displays included Campbell Hardware 
& Supply Co.: Cragin & Co.; Rossman 
* Industrial Supply Co.; Seattle Hard- 
ware Co. and Sunde & d’Evers Co. 


BEARING COMPANY 
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Now is the time to sell the 
Complete System of 


ARMSTRONG TOOL HOLDERS 


Today's demand for greater production has ended the 
“depression” policy for making a few ARMSTRONG 
TOOL HOLDERS serve for all kinds of work. Now, shops 
everywhere will buy additional ARMSTRONG TOOL 
HOLDERS wherever you point out that they can increase 
efficiency and output. Today’s shortage of high speed 
steel prohibits further use of forged tools for standard 
operations . .. ARMSTRONG TOOL HOLDERS that Save 
All Forging, 70% Grinding and 90% High Speed Steel 
are needed to replace them. With all machine tools busy, 

there can be no borrowing of tool holders from one > 

machine tool for use on another-each lathe, planer, ARMSTRONG BROS. TOOL CO. 
slotter and shaper needs its own set of ARMSTRONG ‘'The Tool Holder People” 

TOOL HOLDERS. Nor are orders limited to tool rooms, 305 N. FRANCISCO AVE., CHICAGO, U.S.A. 
machine shops and maintenance departments. The great 
volume of large size Defense work calls for almost un- Eastern Warel 3 

limited quantities of ARMSTRONG TOOL HOLDERS for 
engine lathes, turret lathes and screw machines . . 
for the production departments everywhere. 


Take the Complete System of ARMSTRONG TOOL 
HOLDERS at every opportunity ... then keep a close 
check on your inventory for they are selling fast. 








"ARMSTRONG TOOL HOLDERS Are Used in Over 96% of the Machine Shops and Tool Rooms 
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When you call on manufacturers, suggest to 
them that they put on a searcn or useu Vari 
Unions which have been d'scarded with pipe 
scrap—and that when Dart Un ons are found, 
they be put back on active duty. 

We are making the same suggestion to manu- 
facturers in advertisements appearing in a num- 
ber of industrial publicat ons—'‘n thé interest of 
metal conservaton. We can make this sugges- 
tion because Dart’s mached seats and a'r 
refined malleable iron nuts and bod'es make it 
possible for Dart Unions to be re-nstalled time 
and time aga'n, giving the same complete satis- 
faction each time. 

This “repeated performance” of Dart Unions 
explains why the purchase of Darts is an 
investment in long, trouble-free serv ce for 
manufacturers. It explains why the selling of 
Darts is an investment in profit, repeat business 
and customer-satisfaction for you. 

It pays well to sell Darts. Write for the Dart 
Jobber Policy today. 
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LANGDON SUPPLY CO. mux 
INDUSTRIAL SUPPLIES 


Langdon Supply Co.'s display at the Mid- 
west Defense Exposition in Kansas City last 
month attracted almost as much attention 
as the Army and Navy booths where local 
manufacturers were negotiating defense 
contracts. F. L. Langdon, manager of the 
firm, reports several orders and a number 
of valuable new contacts with shop fore- 
men and superintendents browsing around. 
Assisting him at the display were Roy 
Herod, Wayne Keyes and Don Smith of 
Langdon Supply, Pete Larsen, Leo Breckin- 
ridge and Clarence Fee of Simonds Saw, 
Jack Lanahan of New York Belting, and E. 
J. Stecker of Gates Rubber. 


Distributor, Robbed, Warns 
Against Stow-Aways 


Thieves “broke out” of the A. N. Nel- 
son Co., Brooklyn, on the night of Oct. 
24, taking with them a considerable 
quantity of drills, micrometers, and pre- 
cision tools. So far as can be deter- 
mined, the thief concealed himself in 
the stockroom, and sometime during the 
night opened the doors from the inside. 

The insurance policy of this distrib- 
utor covers only those losses which re- 
sult from breaking and entering, so that 
no compensation will be paid. J. W. 
Eigo, vice-president of the firm, kindly 
gave this information to Mitt Suppiies 
in the hope that other distributors will 
be warned and take avoid 
similar loss. 


steps to 


“Distributors should read their insur- 
ance policies carefully to see if they are 
covered in cases of this kind, and if 
necessary have their policies changed to 
provide more complete coverage. Before 
locking up for the night, a thorough 
search should be made of stockrooms 
and warehouse to insure that no one is 
hiding in the building.” 

A major 


he said. 

item of loss consisted of 
high-speed twist drills, sizes 15 to 59 
with a $7,000 cost price. This 
careful selection of sizes, and the fact 
that a large stock of other valuable tools 
were untouched, recalls recent reports 
that a well organized gang of thieves 
are operating on a 


only, 


“steal-to-order” 
basis, first taking orders. and then steal- 
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ing to fill them. The theft of drills 
further strengthens this theory, for the 
lone wolf thief with no organized out- 
let for his loot would probably take 
items for the individual machinist’s tool 
kit, rather than drills usually furnished 
by the employer. 

“Somewhere, purchasing agents must 
be approached by persons offering 
large quantities of goods, with strange 
promptness of delivery. If the seller 
does not represent a reputable house 
accustomed to large sales, an investiga- 
tion might disclose an organized thieves 
syndicate,” Mr. Eigo points out. 


Tiebout Almost Robbed 


An attempted robbery was made at 
C. H. Tiebout & Sons, Inc., Brooklyn, 
the same week as that of the Nelson 
larceny. The wire glass rear door was 
smashed, but tool steel bars behind it 
prevented entrance, 


Tull Metal & Supply 
Expands Personnel 


The J. M. Tull Metal & Supply Co., 
Inc., Atlanta, Ga.. has appointed J. H. 
Rayfield as store manager of the retail 
department. Other appointments _ in- 
clude J. J. Childress as a salesman in 
the contractors’ Department; Verner 
Owens, with the office staff; and Tom 


Rivers on inside sales. 





Here's a Stratoliner Quintuplet, one of the 
largest transport planes in domestic airline 
service, being weighed. Wright hoists aided 
in raising the plane from the ground to a 
position where its 31,200 lbs. could be reg- 


istered on scales. With accessories and 
passengers the plane weighs 45,000 lbs. 
A total of 800 hours of labor and a crew 
of 20 men were required to weigh one 
plane. Two sets of 15,000 Ib. scales were 
placed under each wheel. Another special 
set, shown in the photograph, were sus- 
pended from the hangar roof by means of 
two Wright high speed trolley hoists and 
attached to the tail which was lifted to 
place the ship in flying position. 





LRTI 





UMI 








EQUIPPED FOR bias Gevtns”™ 
ANY EMERGENCY 


with KLEINS! 


William O. Thewes, superintendent 
of the Ridge Tool Co., died suddenly 
the morning of Nov. 19 at his home in 
Cleveland. He was 58 years old. and 
had been in good health until the day 


before his death, buyers of 


The inventor of certain types of pipe 
wrenches and other tools, Mr. Thewes abrasives are 
was one of the founders of the Ridge 
Tool Co. 20 years ago at North Ridge- 
ville, Ohio. The Ridge plant was first 


Here's advertising 








| = 
| J now reading ... 
operated under his supervision as a 


| 
| 
small factory employing 10 men. | 


Paul Birmingham Joins 
Rawiplug in Detroit 


Paul Birmingham, formerly of Me- 
Graw-Hill Publishing Co., has been ap- 
pointed Michigan representative of the 
Rawlplug Co., Inc... with headquarters 
at 3126 Grand River Ave. Mr. Birming- 
ham had been with McGraw-Hill for 
14 years as an executive in the field cir- 
| culation department. 


Are you profiting 
from this interest in 


CLOVER? 





183,170 SALES MESSAGES are each 
month bringing the powerful, 

timely story of Clover Coated 
| Abrasives and Clover Lapping 
Compound to buyers of abrasives 
in your territory. 





Current Clover publication adver- 
tising is forcefully emphasizing 

how and why Clover abrasives 
| help speed production, improve 
finishing, and keep costs low. This 
is a story of particular importance 
to the superintendents, plant 
engineers, purchasing agents, and 
other important buyers you call 
on. It gets their interest —for you. 
It sells— for you. It develops abra- 
sive profits—for you...when you 
are the Clover Distributor. 








OU will find Klein 


Ed Idema, of the Manufacturers Supply Co. 
Pliers in the hand of | in Grand Rapids, packed his gun and hunt- 
ing togs last month for a trip to Canada. 
Net results: above, ducks, and below, a 
deer. 


the man on the stick—in 


the service of electricians 


and good workmen every- 


The Klein a : . 
Pocket Tool where. The universal pref- 
Guide will b . 

pier Sea re. erence forthese high-grade 
quest. 


tools by men who know 

: Let us show you how you can 
benefit. Clover Mfg. Co., Nor- 
walk, Conn. 


CLOVER 


COATED ABRASIVES 


is a good testimonial of 
their quality. It’s also a 
tribute to your judgment 
when you sell the best in 
pliers—KLEINS. 


mm (a |) & Sons 
Cerer  Cacage I ES 


3200 Belmont Avenue, Chicago, Illinors | 





LAPPING COMPOUND 


oF 
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VALLEY GRINDERS 


% Low upkeep cost 


% Economical, efficient performance 


% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 


Grinders, which are now accepted for their quality, accuracy, and performance through- 


by the Valley Guarantee. 


size ball bearings, 


out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 


Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 


Specifications include heavy shafts, over- 


wide wheels, and adjustable tool rests. Sizes 


from 4 h. p. Bench to 5 h. p. Pedestal models. 











Valley Electric Corp. 


4221 FOREST PARK BLVD. 


® ST. LOUIS, MO. 














FRED 


3527 DE KALB ST 


s Engineer 








In times of stress as in times of peace, 
Medart Steel Shelving and Medart Steel 
Employee Lockers solve the storage prob- 
lems of industry. Special “high-speed” 
engineering service available. 


MEDART MANUFACTURING Be 


ST. LOUIS, MO 
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This group was snapped at the home plant 
when they returned for a priorities pow- 
wow. Jim Ferguson, third from the left, 
sales manager, Reading Pratt & Cady, Divi- 
sion, American Chain & Cable Co., led the 
confab with Adam Goebel, left, Pittsburgh 
office, Jerome Gasso, Atlanta office, and 
J. S. Ramsay, right, president, Allegheny 
Pipe & Supply Co., Pittsburgh. 


Norton Co. Announces 
Four New Field Men 


\ number of changes in the Norton 
sales organization are announced by 
W. R. Moore, general sales manager. 

J. E. Strachan, Jr. of the Cincinnati 
territory has been assigned to the Pa- 
cific Northwest which includes the states 
of Washington, Oregon, Idaho, Mon- 
tana and Wyoming where he replaces 
\. M. Pitts who resigned on October 1. 

S. F. Prescott of the Worcester sales 
engineering department becomes sales- 
man for the Cincinnati territory. 

J. P. Enright. 
the Chicago office 
engineer for the 

Wendell C. Forsman of the sales engi- 
neering department at Worcester has 
been appointed field engineer for De- 


formerly a member of 
staff, becomes field 
Chicago district. 


troit and vicinity. 





“Give the green light to defense assem- 


blies," was the theme of the Parker-Kalon 
exhibit at the Philadelphia Metals Show. 
Dressed as locomotive engineers, Jim Hogh- 
land and Jack Mathe of Parker-Kalon are 
shown above urging manufacturers to use 
modern fastening devices as a means to 
speed defense production. 











American Machinist has the intensive readership of Amer- 
ica’s busiest, “buyingest” technicians—production execu- 
tives of Metal-Working. It has that readership because 
issue after issue contains the practical information they 
can't do without. They will study too, the advertising of 


manufacturers you represent- -if it appears in 


AMERICAN MACHINIST 


Fortnightly Technical Journal of Metal-W orking 
330 WEST 42nd ST. NEW YORK, N. Y. 














Perth Amboy Hardware 


A Message Honors Oldest Worker 


Earl Hope. the oldest employee of the 
Perth Amboy Hardware Co., distributor 
in Perth Amboy, N. J.. was honored by 
a surprise party on Oct. 29 when the 
firm’s employees tendered him a dinner 
at the local hotel. The party was held 

| almost exactly 25 years after he started 


for 


MAC-AT 


Representatives 





Your Mac-it business is built on the nation’s peacetime needs 
—and on your Mac-it customers depends our success in years 
to come. 


to work for the firm on Oct. 26, 1916. 
After the party assembled in the 
dining room, a special edition of the 
local newspaper was distributed with 
emphasis on Perth Amboy Hardware 
Co. During the evening, an engraved 
gold watch and check were presented 
to Mr. Hope. 
| R. D. Howell. president, takes pride 
| in the fact that more than one-third of 
| the company’s employees have been with 





dese ee a 













But the qualities that make Mac-its 
preferred for normal industrial 
use are required in ever-increasing 
amounts by our Nation’s Defense 
Program. 


For the thousands of your cus- 
tomers engaged in Defense work, 
your Mac-it Distributors’ Stocks 
are of vital need. We recognize 
this and pledge our effort toward 
equitable distribution of available 
production through our Distribu- 
tors. 


the firm for more than ten years. 










| New P-22 Order is Helping, 
Says Kiley Sales Manager 


E. W. Dugan, sales manager of 
Thomas W. Kiley & Co., Brooklyn, says 
the new order P-22 amended which 
grants an A-10 rating for industrial 
maintenance requirements is vital to the 
nation’s defense. In his territory, for 


THE STRONG, CARLISLE & HAMMOND COMPANY | is 
1392 West Third St., Cleveland - Ohio iy i ctr otion  teken arb 


a pen aia | the custom in that industry. Brokers, in 
turn, sell to the U.S. Army, Navy, and 


WELL KNOWN | to favored foreign governments. With- 
| out the necessary supplies to repair ma- 

FULLY APPRO VED chinery, boilers, pipe lines, ete., this 
WIDEL Y USED essential defense production could easily 

be brought to a standstill. 

The area served by this firm is also 
dotted with 100% defense production 
plants whose raw materials and finished 





Bas 


POWER KING 


You can build a lot of good will on 
those three features — Thousands of 


gh satisfied users all over the country products must be brought to and from 
pot? NEVER-SLIP attest to the safe, efficient perform- the plants by railroads and motor truck 
ance of BADGER Car Movers. Our fleets. Under the new order these vital 


common carriers have a_ preference 


Distributors can recommend 


: a rating, enabling them to cooperate in 
BADGERS with full confidence in § | the defense picture. 


their ability to perform satisfactorily 
and economically. Sell BADGERS for 


sound, continuous income. 








CAR 
MOVERS 









sooleeiaeis Bose SLIP-PROOF 


SLIP-PROOF 
SAFETY 


SPURS 







SAFETY CAR WRENCH 














ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN E. W. Dugan of Thos. W. Kiley & Co. 


Commends new maintenance order. 
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“Tools for Defense” are artistically featured 
in the new window display of Maddock & 
Co., Philadelphia. This timely display of 
shop tools has a background of silhouettes 
of ship building and industrial scenes. The 
display was created by two inside salesmen, 
Louis K. Simmons and John A. Fischer. 





Black & Decker Names Webb 
In Pacific Northwest 


P. W. Lund, Seattle manager of the 
Black & Decker Mfg. Co., announces the 
appointment of John H. Webb as sales- 
man in the Pacific Northwest. Mr. 
Webb was formerly with the Campbell 
Hardware Co., of Seattle, and prior to 
that with the J. E. Haseltine Co. at 
Portland, Ore. He will make his head- 
quarters at the Seattle branch office at 
131 Dexter Ave. 


Ohio Injector Issues 
Priorities Manual 


The Ohio Injector Co.. Wadsworth. 
Ohio, has issued a manual on priorities 
for the use of its distributors. Accord- 
ing to P. M. Arnall, vice president of 
the firm, the manval endeavors to an- 
swer such questions as “What are 
priorities? Whom do they affect, and 
how? What are preference ratings? 
can a distributor establish the 
proper priority status of the orders he 
receives?” 


How 


New "Eagle Brand" Rope 
For Civilian Use 


American Manufacturing Co. has 
added “Eagle Brand” to their line of 
rope for use where OPM restrictions 
prevent the sale of first-grade rope. 
This product contains the maximum 
amount of Manila fibre allowed by law 
for civilian use. The balance is high 
grade Java sisal. 

The rope is reported by the 
manufacturer to be smooth, firm, flex- 
ible. and lubricated with the same 
water resistant cordage solution used in 
their other brands. 

“Eagle Brand” has about 75% of the 
strength found in “Amco” and “Amer- 
ican Superior” brands. It is furnished 
in a complete range of sizes. 


new 














Now Built in 3 Sizes 





No.5—5” dia. round = or 
5” x 10” flat. 
No. 8—3” dia. round or 
8” x 16” flat. 


No. 12--12” dia. 
or 12” x 16” flat. 


round 





Also the No. 
Saw 






9 Upright 


¥ 
* 


* 


| * 
f any of your cus- 


tomers are faced with 


metal cutting  tie-ups, 
give them this sugges- 
tion: “Wells Metal Cut- 
Band 
quickly 
help 


easily 


ting Saws are 
available to 


They 


accurately 


you out. 
and 
cut almost any metal in 
almost any shape. They 
ean be used for produc- 
tion, 


maintenance’ or 


odd jobs.” Write now 


for details. 


Wells 


Mig. Corp. 


Three Rivers, Michigan 











says M. E. BRUSH 


Williamsport, Pa. 


“You bet I carry rolls of Veelos in 
my ear,” remarks Mr. Brush. “With 
everybody talking production, | talk 
about how Veelos in rolls automati- 
cally supplies matched V-belts of any 
length. Customers are quick to see 
the point—that Veelos in rolls ends 
delays caused by belt failure.” 


MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PA. 


“Veelos in Rolls 
Rolls up Sales” 


General Machinery and Supplies 










VEELOS 


V-BELT 


ADJUSTABLE to any length 


ADAPTABLE to any drive 


MILL SUPPLIES © DECEMBER, 1941 





135 








DEFENSE PLANTS 
BIG BUYERS OF 
WALKER-TURNER 
MACHINE TOOLS 


Find these precision tools the 
answer to speedy production in 
many lighter operations 








Walker - Turner distributors’ salesmen 
do not have difficulty in finding pros- 
pects. Practically every plant engaged 
in Defense production has urgent need 
for one or another of the complete 
line of Walker-Turner Machine Tools. 


The aircraft industry, for example. 
Walker-Turner Radial Drills and Drill 
Presses are widely used on wings, fuse- 
lages and other parts; Band Saws for 
cutting aluminum, Plexiglas and other 
ferrous and non-ferrous metals; Polish- 
ing Lathes for high-speed grinding 
and polishing of valves, tappets and 
other small parts. The same is true 


of other Walker-Turner Machine Tools 
—and this activity is duplicated in 
armament, munitions, shipbuilding and 
other Defense industries. 





Walker-Turner Radial Cut-Off Machine in big 
demand for its speed and versatility in cut- 
ting Ferrous and Non-Ferrous Metals and 
Plastics in various sizes and shapes, including 
large flat pieces. 





Walker -Turner Distributor Salesmen 
have a rich opportunity to get imme- 
diate, volume sales on a "protected 
profit policy", with added assurance 
of early delivery on all Machine Tools 
sold for Defense purposes. 


WALKER-TURNER CO., INC. 


28121 Berckman St. Plainfield, N. J. 


a 


RADIAL SAWS BENCH SAWS 
JOINTERS LATHES JIG SAWS 
DRILL PRESSES BAND SAWS 
TILTING ARBOR SAWS 
SPINDLE SHAPERS 


° peta | 
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Priorities Granted on 
Elevators, Conveyors 


Two plans to facilitate production of 
materials for repairs to elevators and 
escalators and for construction of con- 
veyor machinery were issued by Don- 
ald M. Nelson, Director of Priorities. 

The orders are P-72 and P-78. They 
permit application of A-3 preference 
ratings to deliveries of the necessary 
materials for production, with certain 
restrictions. Both became effective on 
Nov. 11 and will expire January 31, 
1942. The orders are to be used by the 
producers of the items covered and their 
suppliers. 

The A-3 Preference Rating cannot be 
used for deliveries of any material 
containing aluminum or magnesium, 
and can be applied only to the follow- 
ing items: castings and _ forgings; 
sheets, bars, shapes, plates and tubing 
(ferrous, non-metallic and non-ferrous 
to the extent permissible under the 
terms of conservation order M-9-c, gen- 
erally known as the copper order) ; 
electrical equipment and accessories; 
mechanical equipment and accessories; 
cutting tools, including cemented car- 
bides, and necessary maintenance and 
shop supplies. 


Construction Volume 
To be high in 1942 


The volume of all construction in 
1942 may be greater than in any year 
since 1930, with the exception of 1941 

despite difficulties of building in non- 
defense areas, according to a survey by 
the Bureau of Research and Statistics, 
Office of Production Management. 

The construction industry as a whole, 
therefore, will have a very active year 
throughout 1942, irrespective of what 
happens to non-defense construction. 

The figures are based on a more re- 
cent survey than those of the survey 
issued by OPM on Oct. 10. 
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Should there be only $1 billion of 
non-defense construction in 1942, in 
addition to defense housing, the total 
volume of construction will be greater 
than any year since 1929, with the 
exception of 1941. 

According to the latest survey, the 
monthly volume of total construction is 
expected to be very stable; non-defense 
construction will be dropping for the 
first part of the year, but defense con- 
struction may be rising. 

Present estimates suggest that there 
may be a drop of 65 per cent in strictly 
non-defense construction from 1941] to 
1942. Including defense housing in the 
non-defense item, there may still be a 
drop of 50 per cent. There is, however. 
no assurance whatever that the critical 
items will be made available for even 
this restricted volume of non-defense 
construction, It is pointed out, there- 
fore, that every effort should be made 
to make critical materials go as far as 
possible so that there may be as much 
construction as possible. 


Prices Stabilized on 
Builders’ Hardware 


Manufacturers’ and jobbers’ prices 
of a wide variety of builders’ hardware 
items were stabilized at the levels pre- 
vailing on October 21 in a maximum 
price schedule announced last month 
by Leon Henderson, administrator. 
Office of Price Administration. 

While the new schedule became nec- 
essary as direct result of the OPM cop- 
per conservation order of October 21. 
it is not confined to articles made wholly 
or partly of copper or brass, but extends 
to all products named, no matter what 
material is used in their manufacture. 

Numerous advances of 10% in manu- 
facturers’ prices for various items of 
builders’ hardware have taken place 
since the OPM limitation order was is- 
sued. That this probably would occu 
was recognized by OPA on October 26. 
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Help Industry with this 
Time-Saving Equipment 


Save time! Save effort! Increase pro- 
duction! These are commands to industry. 
That's why A-S-E Shop Equipment is such 
a “hot” profit item now! It’s being used 
by hundreds of concerns to speed up pro- 
duction and assure faster and more efficient 
handling and storing. 


Get in on this chance for important 
profits now. A-S-E Shop Equipment has 
been sold by Mill Supply Distributors for 
years. Today's emergency is making it a 
bigger profit opportunity than ever. You'll 
have the advantages of a full line, super 
quality, good profits, economical prices and 
strong selling aids. Write today. 


A-S-E STACK-UNITS 
save time in as- 
sembly opera- 
tions. Their slop- 
ing bin fronts 
keep contents 
readily accessible. 
Small parts can be poured out without 
handling. Stack interchangeably with stack- 
ing boxes of same size. 


A-S-E STACKING BOXES 


. .. are made in many 
sizes to hold small parts 
with convenience and in 
safety. Rigid construction 
withstands hard use. Con- 
serve valuable floor space. 





Positive stack- 
ing. Made in any size and gauge to meet 
production needs. 


SEND FOR FREE FOLDER WITH 
PROFIT BUILDING FACTS 


You'll want this folder. It gives the 
complete facts on the many profif- 
building A-S-E products. Write for EQ 

your copy. Ae qj 





ALL-STEEL-EQUIP 


COMPANY, INC. 


209 Cleveland Avenue, Aurora, Illinois 





when Mr. Henderson first announced a | 


comprehensive program to stabilize 
prices of all products made of copper, 
brass or other copper base alloys. At 
that time, the administrator disclosed 
that one of the first steps in this pro- 
gram would be to establish “present 
prices” as a maximum 
hardware. 


for builders’ 


The new schedule covers eight types 
of knobs and handies, 20 types of door 
locks, 13 types of hinges, 16 items of 
miscellaneous door hardware, 10 items 
of window hardware, five of screen 
hardware, and 12 miscellaneous arti- 
cles, such as house numbers, transom 
chains and snap catches. Painted, gal- 
vanized, commercial bronze, hand-drawn 
copper and “koolshade” fabric window 
screen cloth are included. 


P-3 and P-4 Aircraft 
Priorities Extended 


Manufacturers of airframes, and 
aviation engines and propellers, who 
have been operating with the assistance 
of Preference Rating Orders P-3 and 
P-4 will continue to receive the same 
aid during December, announces the 
Priorities Division of OPM. The two 
orders, assigning preference rating 
A-l-c to engine and propeller manufac: 
turers, and A-l-d to airframe makers, 
were issued on April 29, 1941. 


Steel Mills Granted 
A-3 for Maintenance 


With steel mills reaching an all-time 
high in weekly production, the Priori- 
ties Division issued a repair and mainte- 
nance order for the iron and steel in- 
dustry, which will make it possible to 
keep in operation the equipment, in- 
cluding the older and less efficient units 
pressed into service for the emergency, 
which is necessary to maintain the high 
production levels of the past months. 

The order provides a basic preference 
rating of A-3 for essential repair, main- 
tenance and operating material. For 
material necessary to repair actual 
breakdowns, an emergency rating of 
A-l-a will be assigned. Advance pur- 
chases of material to avert breakdowns 
and suspensions will be facilitated by 
the assignment of an A-1l-c rating. The 
high breakdown ratings, however, may 
be applied only with the express per- 
mission, secured in advance, of the 
Director of Priorities. 

Ratings may be applied by a pro- 
ducer to repair, maintenance and oper- 
ating items, and by a supplier of 
material directly required by a_pro- 
ducer for these purposes, or to material 
which is to be physically incorporated 
in other material to be used by his 
customer in the same way. 
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DIXON DAN says: 


= eee: 
Don't ask me why the BOSS ‘outsells 
All others in and out of season ~ 

Just try them where tough service tells, 
And you'll soontumble tothe reason! 














If any of YOUR 
customers have 
not yet “tumbled” 
to the time- and 
trouble-saving ad- 
vantages of 
“BOSS” Coup- 
lings, just get 
them to try them 
on a real tough 
installation! They 
will soon discover 
why the “BOSS” 
has long been 
tops among users 
of industrial hose, 
in every field. 











“BOSS” 


WASHER TYPE STYLE W-16 


HOSE COUPLING 


Because of its balanced design and rugged 


construction, the “BOSS” Coupling gives 
equally fine results on steam, air or liquid 
hose, under high or low pressures and al- 
most every condition of service. Furnished 
with the sturdy malleable iron 4-bolt “BOSS” 
Offset Interlocking Clamp (sizes 1” and 
larger) it engages the hose with a power- 
ful, evenly applied grip that eliminates 
leaks and pressure losses. Swivel-and-spud 
feature insures speed in connecting and 
disconnecting. Sizes: % to 4”, inclusive. 
(Sizes %’ and smaller have 2-bolt “BOSS” 
Interlocking Clamp). Cadmium plated- 
rustproof. 


Sold Only in Strict Accordance With 
Our Established Distributor Policy 


DIXON 


VALVE & COUPLING CO, 


MAIN OFFICE and FACTORY: PHILADELPHIA, PA. 
Branches: 
Birmingham « Los Angeles « 


Chicage Houston 
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FOR BEARING METAL 
THAT WILL NOT “SQUEEZE” 


tell your customers 


POWER Nickel-Genuine BABBITT 


Heavy loads subject bearings to sustained high pressures which “squeeze” 


ordinary babbitt out of the bearings. 


When this occurs, tell your customers to 


change to POWER . . . Magnolia’s new nickel-treated, genuine babbitt ... a 
homogeneous, uniform, superior bearing alloy with an ultimate strength of 


17,500 lbs. per sq in... 
hardness of 27 
ture of 900-1000 F... 


purpose. 


. @ yield point of 6.500 lbs. per sq. in. . 
. . » high melting and softening point . 
- and a low coefficient of friction. 
Genuine is one of several Magnolia Bearing Metals . . 


. a Brinnel 
+ + @ pouring tempera- 
POWER Nickel- 
- each “tops” for its 


MAGNOLIA METAL CO., 120 BAYWAY, ELIZABETH, N. J. 


MAGNOLIA BEARING METALS 








That’s your cue to help out by 
making known to your custom- 
ers the many advantages offered 
by Simplex Emergency Jacks. 


True to their name, they ‘‘get 
in and pitch,’’ saving manpower, speeding 
defense work and lowering job costs because 
they lift their full rated capacity on cap, on 
non-slip toe lift, and also lift on the detach- 
able cap shoe or on the steel chain with grab- 
hook end, any link of which engages in a 
recess in the cap. 

* 


They tilt on their bases for angle jacking, 
tank rolling or bracing and operate horizon- 
tally. They’re defense against tie-ups where 
cranes are overtaxed or can’t reach or where 
transportation equipment has bogged down. 


Three sizes: No. 522, 5-tons; No. 310-A, 15- 
tons; No. 2030, 20-tons. How is your stock? 


Simplex Jacks 
A better Jack for every job - 
many jobs for every Jack 





@ 
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A State of 
Emergency 


Exists! 


Templeton, Kenly & Co. 
Chicago, III. 


Better, Safer Jacks Since 1899 
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Machine Tool Rebuilders 
Get A-I-c Rating 


Rebuilders of machine tools have been 
granted the assistance of a preference 
rating of A-l-c in acquiring necessary 
scarce materials necessary, according 
to the Priorities Division. The order is 
effective immediately. 

Rebuilders are defined as those who 
rework or replace worn or missing 
parts, test the repaired tool under 
power, and guarantee its performance 
for a period of not less than thirty days. 

The materials to the acquisition of 
which the preference rating may be as- 
signed are listed in Exhibit A to the 
order, They are: 

Motors 


sories, 


and other electrical acces- 

Iron, steel, brass and bronze castings. 

Alloy and carbon steels in bars, 
forgings, castings, shapes and tubes. 

Cutting tools, including cemented 
carbides. 

Abrasives. 

Measuring instruments and gages. 

Brass, copper and steel tubing and 
fittings. 

Oil resisting hose. 

Bearing metals. 

Anti-friction bearings. 

Machine parts and accessories. 

Rebuilders may make deliveries of 
rebuilt machine tools only to fill defense 
orders, as defined in the order. 

The A-l-c rating may be applied by 
the rebuilder by executing an accept- 
ance of the preference rating order and 
filing it with the Division of Priorities, 
and furnishing one copy, with the ac- 
ceptance executed, to each of his sup- 
pliers. The order is not extendible, and 
may not be applied by a supplier. 


OPM Announces Plans 
For Allocation 


Preparation for the allocation of all 
critical materials throughout American 
industry has been called for in parallel 
actions by the Supply Priorities and 
Allocations Board and the Office of 
Production Management. 

In setting its sights for this all-out 
allocation program, SPAB laid down 
the principle that where feasible the 
allocation programs should be devel- 
oped in such a way that minimum quan- 
tities of the needed materials would be 
assured to essential industries 
operations are curtailed. 


whose 


1. SPAB announced that it had au- 
thorized its Executive Director to re- 
quest OPM to obtain detailed produc- 
tion programs, industry by industry, 
for 1942. It stipulated that these pro- 
grams should contain ample informa- 
tion to indicate the month-by-month 


requirements of critical materials 








UMI 








needed for the production of military, 
industrial and civilian items, and 
sential public services. It also directed 


| 
| 
| 
that these programs should show sim- | 
ilar vequireuncute for repair parts and WwW J T H G O O D T O O L S F O R 


EQUIP YOUR CUSTOMERS 








capital expenditures. 

2. OPM issued an administrative or- | T wy E | a DB) E F & N S E W ‘@) ” 4 
der setting up the machinery by which 
the whole program of requirements is | 
to be developed, outlined the manner | % Chicago Rawhide Hammers and 
in which the various industrial branches | Mallets are needed by the thou- 
and other units of OPM are to work | sands in - oe work of 
together toward this end, and instituted a ee cod ag rte 
a new system of handling preference genuine Java Water Buffalo hide 
ratings in harmony with this program. that offer no selling problem in 
























It will, of course. take a good deal of an ever increasing market, that { 
time to get the entire program into are a necessity in hundreds of 
effect. As it gradually emerges, how- industries, that have no equal in 


‘ : striking safe blows without defac- 
ever, the program will give greater cer- : : 
ing or damaging surfaces—even 


tainty to American business and indus- : ‘ 
, in unskilled hands. 


try; and it will also mean that defense 
officials will have a clear, over-all pic- 
ture of the nation’s total requirements 


Hammers with malle- 
able iron heads and re- 
placeable faces are 


for raw materials, SPAB having previ- weighted and balanced. | 
ously authorized its Executive Director Mallets available in many 


to get detailed requirements statements 
for the Armed Services, the merchant 
ship program and Lend-Lease. 


sizes and weights. 
Cobalt Being 
Allocated 


sate curiae ont the wn. | CHUIGA wo ffawhidle vF8,00 


certainty of shipments from abroad, 1290 ELSTON AVE. CHICAGO, ILLINOIS. 
cobalt was placed under a direct allo- | —————— —_———— 

cations system to be administered by 
the Director of Priorities. 

General Preference Order M-39 
places domestic and imported ore and 
concentrates, cobalt metal, and cobalt 
chemical compounds, under mandatory 
control and restricts deliveries and ac- 
ceptances of cobalt for metallic uses to 
specific authorizations by the Director 
of Priorities. 

Fifteen hundred of the 1700 tons re 
cobalt now being produced annually in 
the United States come from ore im- 
ported from Africa. Domestic ore is 
limited to a small area in Pennsylvania 
where it is produced as an iron by- 
product. 





Cobalt metal is used as an alloy for 
steel, largely in the production of high- 
speed cutting tools. 


Forest Service Gets | ‘ “UNBRAKO" KNURLED SOCKET HEAD CAP SCREWS 


Priorit Assistance | . The Head Has It . . . and it's sales appeal! 
Y i “UNBRAKO" Knurled Socket Head Cap Screws are famous 
The Waited State Wesest Service | ” not only for their great strength and accuracy but for the 
J “ 2s res fice | 


KNURLING feature that speeds up assembly time .. . per- 
will be given priority assistance in ob- mits locking after countersinking, 

aini P ichti i . } ’ These are extra advantages at no extra cost . . . advantages 
taining fire highting equipment by Or- | that, to you, mean fast turnover and pleased customers. 
der No. P-45-a issued on Nov, 22 by 


| i Write today for our proposition. 
the Priorities Division. The order as- | 
| 























Reg. U. S. Pat. Off 


signs a preference rating of A-8 to 
deliveries of all equipment, tools, and 
supplies to be purchased by the Forest 
Service for use in fighting or preventing 
fires, 





STANDARD PRESSED STEEL CO,| rhe Knurtine os 


Socket _ee 
JENKINTOWN, PENNA. nated with 

—— seencacs —— BOX 519 BRAKO" years ago. 

BOSTON + DETROIT « INDIANAPOLIS - CHICAGO + ST. LOUIS + SAN FRANCISCE 
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NEW PRODUCTS 


With Sales Possibilities 


PRODUCT 








PAGE NO. 














: MAIN FEATURE MANUFACTURER 

Goggle 140 Spectacle-type Chicago Eye Shield Co 
Snip 140 Cuts straight, curve Penn Tool Co. 
Friction Clutch 142 Wide range of sizes T. B. Wood's Sons Co. 
Illuminated Magnifier 142 Free from distortion George Scherr Co. 
Inspection Car 143 All steel frame Buda Company 
Magnetic Chuck Parallels 144 Available in matched pairs Brown & Sharpe Mfg. Co. 
Protective Covering 144 For wall paint, wallpaper Bergonize Company 
Respirator 145 Single filter Mine Safety Appliances Co. 
Babbitt Metal 145 For bearings Magnolia Metal Co. 
Rapid Slide Tool 146 Adjustable stops Gisholt Machine Co. 
Box Wrenches 146 Short shank Plomb Tool Co. 
Water Tank 147 Mobile unit Universal Paper Products Co. 
Diamond Nibs 147 Large diameter head Diamond Tool Co. 
Electric Sander 148 Vibration reduced Detroit Surfacing Mach. Co. 
Finger Guard 148 Comfortable and durable Industrial Gloves Co. 
Clamp 148 For drill press Mead Specialties Co. 
Drilling Machine 150 Sturdy construction Taylor Mfg. Co. 
Soldering Unit 151 For electric wire splices Jiggers, Inc. 
Nuts 151 Anchor type Elastic Stop Nut Corp. 
Nipper 152 For tile, glass Landon P. Smith, Ine. 
Hack Saw 152 Furnished with swivel vise Sales Service & Mfg. Co. 

Goggle and float the frame without undue 


Spectacle-Type 





a 


A special feature of these new spectacle- 
type goggles is the “comfort-bridge”. 
The bridge is described as a single unit, 
molded out of non-inflammable plastic 
material including wide bearing jumbo 
pads which distribute the weight evenly 


140 


pressure across the bridge of the 
wearer's nose. The frame of the new 
spectacles is of light weight design, 
yet retains every element of strength. 
The arch bridge is high and engages 
the eye wires at four different points by 
means of forked ends, thereby gaining 
double the strength and rigidity ob- 
tained when only two points are en- 
gaged. “Comfort-Bridge” spectacles are 
offered in three bridge widths. and are 
furnished with 50 mm, lenses or the 
newer drop oval shapes, in “Cesco” 
hardened lenses. Transparent side 
shields and leather padded side shields 
are also available-—Chicago Eye Shield 
Co., Chicago. Ill—Mur Supp.ies, De- 
cember 1941. 
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Snip 
Cuts Straight, Curve 





This time-saving “Combination” snip 
cuts straight, curve, either right or left. 
The snip is made of chrome vanadium 
molybdenum alloy steel, hardened and 
tempered for rough use. It cuts with 
ease all grades of steel, BX cable, BX 








p* 








HOLO-KROME and their distributors, 
x % % at all times, realize their responsibility to industry. * * x 





\ STATEMENT OF FACTS 


“We Sell Through 
Authorized Stock (Carrying Distributors” 


HOLO-KROME has proven, through years of 
practical experience, that Holo-Krome serves in- 
dustry better, more economically and more 
efficiently because—“We sell through Authorized 
Stock Carrying Distributors.” 


HOLO-KROME considers its Authorized 
Stock Carrying Distributors as advantageously 
located Branch Warehouses and as important a 
part of the Holo-Krome organization as any 
department of the Company. 


HOLO-KROME requires of all Authorized 
Stock Carrying Distributors that they maintain, 
at all times, an adequate stock sufficient to serve 
the Industries located in their respective territories, 


HOLO-KROME Authorized Stock Carrying 
Distributors are staffed with trained representa- 
tives fully conversant with Holo-Krome Products 
and Policies. They are ideally equipped to serve 
the National Defense Program and, in a manner 
not equalled by any other distribution method. 


HOLO-KROME and their Distributors, at all 
a times, realize their responsibility to Industry. a 


THE HOLO-KROME SCREW CORPORATION 


HARTFORD, CONN. U.S. A. 






























FIBRO FORGED SCREWS 
trade mark 


Guaranteed 


Completely Cold Forged UNFAILING PERFORMANCE 





SEE PAGE 291 NOVEMBER MILL & FACTORY 


HOLO? "KROME 


Re: SO encom ammragp 9 ae Lees rien 





THE HOLO-KROME SCREW CORP. SOCKET SCREWS ~ HARTFORD, CONN. U.S.A. 
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ees 
_ BLADES 





—a name for Hack Saw Blades and Metal 
Cutting Band Saws of superior quality, sold 
only through recognized Industrial Distributors. 
Your customers will remember it, because 
they'll remember the cutting performance of 
these saws. 


Our production of 
Barnes Hack Saw 
Blades and Metal 
Cutting Band Saws 
conforms to the 
standard approved 
by O.P.M. August 
20, 1941. 


W. O. BARNES CO., INC., DETROIT, MICHIGAN 








a | 








EXPAND YOUR SALES 
AND PROFITS WITH 


Saletwn 


MEG US PAF OFF 


BELT HOOKS 
AND LACERS 


The Safety Portable Lacer, plus Safety Belt 
Hooks offer you a sound combination of 
quality that appeals to mechanics and makes 
sales and profits easy. In the first place 
Safety Belt Hooks come in numerous sizes 

. all are guaranteed to hold and do 
the job. 
Second, the Safety Port 
able Belt Lacer has a full 
6" capacity. The jaws 
are not flat, but ribbed. 
Each rib contacts one hook 
only. Hooks are easily 
sunk below the surface of 
the belt. Sell the Safety 
System. It means more 
profits for you. A letter to 
us will bring complete 
price list and description 
of our distributor sales co- 
operation. 















Safety Belt-Lacer Co. 


Toledo «© « « « Qhio 
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flexible tubing, stainless steel, and 
monel metal. The blades are remov- 


able and are serrated to avoid slip- 
ping and turning. The handles are of 
extra heavy cold rolled steel and 
knurled for a better grip. A special 
locking feature locks the blade when 
not in use. The “Combination” snip is 
available in 3 #185 for light, 
general work; #190 for general heavy 
duty work; #195 the Giant Combina- 
tion is for use where large cutting is 
necessary.—Penn Tool Co., Philadel- 
phia, Pa—Mitt Suprries, December 
1941. 


sizes: 


Friction Clutch 
Wide Range of Sizes 





Recently announced, the “Torque- 
Master” friction clutch is designed for 
the heaviest type of work, impact and 
pulsating loads. Available in single and 
multiple disc types and in a wide range 
of sizes, with all parts totally enclosed, 
it combines safety at high speed with 
inherent dependability under all operat- 
ing conditions. As indicated in the il- 
lustration, friction plates are of gear 
tooth design, while the entire operating 
mechanism is simple, sturdy and con- 
sists of only a few moving parts. All 
adjustment for wear or load conditions 
is made with one knurled hand adjust- 
ing ring—no special tools needed.— 
T. B. Wood's Sons Co., Chambersburg, 


Pa.—Mirt Suppries, December 1941. 


Iiuminated Magnifier 
Free From Distortion 


Recently placed on the market, “Magni- 
Ray” is a new illuminated magnifier 
which plugs into the standard 110 volt 
circuit. The tool has an unusually 
wide magnification field and offers scien- 


tifically correct lighting directly on the 
object in the field. thus shutting off 








1 
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reflections. Dey eloped particula rly 


quickly detects costly sources of de 
such as blow holes in castings, mach 


after hardening and burrs and 


It may also be used for setting tools on 
precision lathes, thread grinders, ete, 
It is designed so that it may quickly be 


removed from its sturdy stand and 





attached to a machine tool so that work 
may be watched during operations. 
The universal] angle clamp permits it 
to be turned to any angle and raised and 
lowered quickly for many applications. 
The “Magni-Ray” js available in two 
types, one with a 3-in. lens and a 
specially designed 2-in. 


wide achromatic 
lens with a magnification power of three 
plus. George Scherr Co., Neu 


 # 


York. 
MILL SUPPLIEs, December 1941. 


Inspection Car 
All Steel Frame 


cg > 
$>$ 
> sa 





Being introduced as the “Roadmaster” 
the Model F-2 motor car, 
designed for use by roadmasters. 
Visors, and others who require 
roomy, powerful car. 
signed with two forward facing 
and a half center deck 
lor two additional Passengers, if desired. 
Driver sits in a forward f 


is especially 
super- 
a safe, 
The car is de- 
seats 


(over engine) 


acing position 


for 
use in defense industries, “Magni-Ray” 
‘lay 
ine 
tool beds, tools and dies, cracks in steel 


, poor 
finish on small parts, screws and pins, 











YOUR 


Figuring 10,000 “kicks” 


The installation of a Schrader Air- 
Operated Foot Pedal streamlines 
press operation down to tip-toc 
action, The Schrader Pedal moves 
only 4/5ths of an inch. An operator 
can sit comfortably and never lift 
his heel off the floor. The results 
are a more constant output, which 
increases production, plus a higher 
quality of work with less spoilage. 
Safety is another important benefit. 


A, SCHRADER'S SON, Brooklyn, WN. Y. 


vany, # 
Division of Scovill Manufacturing Company, Inc 


Schrader 


O06 wt Pat Oe 


AIR-OPERATED 


MACHINE 
CONTROLS 


Information. Write for a copy 
pr cy Pm Catalog and Service 7 
ual showing what Schrader Air ne 
and Equipment can do for you, and how 
it does it. 





STREAMLINE 


PRODUCTION... 





on a treadle with a four inch 


i literally 
. troke, the operatar of an ordinary ored = y 
h ; i i i ay. 
hops two or three miles during an eight hour day 


By lessening fatigue, the possibility 
of accidents is reduced. 


Schrader Pedals come in complete 
sets, which.your own men can easily 
install on power presses, kick presses, 
shears and drop hammers. Or, they 
may be had separately for your own 
hook-ups. Order through your local 
supply house, or write for name of 
nearest Schrader Distributor. 


t 








tome nat 


lomers ( 
Factory, 
Nance), 


Schrader December 


, Message to your cus- 
Industrial Equipment News, Mill & 


Factory Management & Mainte. 





" 
Scuraver Products give compressed 
air new and important uses in industry. 
They give salesmen new and important 
items to sell. The Schrader Line js big 
and complete, There are standard sets 
of machine controls and ejection sets 
which increase machine output and ef. 
ficiency. There are packaged items to be 
assembled for Special requirements, plus 
blow guns, couplers and fittings for bet- 
ter handling of air in industry, Sold 
through mill supply houses under a top- 
notch sales Policy. Any salesman can 


Send for de. 
tails. 
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A SCHRADER's SON BROOKLYN, N. Y. 


Division of Scovill Manufacturing Company, Incorporated 


Schrader 


*86. US Patong 


INDUSTRIAL 
PRODUCTS 


The Opportunity Line For 1942 
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with all controls within the normal 
reach of his hands. Safety rails are pro- 
vided across the complete front of the 
car. The car is powered with a Briggs 
and Stratton 4-cycle, air cooled, 7.7 hp. 
engine. The engine is of a type that 
starts easily in cold weather, it is low 
in oil consumption and gets a high 
mileage per gallon of gas. It is 
equipped with powerful heavy duty fric- 
tion drive clutch with forward and re- 
verse speeds and a neutral position. 
The car is equipped with four wheel 
i | brakes and safety skid wheels. Car is 
available with all standard motor car 
accessories and it is available for spe- 
; | cial gage tracks.—Buda Company, Har- 
| vey, [il—Miut Supers, December 








; | 1941. 
FOR KEEPING | THIS ECONOMY PACKAGE is a FOUR SIZES IN 
UR STOCK articularly attractive merchan- ECONOMY ODIS- . 
aus Economy Fising item. It avoids be Sones. PLAY UNIT. For Magnetic Chuck Parallels 
K re | sity of breaking a standar OX uick over-the- } : 
packed 10 of a | of lacing. Contains one set of centhet enlee Available In Matched Pairs 


single size in lacing complete with gauge and use this Econ- 
corrugated ship- hinge pins for a 12" belt and the omy Display 
ping carton lacing can be broken to length Unit, containing 








shown above. for the narrower belts. 3 packages 15E, 
; ; T ; 3 of 25E 
Lacin List Weight Belt 2 of 20E, 
—" Percarton | Per carton Thickness and 2 of 27E. . 
| 15E $4.75 3.1 lbs. KK" to %o" 5 
20E 5.00 4.1 lbs. Bao”* to he" poly: Bn 
25E 6.25 4.9 lbs. Yin" to 40" Unit, List. $5.60 : 
27E 6.65 5.8 lbs. 44" to ho” All : . : 
35E 8.50 8.4 lbs. %o" to He" prices i 














subject to discount 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street. Chicago, Illinois 


V | N C E N T H U N T | N G T 0 N Magnetic chuck parallels “No. 124” 


Improved Grinding Wheel Dressers — have been announced for holding small 








work and work with projecting surfaces 
and Cutters | 


which cannot be held readily on the 


INSURE ACCURACY PRECISION = working surface of magnetic chucks. 
9 9 all full size with 18 They can be used on chucks of the 
TEETH. Milled from high 


carbon tool steel, scien- permanent magnet type and, also, on 

t t ted b ° 
AND QUANTITY PRODUCTION sitive’ | Chucks of ‘the electromagnetic. type 
uniform hardness in- 


FOR TODAY’ suring long life. Vincent These parallels are made of alternating 
S$ NEEDS og, RR steel and non-magnetic bronze spacing 






mesh even if the washers 
are left out. . The 


strips. magnetic flux from the 
chuck is conducted through the steel 
strips and work, holding the work se- 
curely to the parallels and the parallels 
to the working surface of the magnetic 
chuck. They are 3-15/16-in. long. 7-in. 
wide, 1%g-in. high and are available 
only in numbered, matched _pairs.- 

Brown & Sharpe Mfg. Co., Providence. 
R. 1.—Miu Suppties, December 1941. 


@ Industry has been buying Vincent-Huntington Grinding 
Wheel Dressers and Cutters for many, many years because 
they have proven themselves equal to the task of keeping 
grinding wheels in perfect conditions. This is a routine 
matter in normal times but right now this proven depend- 


ability is worth a great deal--it insures constant day- New Type Hardened Protective Covering 
after-da ood service from grinding wheels that are Stee! Bushings . 
. o g g are a new design to elimi- For Wall Paint, Wallpaper 
taxed to the limit. Our Distributors are ready to supply nate turning and wearing 
5 ou e bushing holes in 
industry and we are ready to handle their orders. the dresser. Pin revolves \ washable protective covering for flat 
freely in bushing and cut- : os 
tore recsqee on pla. lneur. wall paint and wallpaper, designed for 
"IF IT'S A HUNTINGTON DRESSER OR —— of _ Ad use in plants, warehouses, institutions. 
- eac er ‘ oA ig . 
CUTTER—VINCENT MAKES IT for better dressing and offices and stores where it is desirable 


truing. 


ide for easy cleaning of wall sur- 
THE VINCENT STEEL PROCESS CO. 222e'ergase | | tices hs been announced "The prot 


uct may be applied over a newly 
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painted or over a cleaned wall, and pro- 
vides a clear, transparent, flat pro- 
tective film that prevents dust, dirt: and 
grime from penetrating the pores of the 
paint or the wallpaper. Odorless, it 
dries flat within 20 minutes and _ pos- 
sesses high ability to reflect and diffuse. 
One gallon covers approximately 1500 
sq.ft. “Bergonize” is removed from a 
protected surface merely by application 
of clear water with a sponge or rag, 
taking with it all dirt and leaving the 
surface spotlessly clean. It is not re- 
commended for use in rooms where an 
excessive amount of steam is vented 
into the air, or where condensation 
takes place on the walls or ceiling. 
The Bergonize Co., Chicago, Ill.—Mut. 
Suppiies, December 1941. 


Respirator 
Single Filter 





Featured improvement of this new 
respirator is the single filter which 
replaces the two-part (felt screen and 
cellulose) filters used previously. The 
filter is more porous on the outer side 
so that the larger dust particles are 
filtered out first. thus preventing rapid 
build-up of breathing resistance through 
clogging of filter. The “Single Filter 
Dustfoe” respirator is compact. light- 
weight and offers low breathing re- 
sistance and full vision in every direc- 
tion. A protective filter cover prevents 
contamination of filter by grease and 
dirt from hands and equipment. A fool- 
proof exhalation valve provides drain- 
age. The formable facepiece of the 
respirator may be shaped to fit in- 
dividual face contours.—Mine Safety 
Appliances Co., Pittsburgh, Pa—Mu.i 
Suppiies, December 1941. 


Babbitt Metal 
For Bearings 


A new babbitt metal for bearings sub- 
ject to high pressures and temperatures 
has been developed. This metal, known 








SIFY SOCK NREL COMPANY 


“BLUE DEVIL” excovcrs 


.. THE NEED IS 
TREMENDOUS 
AND WE CAN 
SUPPLY THEM 


Industry needs “BLUE DEVIL” 
Screw Products and needs lots of 
them. They meet top production de- 
mands fully because there is nothing 
left to chance in their manufacture. 
Scientific heat treatment in our mod- 
ern electrically-controlled furnaces 
produces products of absolute uni- 
formity. Industry continues to rely 
on “BLUE DEVIL” products for de- 
fense work because of their past 
proven good performance and high 
quality. We can supply “BLUE 
DEVIL” products from stock and 
take care of special requirements. 
Try us. 


CC 


—_ 
—— 
—_ 
— 
— 
—— 
— 
a 
—— 
— 
a 
— 
oe 


=| 





4445 N. KNOX AVE. ' CHICAGO, ILL. 











a 
Brightboy 


“4 
WELDON ROBERTS 


Brightboy 


a for POLISHING and 
- “ FINISHING METALS 


The SOFT RUBBER binder CUSHIONS the abrasive 


Brightboy % this excellent line of POLISHING 
IN DEFENSE = and FinisHiING material is a boon 


WHEELS: DISCS 
STICKS - TABLETS 





TIMESAVING  t© METAL industries. A profitable 
PRODUCTIVE —_— line you can’t afford to be without. 





NATIONALLY ADVERTISED — PROMPT DELIVERIES 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO., NEWARK, N. J., U.S.A. 


* Write for 
particulars 
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|as “Power Nickel Genuine Babbitt.” 
has a tensile strength of 17,500-lb. per 
sq. in., a yield point of 6,500-lb. per 
sq. in., a Brinnell hardness of 27, and 
its pouring temperature ranges from 
950 to 1.000 deg. F. The high softening 
and melting temperatures make the 
metal resistant to extreme local heat. 
Its unusual strength makes the metal 


FOR MODERN 
METAL CUTTING TOOLS 








adapted to very heavy bearing loads, 
such as are encountered in railroad 
service, heavy rolling mill machinery, 
and paper mill machinery. The nickel 
treatment gives the metal a hard glossy 
surface, desirable for generators, mo- 
tors and other high speed application. 
Magnolia Metal Co., Elizabeth, N. J. 
Mitt Supeiies, December 1941. 


Rapid Slide Tool 
Adjustable Stops 











NATIONAL TWIST DRILL 
& TOOL CO., betroit, v.s.a | 


Tap and Die Division WINTER BROTHERS CO., Wrentham, Mass. | 
TWIST DRILLS e REAMERS e HOBS « MILLING 
CUTTERS ¢ COUNTERBORES SPECIAL TOOLS 


Factory Branches @ San Francisco © New York 
Chicago © Philadelphia © Cleveland 
Distributors in Principal Cities | 








55 | A rapid slide tool for turret lathes has 
| kK E | bk S A L & S M E N been designed to hold small boring bars 
| and forged cutters. Movement of the 


lever transmits a rapid, smooth motion 
to the slide permitting back-spacing 
<_< | and recessing operations to be per- 








formed quickly. Adjustable stops are 
provided for quick setting, permitting 
duplicate work.—Gisholt Machine Co., 
Madison, Wis—Mut Supptirs, De- 
above has been our byword since our | cember 1941. 


The keynote of our editorial policy, the 


beginning. Now in our 3lst year, we 


hope to continue serving the distributor Box Wrenches 
as faithfully as we have in the past. Short Shank 
a ———_—_— 


MILL SUPPLIES Set of four short, 12 pint, offset box 


wrenches, with an obstruction clearance 
of Ys-in. and overall length of 5 to 
6¥-in., now available. Made for those 
places recessed or hidden with limited 
space, the compactness greatly increases 


A McGRAW-HILL PUBLICATION 
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the utility of this type wrench. The 
short shank may be held almost en- 
tirely within the hand and accurately 
placed in position with greater speed 
and safety. Made of finest steel, full 
plated with polished heads, they come 


in the following openings: #8160- 
3. x ve; #8161—'%% x fe; #8162 


5.x 18; #8163—34 x tt.—Plomb Tool 
Co., Los Angeles, Calif —MIu 
pLies, December 1941. 


Sup- 


Water Tank 
Mobile Unit 





To help industry solve the problem of 
dispensing water in a sanitary method, 
a new mobile water tank unit has been 


developed. These water tank units are 
light in weight and eliminate the dan- 
gerous germ-exchange bucket and dip- 
per method of dispensing water. The 
tanks are made in two models. One can 
be worn on the carrier’s back, and the 
other is worn on the carrier’s side. Both 
are made from lightweight metals and 
have adjustable shoulder straps, a pa- 
per cup dispenser and standard faucet. 
\ large mouth allows quick filling and 





easy cleaning. Both models can be had | 


with a sturdy canvas jacket that has a 
hair-felt lining which serves as both 
insulation against hot and cold, and as 
a padding for the carrier’s comfort. 
Universal Paper Products Co., Chicago, 
/1—Mit Suppries, December 1941, 


Diamond Nibs 
Large Diameter Head 


The manufacturer of “Big-Hed” dia- | 


mond nibs has announced a new design 
feature which is to be incorporated in 
all his diamond nibs in the future. This 
new feature, which is known as the 


“Loc-Key-Set”, consists of two internal | 


locking keys that are integrally cast on 
the slug-holding nib by 
molten metal into two internal key seats 


forcing the 





4-1 
DRILL PRESSES 4 = 


Here’s where you can score a hit with your 
Now you can sell a he-man drill press, 


trade. 


\ 
‘ \ 


floor or bench model, full size, precision made, 
with plenty of advanced features, at a price 


way below its value. 


Duro Tools are going 


over big due to—Value, performance, quality. 


It's easy to sell Duro Tools. 


a larger business with Duro Tools. 
is waiting for you to supply them. 


It's easy to build 
Your trade 
We back 


you up with plenty of advertising, ads and 


literature. 


DURO METAL PRODUCTS CO. 
DEPT.MS-3,2649 N.KILDARE AVE. 


CHICAGO, 


ILLINOIS 


A GREAT 











Whether you sell Morse roller and silent 
chains only, or whether you sell the com- 
plete Morse line, you'll discover that 
Morse is the name that opens up profit- 
able selling for you. For almost half a 
century, the Morse Chain Company has 
served Industry by building the finest 
power transmission products. Honest, 


MORSE CHAIN CO. 


FOR PROFITABLE 
SELLING 


Division Borg-Warner Corp. 





skillful craftsmanship, the most modern 
and finest materials, and advanced de- 
sign have won and strengthened the 
position of this company. 

Now, you can reap the benefits of this 
policy of outstanding service. Sell the 
Morse line of power transmission 
products. 


ITHACA, N. Y. 
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Why... 


SMOOTH-ON 


Iron Cements 
are a profitable 


line to handle 














1. Wide Use: 


Used by every type of industrial plant, 
foundry, mill and factory. 


2. Many applications: 


Repairing cracks in boilers, heaters, 
pumps, process apparatus, valves, etc. 


Sealing leaks at seams, bolts, rivets, 
pipe joints, etc. 


Tightening loose parts of apparatus, 
fixtures, appliances, etc. 


Making tight joints on any type of 
pipe connection. 


Waterproofing walls, floors, cisterns, 
tanks, etc. 


3. Long-established reputation: 


Successfully used for over 45 years by 
thousands of engineers, repair men 
and mechanics. 


4. Extensive advertising campaign: 


Consistently advertised in 46 national 
weekly and monthly publications. 


5. Dealer Co-operation: 


The hundreds of Smooth-On adver- 
tisements each year say “Buy from 
your Distributor”. 


Mill Supply houses report to us that 
SMOOTH-ON is a consistently steady 
sales producer, and that salesmen find 
these many-purpose and _ well-estab- 
lished iron cements sell readily. 


Supply of free 40-page Repair Hand- 
books, display placards, together with 
full information and prices, sent on 
request. 


SMOOTH-ON MFG. CO., DEPT. 25 
570 Communipaw Ave. Jersey City, N. J. 


Tell your Customers— 


Do it wilh 
SMOOTH-ON 
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milled in the nib head. It is claimed 
that diamonds set in this manner never 
shift, turn or loosen in operation, mak- 
ing possible micrometer adjustment of 
each pass. Other features claimed for 
these nibs are: a large diameter head 
which draws heat away from the grind- 





ing point and dissipates it rapidly, pro- 
viding cooler dressing and preventing 
tool expansion and permitt'1g the hold- 
ing of closer tolerances: corrected face 
angles which permit greater tool clear- 
ance without loss of tool strength or 
rigidity Diamond Tool Co., Chicago, 
11l—Muu Supruirs, December 1941, 


Electric Sander 
Vibration Reduced 





To meet the exacting service of two and 
three shift duty demanded today, the 
manufacturers of the “Easy” sander has 
announced an improved model. The 
new model “Easy XL,” embodies numer- 
ous improvements. Vibration has been 
reduced to a minimum through preci- 
sion balancing and redesign of handle 
mountings; an interchangeable front 
handle which can be shifted from front 
to side position; an improved type fan 
and baffle plate increase the flow of air 
through the motor; motor, filter and 
switch are now readily accessible 
through use of a new type motor filter 
cap. These machines are available with 


MILL SUPPLIES ¢ DECEMBER, 1941 


110 or 220 volt motors. They are de- 
signed to deliver efficiency and_per- 
formance on every finishing application 
— sanding, rubbing, polishing — on 
metal, plastics, wood, leather or com- 
position materials.—Detroit Surfacing 
Machine Co., Detroit, Mich. MILL 
Supptizs, December 1941. 


Finger Guard 
Comfortable And Durable 





A practical finger guard, or finger stall. 
combining tough leather and_ flexible 
lastex has recently been introduced. 
Gives protection on fingers and thumb, 
in any combination, to buffers. polish- 
ers, sanders, grinders. operators of 
assemblers of 
mechanics and 


stamping-out 
small parts, 
operators. 


presses, 
machine 
May be worn under glove 
Does away with 
tender skin due to taping fingers. If 
worn with leather on back of finger. 


for extra protection. 


“Steel-Grip” finger guard _ protects 
knuckles from raps. cuts, abrasions. 
Illustration shows grain leather and 


lastex combination. May also be had in 
heavy split leather, light weight kid 
leather or wool felt. The lastex feature 
makes these finger guards snug fitting, 
always flexible and porous for ventila- 
tion.—Industrial Gloves Co., Danville. 
111.—Mirt Suppwies, 1941. 


December 


Clamp 
For Drill Press 


\ hold-down for drill press work, “Air 
Clamp” is said to speed up drilling 
operations and greatly reduce jig and 
fixture costs. Adapted for use on any 
drill press having a cylindrical column. 
it is quickly attached by means of a 
divided collar which clamps in any 
desired position. The working head is 
mounted on a heavy, horizontal arm 
which slides in a split boss on the 


wives 
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voluntary 
pay-roll 
allotment 
plan 


helps workers provide for the future 
helps build future buying power 


helps defend America today 





This is no charity plea. It is a sound business proposition that 
vitally concerns the present and future welfare of your company, 
your employees, and yourself. 

During the post-war period of readjustment, you may be faced 
with the unpleasant necessity of turning employees out into a 
confused and cheerless world. But you, as an employer, can do 
something now to help shape the destinies of your people. 
Scores of business heads have adopted the Voluntary Pay-roll 
Allotment Plan as a simple and easy way for every worker in 
the land to start a systematic and continuous Defense Bond 
savings program. 


Many benefits . .. present and future. 1 is 
more than a sensible step toward reducing the ranks of the 
post-war needy. It will help spread financial participation in 
National Defense among all of America’s wage earners. 

The widespread use of this plan will materially retard infla- 
tion. It will “store” part of our pyramiding national income 
that would otherwise be spent as fast as it’s earned, increasing 
the demand for our diminishing supply of consumer goods. 

And don’t overlook the immediate benefit . . 
defense materials, quickly, continuously, willingly. 


. money for 


Let’s do it the American way! America’s talent for 
working out emergency problems, democratically, is being 
tested today. As always, we will work it out, without pressure 
or coercion ,.. in that old American way; each businessman 
strengthening his own house; not waiting for his neighbor to do 
it. That custom has, throughout history, enabled America to 
get things done of its own free will. 


In emergencies, America doesn’t do things 
**hit-or-miss.’” We would get there eventually if we 
just left it to everybody’s whim to buy Defense Bonds when they 
thought of it. But we’re a nation of businessmen who under- 
stand that the way to get a thing done is to systematize the oper- 
ation. That is why so many employers are getting back of this 
Voluntary Savings Plan. 

Like most efficient systems, it is amazingly simple. All you 
have to do is offer your employees the convenience of having 
a fixed sum allotted, from each pay envelope, to the purchase of 
Defense Bonds. The employer holds these funds in a separate 
bank account, and delivers a Bond to the employee each time 
his allotments accumulate to a sufficient amount. 

Each employee who chooses to start this savings plan decides 
for himself the denomination of the Bonds to be purchased and 
the amount to be allotted from his wages each pay day. 









Defense Savings Pay-Roll Allotment Plan 


How big does a company have to be? _ From 
three employees on up. Size has nothing to do with it. It works 
equally well in stores, schools, publishing houses, factories, or 
banks. This whole idea of pay-roll allotment has been evolved 
by businessmen in cooperation with the Treasury Department. 
Each organization adopts its own simple, efficient application 
of the idea in accordance with the needs of its own set-up 


No chore at all. The system is so simple that A. T. & T. 
uses exactly the same easy card system that is being used by 
hundreds of companies having fewer than 25 employees! It is 
simple enough to be handled by a check-mark on a card each 
pay day. 


Plenty of help available. Although this is your plan 
when you put it into effect, the Treasury Department is ready 
and willing to give you all kinds of help. Local civilian com- 
mittees in 48 States are set up to have experienced men work 
with you just as much as you want them to, and no more. 

Truly, about all you have to do is to indicate your willingness 
to get your organization started. We will supply most of the 
necessary material, and no end of help. 


The first step is to take a closer look. Sending in 
the coupon in no way obligates you to install the Plan. It will 
simply give you a chance to scrutinize the available material and 
see what other companies are already doing. It will bring you 
samples of literature explaining the benefits to employees and 
describing the various denominations of Defense Savings Bonds 
that can be purchased through the Plan. 

Sending the coupon does nothing more than signify that you 
are anxious to do something to help keep your people off relief 
when defense production sloughs off; something to enable all 
wage earners to participate in financing Defense; something to 
provide tomorrow’s buying power for your prod- 
ucts; something to get money right now for guns 
and tanks and planes and ships. 

France left it to “hit-or-miss” . .. and missed. 
Now is the time for you to act! Mail the coupon 
or write Treasury Department, Section A, 709 
Twelfth St. NW., Washington, D. C. 


FREE -NO OBLIGATION 


Treasury Department, Section A, 
709 Twelfth St. NW., Washington, D. C. 


Please send me the free kit of material being used by 
companies that have installed the Voluntary Defense 
Savings Pay-Roll Allotment Plan. 


Name 





Ee 


Company —— 





Address 
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ata 


2 THE GUM USED ORIG- 
INALLY FOR INSULATING 
OCEAN CABLES 


Thousands of plants can 
use BALATA BELTS for 
greater economy and effi- 
ciency in CONVEYING... 
ELEVATING...DRIVING. This 
tough, extra-strong, durable 


belting 


— heavy cotton duck impregnated with balata — has 
been a VICTOR specialty for many years. Three weights 
and constructions to suit almost any requirement: 


VICTOR balata belting 
FLEXMORE extra balata 
FLEXMORE balata 


Prices reasonable. A single purchase convinces the user 
of its superior belt valve. 


VICTOR BALATA & TEXTILE 
BELTING COMPANY 


New York: 53 Park Pi . 






Chicago: 345 W. Hubbard Steet 


Factory: Easton, Po 








Take Advantage of 
Growing Sales 
Opportunities 










THEY HAVE 
POWER—SPEED— 
DEPENDABILITY 


Industry is speeding up all over the country 
and with it the opportunities for selling 
ATLAS Car Movers keep step. They have 
power, speed, and efficiency — they are de- 
pendable—they are easy and simple to use 
All this is due to the ‘compound leverage’ 
principle of construction. We would like to 
explain the advantages of this particular 
construction and what it means to your sell- 
ing. Ask for details. 


APPLETON-ATLAS CAR 
MOVER CORPORATION 


2947 No. 30th St. Milwaukee, Wis. 
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column collar. Two hand levers hold 
the head in any desired position so that 
pressure may be applied in any direc- 
tion and at any point on the work, 
regardless of size or shape, within the 
capacity of the drill press. The “Air 
Clamp” is operated by means of a two- 
way valve on the upper left side of the 
working head. For certain types of 
operations in which the drilling time is 
short and new work is fed into the 
fixture rapidly, a foot control is avail- 





able. Quick. detachable hold-down feet 
of various designs can be used accord- 
ing to the shape of the work, or the ram 
alone may often be used on large units. 
The model shown is designed for use 
with a line pressure of 40 to 80-lbs. 
and is suitable for drill presses up to 
34-in. capacity. Collars to fit drill press 
columns of various diameters can be 
furnished. 
cago, Ill, 
1941. 


Mitt Suppuies, December 


Drilling Machine 
Sturdy Construction 





model F-400 
“Hi-Duty” bench type drilling machine. 
This unit is available in ¥%-in. maxi- 
mum chuck capacity in either bench or 
floor type, with or without electric 
Some of the features embodied 


the 


Illustrated is new 


motor. 
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Mead Specialties Co., Chi- | ' 





WHITNEY puncits 


A Knockout for 
Good Business... 


CHANNEL IRON PUNCH 





NO. 2 PUNCH 


Everyone wants the most for his money— 
that’s what you make possible for your 
customers when you sell them Whitne 
Hand Lever Punches. That they “knoc 
out two days’ work in one” is more than 
a slogan—it’s a fact. 


We guarantee all of our tools—our 
service on orders is prompt—your returns 
are steady and adequate—why don’t you 
send for our descriptive booklet and find 
out about these tools and their applica- 
tions. 








IWAWHITNEY Mrcco 
HES 








PORTABLE HAND Z£) ZERMETAL PUNG 


| Rockford, tests i 








New 






Business 
- 
Pat Replacement 
f: Business 
PS + 
' 
; ' Confinuous 
st Business 


MAKE 
GOOD 
EARNINGS 


Cup 


AMERICAN 


LUBRICATING DEVISES 


There are countless 
opportunities now to 
supply our line of 
Grease and Oil Cups. 
They are moderately 
priced, our discounts 
are attractive, our 
line is complete to 
fill all needs. Send 
for further details. 


AMERICAN 


INJECTOR CO. 


Detroit, Mich. 





Grease Cup 
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BALDOR 
GRINDERS 


BALL 
BEARING 


THIS GRINDER 
Guaranteed 2 yrs. 
against Burn-out 


BALDOR GRINDER No. 612 has 
Capacitor Type 1/3. HP Motor 
guaranteed 2 years, against burn-out. 
3440 r.p.m. 110 volt, 60 cy., single 
phase. 6°x%" wheels: enclosed 
guards; adjustable eye shields and 


tool rests. Net weight, $33.50 


BALDOR ELECTRIC COMPANY 
4364 Duncan Ave. St. Louis, Mo. 














Add This 
“Best Seller” 
To Your Line! 
























» give PoTs 
0 od-Work- 

Foundry Pat- 

Yards, ef¢- 


“ . HEE 
Te cn 
Ss 


: boiler” to “id & 
ke 4 Pl 

Priced $12" cbueantal_P 
yolume 












Write for catalog sheets and prices—and 
start your profits rolling in with this "Best 
Seller’’ right now! 


RUSSELL ELECTRIC CO. 


ILL. 


345M West Huron St. CHICAGO, 












| 


in these machines are: modern design 
which provides ease of operation; full 
drill size range capacity, s2-in. to Y%-in.; 
oversize ball bearing spindle for smooth 
operation; positive lubrication essential 
to a minimum of wear; Jacobs key-type 
chuck; convenient swivel work table; 
energetic !3-hp. motor; capable V-belt 
power drive with four spindle speeds; 
safely guarded belt drive. The spindle 
speeds of this unit are 860, 1375, 2150 
and 3450 r.p.m.—Taylor Mig. Co., Mil- 
waukee, Wis.—Mi.v. Supeiies, Decem- 
ber 1941. 


Soldering Unit 
For Electric Wire Splices 


“Jiggers” is a 
should be 
ice and 


new product which 
of interest to electrical serv- 
maintenance men, contractors 
and manufacturers of electrical prod- 
ucts. Each “Jigger” small, self- 
contained soldering unit that contains 
just the correct amount of 50-50 solder 
and flux hermetically sealed within a 
waterproof heat-generating outer shell. 
To obtain a strong, perfectly soldered 


is a 


electrical connection, it is only neces- 
sary to push the wire splice into a 
“Jigger” and touch with a_ lighted 


match. 
the proper 


The shell ignites and produces 
temperature to flow’ the 
The burnt shell 
dropped off and a 
soldered splice is revealed. 
strate the practicability of 
the manufacturer. is offering free 
samples.—Jiggers, Inc., Chicago, Ill. 
Mitt Suppiies, December 1941. 


solder into the splice. 
is then smooth. 
To demon- 


ovcer 
Jiggers”, 


Nuts 
Anchor Type 





the successful use of the 
anchor type nuts in aircraft construc- 
tion, the manufacturer now offers these 
nuts for blind-mounting applications on 
general industrial equipment. Designed 
to provide vibration proof fastenings for 
removable plates used to 


Following 


coverhand 
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coe ot > 


A complete range of sizes to meet any drill- 
ing, reaming, and tapping need. Taken In 
order from left to right starting with top 
row: (1 and 2) handle tools standard taper 
shanks—(3) straight shank tools—(4 and 5) 
centered ready to drill for special purpose 
straight shank reamers, taps, drills, etc.—(6 
and 7) hand taps and other square end tools 
—(8) special ‘‘use-em-up"' type drive for 
salvaging tools with twisted tangs or broken 
shanks, no special bushings required. Come 
to COLLIS for Service. 


THE COLLIS COMPANY 
CLINTON, IOWA 





Why You Can SELL MORE 


CLEMENTS 


CADILLAC 


PORTABLE-ELECTRIC COMBINATION 
BLOWERS & SUCTION CLEANERS 










on 


pret ano ous | rt 
paoouct! os aust Cine 
owns AM aw costt 
pow 

pays - 









cAD It 





In leading industrial magazines Cadillac 
advertisements tell why the elimination of 
dirt and dust is vital to continuous, 
economical plant operation. Cadillac 
paves the way for your "sales—offense.’’ 


For industries’ ‘'Dust-Defense" we 
offer 5 Cadillac models. Write 
today for details. 


CLEMENTS MFG. CO. 


6656 S. Narragansett Ave. Chicago, Ill. 
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holes, access and inspection openings, 
and for other blind mount attachments, 
anchor nuts are permanently riveted to 
the inside of the structure. The bolts, 
which are inserted from the outside, 
pass first through the removable plant, 
thence through the structure into the 
stationary nuts. These nuts are offered 
in a wide range of size, material, and 


WATCH 
FOR 


1942 
ANNUAL 
REFERENCE 
NUMBER 


OF 


the basic “Elastic Stop” self-locking 
feature, a fiber locking collar which is 
an integral part of each nut. This lock- 
ing fiber prevents the bolt from be- 
coming loose after it is installed in the 
nut, regardless of the severity of vibra- 
tion to which it is subjected. The bolts 
may be 
times.- 


V. J. 


removed and replaced many 
Elastic Stop Nut Corp., Union, 
Mitt Suppiies, December 1941. 


Nipper 
For Tile, Glass 





Mill S lj The “Red Devil” No. 508 tile and glass 
1 upp 1e8 nipper is the newest product in the 

manufacturer's line of tools and special- 
ties. This handy tool is made from spe- 
cial alloy steel, drop forged and scien- 
tifically heat treated. It combines un- 
usual strength with light weight and is 
built for long, hard usage. Of improved 
shape it is designed to make the job of 
nipping, cutting or shaping tile and 
like materials easier and to produce 
better, cleaner results—lLandon  P. 
Smith, Inc., Irvington, N. J —Mutt Sup- 
pLies. December 1941. 


Out Dec. 15th 


Tells Where 
To Buy Industrial 


Hack Saw 
Furnished With Swivel Vise 


Supplies and 


Equipment 


The Magazine of 
c 


Industrial Distribution— 


MILL SUPPLIES 


330 W. 42nd St. New York, N. Y. 





Announcement has been made of the 
new Keller No. 2C model power hack 
saw. This model has a capacity of 


A McGraw-Hill Publication 
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thread system, every nut incorporating | 


IPROLONG 


SHOWS HOW! 


The gripping unit in Electroline- 
Fiege Connectors “holds like a 
bulldog”, yet graduates the com- 
Pression from rear to front, pre- 
venting crystallization, fraying and 
early rope failure. 


Electroling-Fiege Connectors are 
being sold on a better-quality basis 
and are backed by many sales 
helps. Ask for Bulletin F-2 which 
fully describes this complete and 
profitable line. 














4072 S. LaSalle Street 
Chicago, Illinois 





We Build 
Quality Equipment 
Only 












It Pays to Buy 
Good Machines 
Sixty Types and Sizes 
Flexible Shaft 
Machines 
Ve to 3 H. P. 
Vertical 
and Horizontal 
Send for Catalog 
Type M7A—i'2 H.P. 


High Speed 
STEEL 
Ground 
Cutters and 
Hand Cut 
Rotary 
Files 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 
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ROCKWELL 
BLAST GATES 


¢ Practically every industry 
uses low pressure lines to carry 
air, gas, liquids or semi-liquids 
—that should be controlled by 
blast gates. 


Distributors find the Rock- 
well line ideal, because they 
can supply any type or size, 
and make prompt shipments. 


No servicing required. De- 
liveries are made direct to your 
customer. 


Write for catalog No. 4026, 
price lists and discounts. 





W. S. ROCKWELL COMPANY 


Blast Gate 


50 CHURCH STREET 











NEW YORK, N. Y. 








PRODUCTION MEN 
are BUYING 
RUBBER TIRED WHEELS 





Aids to production are at a premium. That 


is why the complete line of French & 
Hecht Rubber Tired Wheels for industry 
are in record demand and easy to sell. 
Every plant in your territory is a good 
prospect. Investigate—and then get some 
of this very worthwhile business for your- 
self. We offer a size and type for EVERY 
need in industry. 


Write Today for New Catalog and Price List 
FRENCH & HECHT, Inc. 
Dept. A-12 

WHEEL BUILDERS SINCE 


Davenport, lowa 
1888 














| 6%4-in. x 6%4-in. and is furnished with a 


swivel vise to enable the operator to cut 
angles up to 45 
four 


and has a capacity of 
inches at 45°. This saw uses a 
standard 12-in. blade and is arranged 


with an automatic lift on the reverse 


| stroke to insure longer life of the blade 


and is provided with four speeds by 


| shifting V-belts from 74 to 140 strokes 


per minute and has a stroke length of 
four inches. Model No. 2C is arranged 
with eleetrical equipment including a 
motor and an automatic stop switch to 
stop the motor when the cut is com- 
pleted. The weight of. the saw with 
motor is approximately 264-Ibs. and 
takes a floor space of approximately 
15-in. x 40-in.—Sales Service & Mfg. 
Co., St. Paul, Minn—Mis. Supp ries, 
December 1941. 


ee 


SalesHelps 


the 


from 
lanfacten " 





Lubrication An attractive yellow 
brochure, “Modern Industrial Lubrica- 
tion”, lists the “Albany” lubricating 
products manufactured for use in vari- 


| ous industries, plus a convenient recom- 


mendation chart for these products. 
Some of the industries served are. con- 
struction, chemical, food, marine, min- 
ing. railroad, steel and textile. It points 
this 
tallow lubricant has been serving in 


{dam Cook's 


out too, that the manufacturer of 


dustry for over 70 years. 
Sons, Inc., Linden, N. J. 


Compressed Air Control-— A cata- 
log describing a new line of industrial 
products for use in the control of com- 
pressed air has just been published. It 
contains a number of fittings and 
complete air operated machine control 


new 
sets. One of the most important is a 
line of ready made “Air Ejection” sets 
which can be adapted to fit the needs of 
any individual concern. There is also 
a “Tip-Toe” and “Finger-Tip” control 
for operating machine clutches by com- 
pressed air. Among the many other 
products listed is a heavy duty air line 
coupler specially constructed to give 
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— Bessemer Avenue, Cleveland, Ohio 





COLUMBIAN VISES 


jaw FACES 


MALLEABLE IRON. 
CASTINGS 


GUARANTEED UNSPEAKABLE 


... and sold under a policy of selec- 
tive distribution at established resale 
prices. 

The 


Vises 


complete line of Columbian 
is designed to excel in its 
field, and all are made to the same 
high standards of engineering and 
workmanship. Write for Columbian’s 
Distributor Plan. 


The Columbian Vise & Mfg. Co. 














STEADY 
REPEAT 
ORDERS 


DEVELOP INTO 


VOLUME 


In the Orttemiller line, distributors 
have a practically complete line of 
cap screws, set screws, coupling bolts, 
studs and screw machine parts to meet 
the needs of almost any customer. 
Then, too, the Ottemiller line is a line 
of uniformly high quality—one that 
is given preference where the advan- 
tages of standardization are recognized. 

Ottemiller—in products and in dis- 
tributor service offers everything re- 
quired for a_ steady, repeat order 
business. That's why the Ottemiller 
franchise is one of recognized desir- 
ability. Why not find 
out more about it at 
once? 











‘s,s 
THE WM.H. 


YORK, PA. 
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NO TIME FOR 


CHISELING! 





DRILL 


y CONCRETE 
MARBLE 
BRICK 





Tell your customers about this fast way to 
drill holes, for installing machinery bolts, 
conduits, piping, etc. You'll help them 
drill holes 50€/,-75©/, faster, get cleaner, 
more accurate holes and obtain up to 50 
times longer drill life per sharpening. 


Carboloy Masonry Drill-Points make any 


rotary drill do a better, faster job in con- 
crete, brick, marble, etc. 
profit resale proposition. 


CARBOLOY COMPANY, INC. 


DETROIT, MICH. 


CARBOLOY 


Write for quick- 


11131 E. 8 MILE STREET 


MASONRY DRILL-POINTS 








BALL BEARING 
LOOSE PULLEYS 


haat s 


MORE SPEED. 
HIGHER EFFICIENCY 
LESS MAINTENANCE % 


. important considerations for plants that 
have extensive adjustments to make in order 
to keep up with added production demands. 
These pulleys save on daily oiling time—cost 
of lubricant — cost of replacements — power 
loss by friction—time losses for shutdown, We 
can give good service on orders, our engi- 
neers are ready to assist on complicated 
problems, and our distributors proposition 
will interest you. Write for details today 











CHICAGO PULLEY G 


SHAFTING CO. 


21 N. Des Plaines St CHICACO, ILL 
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kink-free 


service. 


trol”, is a valuable reference guide for 
those interested in production as well 


| as compressed air use and control.— 
| A Schrader’s Son, Brooklyn, N. Y. 


| Filing Room”, is 


Saws, Tools—A revised edition of 
the pocket handbook, “Saws In The 
now available. In- 
cluded in this 92-page booklet are many 
practical suggestions, standard rules, 
etc., concerning the use and care of 
circular saws. A new companion cata- 
log has just been released. “Tools For 
The Filing Room”. This is a regular 
catalog-size book containing many in- 
teresting pictures, tables. and price 
lists in its 27 pages.—E. C. Atkins & 
Co., Indianapolis, Ind. 


Socket Screws — A __ pocket 


| folder of 10 pages describing the Bris- 


| Industrial Pumps—Practical 


tol line of hex socket screws has just 
This folder, No. 
screws, socket head cap 
screws, socket head stripper bolts, pipe 


been released. 


covers set 
plugs, tee keys and screw driver type 
keys. Illustrations, details on sizes, 
dimensions, prices and miscellaneous 
information are included—Bristol Com- 
pany, Waterbury, Conn, 


infor- 
mation concerning pump adaptation for 
a wide range of duties under varying 
conditions is the of the 
Pomona catalog. brochure con- 


theme 
This 


tains not only a profusion of illustrated 


new 


case histories of varied applications, 
but also presents many practical draw- 
ings for laying in this type of pump. 
Pomona Pump Co., Ponoma, Calif. 


Saw Blades—Catalog M239D. “Metal 
Cutting Saw Blades”, features the line 
of metal cutting saws now manufactured 
by Capewell. 
request of OPM the manufacturer has 


sized | 


845, | 


1 
This catalog, “In- 
dustrial Products For Efficient Air Con- | 


In accordance with the | 


curtailed the variety of sizes and kinds | 


of blades, but the types now manufac- 
tured will be found ample for every cut- 
ting requirement. Several pages of this 
little booklet are devoted to helpful in- 
formation on the use of hack saw blades 
and band saw blades, tips on how to 
make metal saw blades last longer in 
actual service.—Capewell Mfg. Co.., 
Hartford, Conn. 


Die Cradle —Descriptive literature on 
the new, universal parallel unit. known 
as the “Acro Die Cradle”. is available. 
The unit is said to be used for the level 
support of various size dies, jigs and 


metal parts. to insure correct align- 
ment while drilling. counterboring, etc. 
The circular stresses the elimination of 


makeshift methods for supporting such 
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Here's the Torch 
for BIG Jobs 





With more big jobs to do, mechanics 
are asking for heavy-duty heat tools. 
C & L Torch No. 225 (above) is large 
and powerful. The heavy-duty burner 
is mounted on a two-quart capacity 
tank, to burn twice as long without 
refueling. Pump is large Fire Pot size. 


Be sure to have No. 225 among your 
stock of C & L “Experience-Proven” 
Torches and Fire Pots. Steady sales 
and salisfied customers result. 















CLAYTON & LAMBERT 
MFG. CO., Mich 


Detroit, 











Wik! HOOKS 


have the blue aligning card that locks 
hooks in position—prevents hook loss 
from handling—prevents waste of short 
card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


Write for new 
catalog sheets 
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HARRIS 


FLOATS 


for 
REPAIRS 
REBUILDING 
REPLACEMENTS 


Made from 


® stainless steel @® copper ® monel 
@ nickel © aluminum ® everdur ® brass 


Help industry with Harris products! 


ARTHUR HARRIS & CO. 








To All Our 


Readers— 


A Merry 
Christmas and 
a Prosperous 


New Year! 


MILL SUPPLIES 








210-218 N. ABERDEEN ST. | 
CHICAGO ILLINOIS | | 


work, savings effected through preven- 
tion of spoiled work and the promotion 
of the safety factor.—Acro Tool & Die 
W orks, Chicago, Ill. 


Brass Goods —A_ classified index 
adds to the usefulness of the new cata- 
log, “Brass Goods 1942”. This 42-page 
booklet the Sherman line of 
brass goods and uses to good advantage 


covers 





photographs, drawings and price lists | 


covering the products. 


Ug. Co., Battle Creek, Mich. 


Rubber Abrasives 
cation of “Brightboy” soft rubber light 
abrasives for pre-polishing, polishing 
and finishing many types of metals, de- 
scribed in both a new price list (No. 
53) and a_ new _ illustrated leaflet. 
“Brightboy” is made in a number of 
sizes in wheels and discs for use on 
lathes, as well as in sticks and tablets 
for hand work. Its unique soft rubber 
binder cushions the abrasive.—Bright- 
boy Industrial Div., Weldon Roberts 
Rubber Co., Newark, N. J. 


Fluorescent Equipment -— A _pro- 
fusely illustrated 24-page brochure on 
“Linolite” fluorescent equipment has 
just been published. Conveniently sec- 
tionalized, the book presents a complete 
range of standard 
fluorescent fixtures. 


and 
An interesting va- 
riety of typical installations are illus- 
trated in detail over the slogan “Do it 
right with ‘Linolite’ ”’—Frink Corpora- 
tion, Long Island City, N. Y. 


STEAM CLEANERS-- Many typical 
uses are pictured in the new “Hypres- 
sure Jenny Steam Cleaner Catalog.” 
Information contained in the catalog 
includes principle of operation, model 
specifications, and information to aid 
in the selection of the right model to 
handle the broadest range of each cus- 
tomer’s Homestead 
Valve Mfg. Co., Inc., Coraopolis, Pa. 


cleaning jobs. 


DEFENSE WORK “Just Another 
Job” is an attractive 12-page presenta- 
tion on the Link-Belt Company’s activi- 
ties in behalf of the National Defense 


Program. Printed in patriotic red, 
white and blue, this folder tells in 
words and pictures the story of the 
organization’s part in our great Pre- 
paredness Program — Link-Belt Co.., 
Chicago, Ill. 

CLAMPING FIXTURES “knu- 


Vise” toggle action clamping fixtures is 
the subject of a 24-page catalog just 
released. It features 22 different mod- 
els of clamps, pliers, piler-parallels, 
C-clamps, riveters and drill fixtures.— 
Knu-Vise, Inc., Detroit, Mich. 
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H. B. Sherman | 


The wide appli- 


custom-built | 











Refrigeration and 
Air Conditioning 
are vital to 
defense 
1942 ALL-INDUSTRY 
REFRIGERATION 
and 
AIR CONDITIONING 
EXHIBITION 


at the Stevens Hotel, Chicago 
January 12-15, 1942 





Our contribution will be on 


display at BOOTHS 416-418. 


JAS. P. MARSH CORPORATION 
2079 Southport Ave. Chicago, Ill. 
Quality Instruments and 
Heating Specialties Since 1865. 





























ESTABLISH SALES 
SECURITY FOR THE 
PRESENT and FUTURE 

















|GLOBE 


WOVEN BELTING 
PRODUCTS 











Now is the time to build future business with 
present service ... to obtain profit security 
through today’s helpful suggestions. GLOBE 
Woven Belting Products admirably fit you 
to do just this. Through GLOBE’s past 
record of quality and long life, you can 
assure present-day efficiency, even under 
24-hour-a-day operation . . . and this serv- 
ice for defense production makes friends 
for the future .. . builds good-will that 
means sales under normal conditions. 
GLOBE products are many, including; 


@ Solid Woven Cotton Belting 
@ Kanry-Tex Belting 


@ Solid Woven Water-Proof 
Treated Belting 


@ Endless Woven Belts 
@ Webbing 


Write for a complete listing, also prices. 


Globe Woven Belting Colne 


NEW YORK 


155 
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